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Sparks 


State of the Nation’s Economy: 
Up 
| Persona Income—Was in May at 
‘an annual rate of $285.2 billion, 
"about $800 million higher than in 
| April, according to Commerce De- 
ent. 
U.S. Propuction—Totaled $364.9 
‘billion im 1958, a 5% percent in- 
» crease over 1952. 
| Tre SHiments—Totaled in May 
7,299,621 for cars and 1,019,531 for 
trucks and buses against 7,208,106 
md 1,019,531 in April, respectively. 
Sree. Output — Was scheduled 
last week at 65.4 percent of capac- 
- ity, compared with 60 percent the 
previous week. 
Worxine Caprrac—Coroporate net 
_ working capital was estimated at 
$92.9 billion at the end of March, 
‘according to Securities and Ex- 
change Commission, an increase 
of $400 million during the first 
three months of 1954. 
Reran. Sates—Rose to $14.5 billion 
-in June, a $297 million increase 


$8 Per Year, 25c Per Copy 


Long Shatdowns Start 
In) August for Chrysler 


or 7 Weeks; 


Basis; 


Staff Writer 


halt car assemblies for six to seven weeks to allow for 
model cleanup and to change to 1955-model output, AUTO- 
MOTIVE News learned last week. 
Plymouth will close Aug. 5 and will remain down until 
Sept. 27. Dodge, Chrysler Sa ee 
DeSoto will do likewise, but | longer periods this year than last, 


|Model introduction dates will be 
at staggered dates in August. later, it was reiterated last week. 
Other production developments ee 
me wa wale ers last week turned 1 yy tet year’s public introduction 
out 105,224 cars and 18,130 trucks, dates were: Dodge, Oct. 7; 


Packard Resumes Body Manufacture— 


After a lapse of 13 years, Packard has resumed manufacture of its own bodies in 
the former Briggs Conner plant in Detroit, leased from Chrysler Corp. with an option 
to buy. As the first body is built, Ray P. Powers (left), manufacturing vice-president, 
congratulates Neill S. Brown, new manufacturing manager of Packard body division. 


from May. Automotive sales were 
$3,081,000,000, compared with §$2,- 
in May, according to 


832,000,000 
Commerce Department. 

WHo.esate Prices—Rose 0.1 to 
110 percent of the 1947-49 base 
veo from 109.9 the preceding 
week. 


Business Famvures—Increased to 
196 from 192 the previous week, ac- 


cording to Dun & Bradstreet. 


Down 


Gasotine Strocks—Dropped to 164,- 
646,000 barrels, compared with 


168,147,000 a week earlier. 
Business Inpex—Physical vol- 
ume of business declined to 98.8 
from 101.3 in the preceding week, 
to Barron’s. 


Lake SuHirppinc — Ore, coal and 
grain shipments in June amounted 
compared 


to 18,598,096 net tons, 
with 22,976,939 in June, 1953. 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


163,738 
123,354 
99,387 


Last Prev. 1953 
Week Week Week 
For complete production totals 
by makes, see table, Page 65. 


Final assembly line for ‘55 models also will be in the Conner plant. 


* 


* * * 


Stockholder OK Expected 
For S-P Consolidation 


TUDEBAKER and Packard 
stockholders are expected to ap- 
prove the proposed merger of the 
two companies by an overwhelming 
majority when they meet Aug. 17. 


A two-thirds majority vote is 
required in each case. Stockholders 
will have no appraisal rights if they 
dissent. 

As the proxy statements were 
sent out last week, James J. 
Nance, president of Packard and 
future executive officer of the 
consolidated companies, said that 
informal communications from 
stockholders favored the merger 
by four to one. 

Nance and Harold S. Vance, 
president of Studebaker, met in 
New York last week with security 
analysts. 

a < * 
| RESPONSE to questions abeut 
reports of further mergers with 
American Motors and Kaiser- 
Willys, Nance said: 


“We are not engaged in any 
negotiations.” 

However, it is known that such 
a master merger of the smaller 
companies has been discussed. Re- 
ports indicate that Kaiser-Willys 
may come into the Studebaker- 


Packard setup shortly after it is 
consummated. 
* = 

| THE merger agreement, Pack- 

ard and Studebaker directors 
obviously prepared the way for fu- 
ture mergers, for they authorized 
15 million shares of new Stude- 
baker-Packard stock. Less than 
seven million shares will be issued 
in completing the Studebaker Pack- 
ard merger. 

Nance told the analysts that if 

(Continued on Page 63, Col. 1) 


according to Automotive News esti- 
mates. In the preceding week, 
which was shortened by the July 4 
holiday, output amounted to 85,643 
cars and 14,244 trucks. 

* ~ * 


FORD MOTOR CoO. will turn 

® out its millionth U. S. car of the 

year tomorrow (July 20). The com- 

parable 1953 unit came off the line 
in September. 

3. With 1956-model introduc- 
tions still far off, output rates 
have slackened at all plants. Last 
week’s car production was lower 
than for any week this year, ex- 
cept holiday - curtailed periods. 
The daily rate last week was 21,- 
005 cars, compared with an aver- 
age rate in June of 22,720. In the 
like 1958 week, it was 26,800. 

Although Chrysler Corp. divisions 
are going down earlier and for 


Bootleg Hearings ‘Tuesday 


Senate Subcommittee Calls Witnesses on Bill 
Backed by NADA; House to Follow 


By William Ullman 
Washington Correspondent 
ASHINGTON. — Congressional 
subcommittees will begin hear- 
ings this week on NADA-supported 
measures aimed at halting new-car 
bootlegging. 

A subcommittee of the Senate 
Interstate Commerce Committee 
will hear witnesses tomorrow 
(July 20) and the corresponding 


| How Industry Views Dealer Heir Move 


By Bcb Sheldon 
Ass» ciate Editor 
a broken the ice by adding a form 
= of “estate” clause to its dealer con- 
tracts, what will be the effects on 
| historic marketing practices in the 
» auto industry? 


_ In a sense, the GM action can 
be considered revolutionary. It 
_ spells out, in black and white, a 
bleed line of succession for a 


| ‘dealer who dies or loses his 
- health. 


| _ Viewed in another light, however, 
the new clause cannot be said to 
ve established any. drastically dif- 
ferent pattern in factory-dealer re- 


a es - 
¥ A study conducted last week 
™ by Avutomorive News, makers in 
feneral said it had always been 


OW that General Motors has 


their policy to give first considera- 
tion to a son or son-in-law when 
reassigning a franchise that had 
been vacated by the death of a 
dealer. 

Not only policy, but some fac- 
tories indicated that they regard- 
‘ ed it as a moral obligation and as 
sound business, too. 

GM is the first to have taken the 
tradition and written it into a con- 
tractual agreement. 

The clause is, of course, highly 
qualified and leaves with GM the 
right to determine whether a son 
or son-in-law is “ready, willing and 
able” to step into a dealer’s shoes. 

a. * ” 
Bu it is described as a progres- 
sive move by even the most 
zealous proponents of a “perpetual 
contract” among the dealers af- 
fected. 
GM says dealers have given the 


plan a “very excellent and enthusi- 
astic” reception. 

In the past, some bitter law- 
suits have grown out of the can- 
cellation - upon -death provision 
found in most sales contracts, 
pitting the factory against the 
dead dealer’s estate and heirs. 
Spokesmen for manufacturers say 

that these feuds often result from 
lack of foresight on the part of the 
dealer, rather than any callousness 
of the factory. 

They explain that in the first 
place, no factory — not even GM, 
with its newly revised contract — 

(Continued on Page 66, Col. 1) 


In This Issue 


group in the House will take 
testimony Wednesday (July 21). 

The two bills are companion 
measures calling for amendment of 
Section 5A of the Federal Trade 
Commission Act. The Senate bill is 
sponsored by Senator Everett Dirk- 
sen, Illinois Republican, and the 
House measure is authored by Rep. 


Shepard Crumpacker, Indiana Re-| 


publican. 
* as - 

7as bills would exempt from an- 

titrust laws any contracts, 
agreements or franchises which 
stipulate that new-car dealers will 
not sell new vehicles to unauthor- 
ized persons for resale. 

They would permit auto manu- 
facturers to cancel the franchises 
of any dealers who bootleg new 
cars, a procedure that has flour- 
ished to a great extent during the 
past year and has caused consid- 
erable trade woe. 

NADA will testify for the bills. 
The National Used Car Dealers 
Assn. will appear in opposition. 

NADA President Charles Freed 
and Alton Costley, chairman of the 
association’s national affairs com- 
mittee, will represent new-car deal- 
ers at both hearings. 


OSEPH DANZANSKY, of Dan- 
zansky and Dickey, NUCDA 
general counsel will represent used- 
car dealers. 
In addition to Freed and Costley, 
NADA plans to present a number 
(Continued on Page 65, Col. 3) 


Plymouth, Oct. 15; Chrysler divi- 
sion, Oct. 29, and DeSoto, Nov. 5. 
Chrysler Corp. thus becomes the 
first auto firm in the postwar pe- 
riod to revert to the prewar prac- 
(Continued on Page 65, Col. 3) 


Upsurge Brings 
New-Car Sales 
Near 753 Pace 


By Bob Lienert 
Staff Writer 
A* unexpected, but not unwel- 
come, midsummer surge has 
pulled new-car sales closer to the 
pace set last year, a market anal- 
ysis showed last week. 

Sales thus far in 1954 topped 
the 3-million mark last Wednes- 
day (July 14), according to Auto- 
motive News estimates. 

At the current estimated daily 
rate of 20,900 sales, dealers are run- 
ning about seven days behind last 
year. Early in June, the sales tempo 
had been eight days slower than in 
1953. 

* a7 e 
HHyzxoIc performances during the 
month, however, helped to 
quicken the pace. Dealers in some 
lines reperted alltime records for 
the month. 

June totals brought first-half 
sales to an approximate 2,750,000 
units. That still leaves 1954 as the 
fourth best year in history, trail- 

(Continued on Page 64, Col. 1) 


Top Cars 


New-car registrations for five 
months: 
1954 Pos. 
1—545,824 
2—537,807 
3—206,836 
4—173,652 
5—150,891 
6—147,505 
J—124,484 
8— 64,266 
9— 46,765 
10— 42,077 
11l— 39,798 
12— 34,937 
18— 33,937 
14— 19,572 
15— 15,993 
16— 13,373 
li— 17,786 
18— 3,903 
19— 624 


Make 
Chev, 
Ford 
Buick 
Plym, 
Olds, 
Pontiac 
Mercury 
Dodge 
Chrysler 
Cadillac 
Stude. 


1953 Pos. 
532,692— 1 
403,000— 2 
189,218— 4 
244,132— 3 
133,239— 6 
161,021— 5 
101,700— 8 


For further details, see Page 46. 
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Chicago Dealerships 
Cut by 6 in Quarter 


CHICAGO.—There was a net re- 
duction of six in the number of 
new-car dealerships operating in 
the Chicago metropolitan area dur- 
ing the second quarter of 1954, the 
Chicago Automobile Trade Assn. 
said last week. 

During the quarter, CATA said, 
23 new-car dealers resigned or 
were canceled, and 17 were ap- 


sler Exports 
Rise 21.3% in 
First 5 Months 


DETROIT.—Exports of Chrysler 
Corp. cars and trucks in the first 
five months of 1954 increased 21.3 
percent over the comparable 1953 
period, C. B. Thomas, president of 
the Export division of Chrysler, 
said last week. 

The American automotive indus- 
try as a whole reported through the 
Automobile Manufacturers Assn. an 
increase of 14.5 percent in car and 
truck exports during the first five 
months of this year, 

Thomas reported increases in 
truck sales in all foreign markets. 
Chrysler Corp. truck exports dur- 
ing the first five months increased 
30.8 percent over the same 1953 
period. The industry showed an 
increase of 28.1 percent. 

Car exports of Chrysler Corp. in- 
creased 15.8 percent during the first 
five months of this year, compared 
with the 1953 period, Thomas said. 
The industry as a whole gained 4.9 
percent. 

While all four of Chrysler Ex- 
port’s regions showed larger ex- 
ports, two had exceptionally large 
gains. Region Two, comprising Aus- 
‘tralia, Africa, India, and Pakistan, 
purchased 50.6 percent more Chry- 
sler Corp. cars and trucks during 
the first five months of 1954 than 
they did in the 1953 period. Region 
One, comprising Europe and the 
Near East, had a 21.8 percent in- 
crease. 


Standard Motor 
Sets Output Mark 


COVENTRY, England.—Standard 
Motor Co., Ltd. set an alltime 
monthly production record in June 
when 6,945 cars and trucks and 
5,692 Ferguson tractors were turned 
out. 





Standard said it plans to increase 
its capacity by installing more spe- 
cialized machinery. It also plans to 
introduce a new range of light com- 
mercial bodies on its 10-horsepower 
chassis 


The firm said export markets are 
receiving 95 percent of its com- 
mercial vehicles and 50 percent of 
its cars. 


pointed. As a result, there were 
458 dealerships doing business at 
the end of the quarter, compared 
with 464 at the end of the first 
quarter. 

Of these, 285 were in Chicago 
and 173 outside. Of the 17 new deal- 
ers, six were appointed in Chicago 
and 11 in the suburban area. Of 
the 23 cancellations or resignations, 
13 were in the city and 10 were in 
the outskirts. 

Because a dealership may handle 
more than one make of car, the 
number of outlets was reduced by 
10 during the quarter. Outlets at 
the end of the second quarter to- 
taled 567, compared with 577 at the 
end of the first quarter. 

Hardest hit were Packard and 
DeSoto-Plymouth dealerships. 
There was a reduction of three in 
each case. 

Packard was cut back from 21 
to 18 during the quarter. Packard 
now has 10 dealerships in Chicago 
and eight in the suburbs. DeSoto- 
Plymouth dealerships were reduced 
from 34 to 31, with 23 dealerships 
in Chicago and 11 in the suburbs. 

There were two fewer Nash 
dealerships at the end of the 
second quarter — 26, compared 
with the 28 at the end of the 
first quarter. Nash dealerships 


are evenly divided between city 

and suburbs at 13 each, 

There was one dealership lost in 
(Continued on Page 65, Col. 1) 





His ‘Oyster’ Grows— 

While domestic sales of Chrysler Corp. 
cars and trucks have declined this year, 
exports of Chrysler cars and trucks in 
the first five months have increased 21.3 
percent over the 1953 period. C. B. 
Thomas (above), president of the Export 
division, reported increases in truck sales 
in all foreign markets. 





REGISTRATIONS MAP 


Projected to show size of passenger car registrations by 
States, and percentage of each State to total U.S. 
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Comparative Registrations in U.S.— 


This map, prepared by the American Automobile Assn., has the states drawn to 
a scale based on the proportion of registrations in each state. 





Ike Asks 10-Yr. Road Plan 


Governors Told of $50 Billion U. S. Project 
To Modernize Highway System 


BOLTON LANDING, N.Y.—Pres- 
ident Eisenhower last week pro- 
posed a 10-year, $50 billion high- 
way construction program that 
would start the nation on the way 
to turn “an obsolete road network 
into a system capable of meeting 
defense needs in a possible atomic 
war and the requirements of a pop- 
ulation that may reach 200 million 
by 1970. 

The proposal, delivered to the 
Governor’s Conference here by 
Vice-President Richard Nixon, 
suggests that $5 billion be spent 
annually “in addition to current 
normal expenditures for road 
building.” 

Mr. Eisenhower said that $5 bil- 
lion would represent only a good 
start on a “grand plan.” 

Only a few hours before the 
Eisenhower address was delivered, 
the governors had engaged in a 
heated discussion on the role of the 
Federal government in highway 
building. 

Gov. William Stratton of Illinois 
demanded return to the states of 
the functions and taxing authorities 
“yielded by the states to the Fed- 
eral government.” 


Nixon had told the governors 


W. Va. Convention 
Opens Aug. 29 
CHARLESTON, W. Va.—The Au- 
tomobile Dealers Assn. of West Vir- 
ginia has announced that its 21st 
annual convention will be held Aug. 


29-31 at the Greenbrier Hotel in 
White Sulphur Springs. 





Factory-Delivery Programs Booming 


By Joe 
Staff Writer 


— Chevrolet resuming retail 
customer delivery of cars at 
its Flint plant last week after a 
13-year suspension, all manufac- 
turers now are participating in this 
booming business. 

The Chevrolet program, which 
had been available to dealers in 
distant areas since March, was 
made available to dealers nation- 





Correction 
In the state-by-state census of 
car ucti in the 





wide, according to W. E. Fish, ; taneously 


Chevrolet general sales manager. 

“We wanted to get the system 
operating smoothly before making 
it effective nationwide,” Fish ex- 
plained. 

While a factory-delivery opera- 
tion of sorts has been in effect at 
most factories almost since their 
founding, Chevrolet is the eighth 
manufacturer to expand, improve 
and personalize its program within 
recent months, 

* * > 

LREADY in 1954, Pontiac, Pack- 

ard, Ford, Studebaker and 
Buick have moved into larger and 
more plush quarters. Lincoln-Mer- 
cury expanded its customer delivery 
system in the latter part of 1953. 
Oldsmobile currently is building 
larger quarters in Lansing for its 
operations, while DeSoto officials 
are now considering an enlarge- 
ment and improvement of their 
factory-delivery program. 

Spurred ‘brisk competiti 


turers have suddenly and simul- 


begun to work on the 
factory-delivery problem. 

Casting aside their previous be- 
liefs that factory delivery was an 
almost-necessary evil, maintained 
principally for a few frugal fuddie- 
duddies in distant sections, most 
manufacturers are now intensely 
promoting their programs, realizing 
that factory delivery is a ready 
implement to “convert” a doubtful 
and dollar-conscious prospect. 

* * ” 


A™® these makers now are going 

to greath lengths to insure that 
any customer, who comes to the 
factory to pick up his new car, will 
have a speedy, pleasant and in- 
formative experience. 

In most of the factories, there 
has been a difference of opinion 
regarding factory delivery. 
Usually man and distri- 
bution people have felt that it 
was the needless substitution of 
one distribution system for an- 
other (through the dealers) which 
had laboriously been established. 

This sentiment is still prevalent: 
“Why should the factory have to 

(Continued on Page 8, Col. 1) 





that the President expected them 
to study his proposals and “rec- 
ommend the cooperative action 
you think the Federal govern- 
ment and the states should take 
so that I can submit positive pro- 
posals to the next session of Con- 
gress.” 

Stratton commented that the 
presidential proposal is a “continu- 
ation of the Federal aid program. 
If this is true, it is extremely dis- 
appointing. It is laudable, however, 
that the proposal seems to contem- 
plate using Federal highway money 
exclusively for highways.” 


Chrysler Reports 
10-Day Record 
In Sales for 54 


DETROIT. — All 1954 Chrysler 
sales marks fell during the first 10 
days of July, with dealers deliver- 
ing 3,086 cars, 
E. M. Braden, di- 
vision general 
sales manager, 
announced last 
week. 

This is an in- 
crease of 23.4 per- 
cent over sales 
for the previous 
10«day period, 
Braden said. 

Braden backed 
up his sales op- 


timism by citing customer delivery 
records of the past 30 days, which 
show a steady increase for the 
periods ending June 20, June 30 
and July 10. Sales were 2,424 cars, 
2,501 and 3,086 cars respectively, 
he said. 











Piggyback Service 
Started by Four 
Eastern Railroads 


WASHINGTON.—F our eastern 
railroads have started “piggyback” 
service after receiving a green light 
from the Interstate Commerce Com- 
mission. 

Tariffs for the new truck hauling 
service were put into effect by the 
Pennsylvania, Erie, Lackawanna 
and Nickel Plate railroads. The 
Wabash and Baltimore & Ohio rail- 
roads are expected to initiate a 
similar service soon. 

Although ICC has dropped its 
suspension on proposed rate sched- 
ules, a hearing on the question has 
been set for July 27. 

In piggyback service, railroads 
equip cars to take fully loaded 
trailers from one city to another. 
It has been a controversial subject 
with over-the-road truckers in par- 
ticular. 

The truckers are objecting to 
the low rate schedule the rails pro- 
pose to put in effect on this serv- 
ice and because the rails intend 
to make this a widespread service 
in an attempt to regain a major 
share of the fast-moving high-rate 
freight which they have lost to the 
truck haulers. 

Suspension of the proposed rates 
was originally made by one divi- 
sion of ICC, while the reversal was 
made by the entire commission. 

Late last month truckers and 
rail spokesmen appeared before 
ICC to argue the general principles 
of piggyback, but the commission 
has had nothing to say as yet on 
the general question as it will 
come out of these hearings. 


Allen Claim 
Ad Says Firm’s Sales Lifted 


Chevrolet to Top 


NEW YORK.—Don Allen Chev- 
rolet Organization has published an 
ad in the New York Times, five 
columns by 15 inches, saying the 
firm’s 6,258 new-car sales in the 
first half put Chevrolet in first 
place in the six-month period. Allen 
said Chevrolet’s margin over Ford 
was 4,396 cars. 

Allen said its efforts resulted in 
the smashing of all its sales rec- 
ords. Its sales were 41 percent over 
the comparable 1953 period. 

The ad, in the form of a news- 
paper page, had another article 
which said the Allen firm won 
Chevrolet’s May-June national con- 
test by delivering 5,179 cars and 
trucks. 

Allen, located in the General Mo- 
tors Bldg. here, also has dealerships 
in Albany, Buffalo, Pittsburgh and 
Miami. 

Allen’s Buffalo outlet recently 
was reprimanded by the Better 
Business Bureau for a promotion 
based on a “Buy Direct and Save” 


theme, BBB said the ad implied - 


that Allen had a special relation- 
ship with the factory. 


Salty Tribute in LaPorte 

LaPORTE, Ind.—New-car dealers 
had a mammoth float, resembling @ 
ship and decorated with bathing 
beauties, in the July 4 parade here 


c 
f 


Jeeps Head for Emergency Duty— 


Rushed into service for flood disaster work in the Rio Grande Valley, 22 Willys 
Jeeps were delivered to U..&. immigration officials at the Kaiser-Willys zone head- 
quarters in Dallas. The vehicles will be used for border patrol work when the disaster 
service is completed. Paul Miles (left), of the K-W zone office, presents the titles to 
Gus Franks and Orlo Mauck, of the immigration service. At right is Richard 


Parrish, Delles district maneger. 
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Most everyone is familiar with 
the report of the American 
Automobile Assn. that its members 
spent during 1953 an average of 
$302.40 for maintenance and re- 
pairs. This amount does not include 
gasoline or oil. 

This survey points up once again 
that owners spend vastly more 
maintaining their cars each year 
than is spent in buying new or 
used cars. Income from mainte- 
nance is the largest dollar potential 
income for automobile dealers. No 
one needs to make an expensive 
survey to determine his local po- 
tential. 

Merely multiply this $302.40 by 
the number of owners in your 
area. Then figure out how many 
of these dollars you are getting 
and whether you want to direct 
more of them into coming your 


way. 

The Crowell- Collier survey for 
1953 reveals that automobile dealers 
are getting but a meager share of 
this business, the majority of it as 
usual going to oil chains and in- 


Dealer Aims Told 
To Motorists in 
Manchester, N. H. 


MANCHESTER, N.H.— (UTPS) 
—New-car dealers in this city have 
issued a statement of policy to the 
motoring public. 

The 10 firms published the follow- 
ing expression of their aims in a 
large advertisement in the Man- 
chester Union-Leader: 


“1, Recognizing that an automo- 
tive dealership is an important pub- 
lic service as well as a private com- 
mercial enterprise, and to be guided 
by every act and decision by the 
cardinal principles of integrity and 
courtesy. 

“2. Inasmuch as motor transpor- 
tation is an integral part of a mod- 
ern community, the auto dealer 
rests under obligation to provide 
economical, dependable motor trans- 
portation, and to assure maximum 
‘value received’ for your money, 

“3. To be truthful in advertising, 
fair in the pricing of cars and 
trucks, parts and service, and sin- 
cere in the quotation of values, and 
to be honest and fair in arranging 
the financing of car and truck sales, 
both new and used, and to clarify 
all contracts before signing. 

“4. To ever increase our facilities 
for service and maintenance as the 
increasing number of car registra- 
tions puts a heavier load on service 
departments. To carry in stock a 

. complete line of factory parts, and 
to keep all specialized equipment in 
good order to insure quick econom- 
ical maintenance at the lowest pos- 
sible cost.” 
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Dealers tell me 


By John O. Munn 









dependent shops. What are we go- 
ing to do about it? First, we must 
desire a bigger cut in this field and 
then we must prepare to handle it. 

It bears repeating many times 
that the maintenance business is 
the backbone of a dealership. A 
dealership whose overhead is paid 
for by the maintenance department 
is in an independent and secure 
position. 


* * 


Market Is Growing 


- THE first place he is contact- 
ing and satisfactorily servicing 
more people and thereby laying a 
condition where he will get the new 
car and used-car business in spite 
of cutthroat competition from deal- 
ers who depend mostly on new-car 
sales for profit. 

Another consideration is that the 
maintenance market will grow with 
each succeeding year. The number 
of automobile owners is sure to in- 
crease, while it will be many years 
before the trade sells as many new 
cars annually as they have in the 
past few banner years. 

In other words, maintenance is 
a@ growing market. As every deal- 
er knows, the only regular recur- 
ring service that an automobile 
requires is lubrication and oil 
change. So, it bears repetition if 
a dealer wants to increase his 
maintenance business, the most 
direct route is through lubrica- 
tion promotion. 

No dealer can successfully pro- 
mote lubrication, however, unless 
he provides easy entrance and 
egress for lubrication customers. 
Automobile owners realize, some 
perhaps unconsciously, that an au- 
tomobile dealership is a preferred 
place for such work. No one but 
the automobile dealer is interested 
in the line reputation of the car he 
handles. His business thrives only 
in seeing that his owners enjoy the 
lowest possible maintenance cost. 


7 

The Followup 

WNERS realize also that auto- 

mobile dealers are more familiar 
with the points of lubrication in 
the cars they handle and that an 
automobile dealership has utmost 
freedom in using the brand of oil 
or grease best suited for the car’s 
needs. 

It is relatively easy to promote 
lubrication, because every automo- 
bile dealer has or can get a list of 
owners in his territory and very 
economically he can have mimeo- 
graphed on government postcards a 
message about the importance of 
lubrication to all owners on any 
cycle of days that he feels are 
necessary. 

dealers consider it a 
waste of time to try to follow up 
owners after a lapse of 30 days 
from the previous lubrication, or 
to time it with an estimate of 
the miles an owner may have 
driven. They prefer to send cards 
reminding their owners of the 
importance of lubrication every 
so often, be it once a month, 
every 60 days, or once a season. 

While automobile dealers, of 
course, use a brand name lubri- 
cant suitable for the car, they 
don’t promote the brand since it 
is for sale elsewhere. They use 
the cards to sell their own “brand” 
lubrication jobs. 

A government postal is delivered 
at home by the mailman to people 
who are looking for information. It 
must be unobtrusive. The message 
must be brief to get the story 
across. The real purpose of bringing 
your owners in regularly for lubri- 
cation is for the customer contact. 
Every time your owners bring their 
cars in, the condition of the car 
itself tips you off as to what may 
be needed. His conversation with 
your man points out better than 
any other method when it is most 
timely to solicit him for a new or 
used car. 

Six months ago we suggested in 
this column a series of texts for 
such postcards. There have been 

(Continued on Page 63, Col. 4) 





on City licenses would be made. 


alized Freight Charge .. . 


For 


Calif. Dealers State Their Case 


SAN FRANCISCO.—Bootlegging, 
abetted by high freight rates, is 
causing disintegration of the dealer 
system with evidence of a collapse 
everywhere, the San Francisco and 
Northern California Motor Car 
Dealers Assns. have declared in a 
joint “Statement on Bootlegging.” 

The statement, in brochure form, 
analyzes the causes of bootlegging 
and concludes that, “The members 
of these associations ,. . . will not 
stand by and let the present de- 
plorable situation continue.” 

It urges discussion “at high 
levels” of the dealer distribution 
and manufacturers’ systems to 
ascertain “whether there is or is 
not a solution. The consideration 
should be based on sound reason- 
ing and good sense and with a 
positive approach. Bold words 
and pious theories are not the 
answer,” it said. 

But the statement said, “.. 
these associations do not yet have 
their future course clearly in mind. 

“If discussions are not had, or if | im 
they fail, it may mean that the in-| 
tervention of one or several Federal | * 
agencies is necessary; it may mean | | 
relief being sought by legal means, 
or it may mean one of several other 
courses still being considered. The 
members of these associations, it 
should be said, will not stand by 
and let the present deplorable sit- 
uation continue.” 

The statement declared that Cali- 
fornia dealers are being deprived 
“of a quarter cf their logical vol- 
ume, due to bootlegging, or the 
ability to move a car from a low 
freight area to California’s high 
freight area and to do so at a 
profit.” 

Equalization of freight “is the 
only sound answer,” the state- 
ment continues. “The recommend- 
ed list price to the consumer and 
the cost to the dealer will have to 
be the same on a national basis.” 

Pointing out that freight equaliz- 
ation is now applied to appliances, 
automobile parts and countless 
other products, the statement adds, 
“The present lack of a universal 
price promotes the use of a: ‘pack’ 
to the detriment of a line and con- 
sumer both. This is an inequity 
which a one-price system would 
make well-nigh impossible. It is 


U.C. Price Guides 
Draw Criticism 


In Philadelphia 


PHILADELPHIA. —In response 
to dealer criticism of retail prices 
as given in used-car guide books, 
the Philadelphia Automobile Trade 
Assn. has asked its members to 
express their opinion on the sub- 
ject. 

Several dealers, according to 
PATA, have suggested that retail 
prices be eliminated entirely. 

“Actually,” PATA says, “the so- 
called retail figure is of little or 
no value because of the very man- 
ner in which it is computed. Deal- 
ers are responsible for this fact 
because they report sales of their 
own make high and competitive 
makes low. 

“All a dealer needs to know is 
how much the car is worth at 
wholesale and how much loan it 
will carry.” 


Buffalo Group Hits 
Back-Alley Sales 


BUFFALO. — The Buffalo Auto- 
mobile Dealers Assn. has com- 
plained to the police commissioner 
that an increasing number of used 
cars is being offered for sale from 
gas stations and other locations 
which the association claims are 
not registered by the State or li- 
censed by the City to engage in 
such activity. 

The association has requested the 
police commissioner to see that 
such persons either register and ob- 
tain licenses or get out of the used- 
car business, 

The commissioner’s office has in- 
formed the association that a check 






































price.” 

The associations are “hopeful 
that some manufacturer, any man- 
ufacturer, will soon face the prob- 
lem and set the example. Such ac- 
tion would redound to his credit, 
place his dealers on a fair com- 
petitive basis, and set a stable pat- 
tern which all would of necessity 
have to follow. 


“Freight equalization would 


150 years. 





WASHINGTON.— 


overdue,” said Executive Vice- 


ing: 
there be no doubt in your mind. 


ment to act on behalf of an aroused 
and indignant public?” 


government is two-edged. 
both ways,” he said. 
Discussing the number of in- 
vestigations of the automobile in- 
dustry, Bell said NADA is not 
concerned with which manufac- 
turer stands first in dollar or 
volume sales, but is greatly con- 
cerned with “how” he does it. 


gated industry in the country. 
the Fish and Wild Life Service... 


with monopoly, antitrust law viola- 
tions or just plain dumbness,” Bell 
said. 

The latest additions to the 
trend are NADA’s own antiboot- 
legging bills introduced by Sena- 
tor Charles E. Potter, Michigan 
Republican, and Rep. Shepard 
J. Crumpacker jr., Indiana Re- 
publican. 


studying allegations of monopoly 


N. C. Bootleg Sales 


Put at 156 in Month 


RALEIGH, N. C.—Bootleg sales 
in North Carolina totaled 156 
new cars in June, according to 
the North Carolina Automobile 
Dealers Assn. 

Following is a breakdown: 
Chevrolet, 72; Ford, 59; Cadillac, 
6; Oldsmobile, 5; Pontiac, 5; 
Buick, 3; Mercury, 3, and Plym- 
outh, 3. 

For the first six months of the 
year they were: Chevrolet, 334; 
Ford, 257; Buick, 24; Plymouth, 
22; Oldsmobile, 12; Pontiac, 12; 
Mercury, 9; Cadillac, 9; Dodge, 1, 
and Studebaker, 1. 








Bell Sees Housecleaning 


U. S. Will Do It If the Industry Doesn’t, He Warns 
In Calling for Dealer, Maker Action 


“A good house- 
cleaning in our industry is long 


President Frederick J. Bell in a 
message to NADA members, add- 
“It’s going to be done — let 


“The question is, will it be done 
by the industry itself or will we 
just sit around, fat, dumb and un- 
happy, and wait for the Govern- 


Bell warned that the sword of 
“It cuts 


Bell said from present indications 
the industry is about to set a 
record as being the most investi- 


“If people and agencies of Gov- 
ernment continue to climb on the 
bandwagon, it won’t be long before 


is the only outfit that hasn’t drawn 


a bill of indictment charging one 
or more elements of our business 


Also, the Justice Department is 





very difficult to ‘pack’ a known; mean a lowering in the recom- 


mended list price of some dealers 
and an increase for others. Only 
the manufacturer can determine 
where the line runs and where 
there would be no change.” 

The situation in California also is 
prevalent throughout the west, in 
the south, middle south and eastern 
seaboard and is “in varying de- 
grees” universal, it was said. 


In reaching the conclusion that 
(Continued on Page 66, Col. 1) 





Veteran Buick Dealers Get Together— 


Four Buick dealers from nearby communities helped Joe Browning (center), Alhambra, 
Calif., celebrate the completion of his new expansion program. Two buildings were 
erected; one for new-car preparation and one for the used-cars. With Browning (from 
left), are Ray Stansbury, Burbank; W. B. Moench, Manchester; Phil Hall, Hollywood, 
and Gene Guenther, Crenshaw. These five dealers have been with Buick a total of 






on the part of certain manufactur- 
ers; the Federal Trade Commission 
is showing increasing interest in 
freight rates and transportation 
charges in the auto industry; 
Crumpacker and Rep. Jamie L. 
Whitten, Mississippi Democrat, 
have introduced bills that call for 
an examination of many phases of 
factory-dealer relations, and at 
least one Senate committee is 
checking to see that there is an 
ample supply of subpenas on hand. 

“Thus,” said Bell, “the camel of 
the Government has its nose inside 
the tent of our industry. This 
means quite simply that unless we 
get the tent pegged down quickly, 
cleanly and firmiy, the remainder 
of the camel will soon be within, 
thrashing its hooves in every di- 
rection.” 

Bell said the present is no time 
for any maker or dealer group to 
feign detachment, indifference or 

(See BELL, Page 61, Col. 3) 


Zweifel Elected 
President of 
Chicago Dealers 


CHICAGO. — Earl Zweifel, Ford 
dealer in Evanston, Ill, has been 
unanimously elected president of 
the Chicago Automobile Trade 
Assn. 

Others elected were E. C. 
Schneider (Lincoln-Mercury), vice- 
president; M. F. McCarty (Inter- 
national), secretary, and Jerry H. 
Cizek (Chrysler-Plymouth), treas- 
urer. The latter two were re- 
elections. 

The board also elected two new 
directors to fill the unexpired terms 
of Steve J. Barrett, retiring presi- 
dent, who automatically continues 
on the board as a “past president 
and of A. L. Walsh, 
who retired from his Packard firm. 

The new directors are Walter A. 
Gerwig (Buick), and Don C, Mul- 
lery (Ford). 


Elmira Street Ceremony 


Features Auto Show 


ELMIRA, N. Y.—An auto show 
will be held on So, Main St. in 
conjunction with completion of the 
newly repaved and widened street. 

Donald Wright is chairman of 
the show. 











(Established in 1925) 


Member Published Every Monday by Member 
“a SLOCUM PUBLISHING COMPANY, INC. @ 
@ DETROIT 26, MICH. 
m Cable Address—AUTNEW, Detroit 
2666 Penobscot Bidg. Telephone WOodward 3-0495 
New York Washington Chicago Los Angeles 
51 E. 42nd St. 912 Colorado Bldg. 360 N. Michigan Ave. 2506 W. 8th St. 


Murray Hill 7-687! National 8-4303 State 2-6273 Dunkirk 3-0303 
Publisher—George M. Slocum (1889-1949) 

Business Manager—B. B. Crighton 
Advertising Manager—Edward Kruspak 
Eastern Adv. Rep.—Ray Billingham 
Midwest Adv. Mgr.—J. Goldstein 

Mich. Adv. Mgr.—Richard Webber 
Mich. Adv. Rep.—William R. Maas 


Editor—Pete Wemhoff 

Managing Editor—Robert M. Finlay 

Service and Truck Editor—Jack Weed 

Washington—William Ullman 

Advisory Editor—John O. Munn 

Associate Editors—Mac Gordon (in Military | 
Service), Bob Sheldon Pacific Coast Mgr.—R. H. Deibler 

Engineering Editor—John T. Benedict Adv. Production—Carol LeVeque 

Editorial Associates—Tom Hewitt, D. E. Sampson, Gerhardt Neumann, 

Marty Whitmyer, Bob Lienert, Joe Callahan, Eleanore Whalen 














RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—Veda Conner; Atlanta— 
E, C. Bash; Atlantic City—F. W. Schwarz; Austin, Tex.—J. R. Hornaday; Baltimore—Kate 
Savage; Birmingham, Ala.—Stuart Riddle; Boston—Harry Stanton, Guy Livingston; Buffalo— 
G. E. Toles; Charlotte, N.C.—Bob Page; Chicago—George Barclay; Cincinnati—Auggie 
Langefeld; Cleveland—Sanford Markey; Columbus—Bert Strang; Dallas—C. K. Cates; Denver 
—ira Alexander; Des Moines—F. M. Lazell; Harrisburg—George Shelley; Houston—Ruby 
Fenoglio; Indianapolis—C. L. Kern; Jefferson City—L. H. Houck; Little Rock—Inez McDuff; 
Los Angeles—Slim Barnard; Loulsville—A. W. Williams; Lowell, Mass.—Charles Sampas; 
Madison—John Wyngaard; Manchester, N. H.—Guy Langley; Marthaville, La.—E. E. Gentry; 
Memphis—Emmett Maum; Miami—G. S. Connell; Milwaukee—John E. Hubel; Minneapolis— 
Donald Lyons; Montgomery, Ala.—William Lynn; New Jersey—Bethune Jones; New Orleans— 
Gordon Hebert; New York City—Ed Brown; Oakland, Calif.—Steve Still; Oklahoma City—M. 
L. Risen; Omaha—A. R. Oleson; Pawtucket, R.1.—T. L. Forbes; Philadelphia—Norm Shigon; 
Phoenix—Sheldon A. Engel; Pittsburgh—L. M. Leffingwell; Portland, Ore.—E. W. Peterson; 
Providence—Ruth M. Eddy; Richmond, Va.—T. D. Eaton; Salt Lake City—M. S. Harmer; 
San Francisco—Leon Pinkson; Seattle—Martin Trepp; South Bend—L. E. Dunkin; Spartanburg, 
$.C.—L. D. Bray; Springfield, 111.—C. C. Hall; St. Louis—Sam X. Hurst; Tacoma—Robert E. 
Sconce; Wamego, Kans.—G. M. Hunholz. 


FOREIGN CORRESPONDENTS: Brussels, Belgium—John W. Ashton; Frankfort, Germany— 
G. L. Glaser; Lethbridge, Alberta—G. A. Yackulic; Lendon, Eng.—A. E. Jones; Mexico City 
—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; Ottawa— 
M. L. Schwartz; Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher; Tokyo—Stuart 
Griffin; Toronto—James Montagnes; Vancouver, B. C.—F. H. Fullerton. 





Subscription: United States and Canada, one year $8, two years $/4. 
All other countries one year $12, two years $20. No Free List. 


Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879. 
Member of Audit Bureau of Circulation and the Associated Business Papers. 
Advertising Rate: See Standard Rate and Data, or write for rate card. 


OUR PLATFORM 


Me { |. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 


{ 2. Every dotlar of gasoline and oil taxes, collected by state and federal 
governments, applied to the building and maintenance of highways; 


{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Put Profit Back in Retailing 
—That's No. 1 Problem 


a auto industry has many problems. All seem urgent. 
As a result, it is easy to lose sight of the No. 1 problem. 
Once that is solved, the others will be less pressing. 


The big problem is to get retailing back on a profitable 
basis for the trade in general. 


That doesn’t mean that every dealer should be guaranteed 
a profit just because he holds a selling agreement. It does 
mean that all segments of the industry must recognize that 
the dealer is the key to distribution; that any long-term 
policy that neglects the general welfare of the great body 
of dealers will lead to disaster. 


The auto industry needs dealers. And dealers need 
profit. One cannot long exist without the other. 


AUTOMOTIVE 
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In recent weeks there have been hopeful signs in this 
direction. But the problem is far from licked. Profitless 
dealing appears to be widespread. Bootlegging is still in 
evidence. Wild and deceptive advertising can be found in 
nearly every marketing area in the country. 


But new-car stocks, according to Automotive News 
tabulations, have receded for the second month in a row. 
This is in contrast to last year, when stocks mounted in 
May, June and July, leading to a chaotic cleanup period, 
from which some in the industry are still suffering. 


Nearly all factories are now delivering to dealer order.. 


If dealers are sensible in ordering for the balance of the 
year, the ’54 cleanup is likely to be orderly — barring 
grandstand plays to tip the market in one direction or 
another. 


Another healthful sign are reports of rising sales by 
dealers for the smaller makers. As soon as undue pressure 
is relieved, sales of these makes improve. 


There is still a critical period ahead. But there is also 
hope — hope that, in the past hectic year, it has become 
apparent that dealer profits can be pushed only so low. 








Coming 
Events 


Dealer Conventions 


Sept. 10-1I—Colorade Automobile Dealers 
Association, Broadmoor Hotel, Colorado 
Springs. 

Sept. 10-12 — Maine Automobile Dealers 
Association Convention, Samoset Hotel, 
Rockland, Maine. 


Sept. 12-13 — South Dakota Automobile 
ealers Association Convention, Rapid 
City, South Dakota, 


Sept. 16-18—New Mexico Automotive Deal- 
ers Assn. Convention, Hotel Hilton, 
Albuquerque. 


Sept. 17—Kansas Automobile Dealers Assn. 
on, Broadview Hotel, Wichita, 
ans. 


Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, Fargo, 
North Dakota. 

Sept. 19-22—New York State Automobile 
Dealers Convention, Saranac Inn, Sara- 
nac, New York. 

Sept. 20—Delaware Automobile Dealers 
Assn., Rehoboth Beach Country Club, 
Rehoboth Beach. 

Sept. 20-2}—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 
Hotel, Minneapolis. 

Sept. 21-22—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee, 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 
pt. 28-29—Automobile Dealers Assn. of 
Alabama, Inc., Convention, Buena Vista 
Hotel, Biloxi, Miss. 

Oct. 3-4 — Ok ahoma Automobile Dealers 
Association Convention, Skirvin Hotel, 
Oklahoma City. 

Oct. 35—Automobile Dealers Association 
of Alabama Convention, Biloxi, Missis- 
sippi. 

Oct. 8-9—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12—Mississippi Kutomobile Deal- 
on Assn, Convention, Buena Vista Hotel, 

iloxi. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio, 

Oct, 17-1@—Georgia Automobile Dealers 
Association Convention, General Ogle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associa- 
tion Convention, Peabody Hotel, Mem- 


phis. 
Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Marion Hotel, 


‘ock. 

Oct. 24-26 — Florida Automobile Dealers 
Assn. Convention, ge Washington 
Hotel, Jacksonville. 

Oct. 26 — Connecticut Automotive Trades 
Association Convention, Hartford, 

Oct. 31-Nov. | — 10th Annual Convention 
Texas Independent Automobile Dealers 
Association, Hilton Hotel, Fort Worth. 

Nov. 7-9—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 


lov. 7-9 — Kentucky Automobile Dealers’ 


Association Convention, Kentucky Hotel, 
Louisville, 

Nov. 14-16—National User Car Dealers 
Association Convention, Empress Hotel, 
Miami Beach, Fila. 

Nov. 18-19 — Idaho Automobile Dealers 
Association Convention, Boise Hotel, 


Boise. 

Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse Hotel, 
Salt Lake City. 

Dec. 2-4— Montana Automobile Dealers 
. Convention, Florence Hotel, Mis- 
soula. 

Dec. 7 — Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 


Dealer Auto Shows 


Jan. 8-16 — Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 

Jan. 8-16—Washington, D.C. Auto Show, 
Washington. 

Jan. 21-30—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 29-Feb. 6—Detroit Auto Show, Mich- 

igan State Fair Grounds, Detroit. 
b. 5-12— Milwaukee Auto Show, Mil- 
waukee Auditorium, Milwaukee. 
Feb. 12-19—San Francisco Auto Show, Pan 
Pacific Auditorium, San Francisco. 
* + 


General 


August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 12-45—National Truck Leasing Assn., 
10th Annual Meeting, Bismarck Hotel, 
Chicago. 

Sept. 15-17 — National Petroleum Assn. 
(52nd Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 

Sept. 20-22 — Truck pes? and Equipment 
Association, Inc., Hotel Statler, Buffalo. 

Sept. 23-25—Automotive Parts Rebuilders 
Assn, Convention and Parts Show, Mor- 
rison Hotel, Chicago. 


(See CALENDAR, Page 57, Col. 3) 


20 Years Ago... 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Case Not Clear 

In your article on frameless cars, 
I think all your points are well 
stated and generally true. In one 
case, however, you speak of rigid 
frames providing necessary strength 
below the belt line, whereas what 
we are considering is not strength 
but stiffness, and the frame is not 
very rigid anyway. 

We have to distinguish clearly 
between strength and stiffness right 
through this discussion. The frame- 
less jobs have been stiff, just as an 
eggshell is stiff, but a good deal of 
spade work is necessary on all of 
them to provide the necessary 
strength. The trouble is that one is 
dealing with sheet metal only .035- 
inch thick, and every sharp edge, 
such as the edge of bolt hole, is a 
stress raiser that may start a 
fatigue crack. 

Bodies used with frames have 
just the same problem as the 
frameless jobs, in slightly reduced 
form. A strong but not too rigid 


The Big Story 


Lafayette as the name of a Nash-built line of motor cars will be 
continued as long as Nash Motor Co. remains in business, stated 
C. W. Nash, chairman of the board at a Chicago meeting of distribu- 


tors . 


. . American Austin Co. has received permission from Judge 


Schoonmaker of the western district of Pennsylvania to continue its 
business until further order of the court. The firm will submit a 
reorganized plan within 90 days ... An Airflow DeSoto coupe and 
sedan established 29 new American Automobile Assn. speed records 
in their class and three records regardless of class in runs at Muroc 
Dry Lake, near the Mojave Desert in California. The coupe averaged 
86.23 miles per hour for five miles, and the sedan 74.74 miles per hour 


for 2,000 miles. 


—From the Files of Automotive News. 








frame is using for its support a 
relatively rigid but not too strong 
body, and is perfectly capable of 
breaking it up in the process. 

I suggest that the menace to the 
conventional frame is not the eco- 
nomic or weight question, but the 
gradually descending roofs and 
floors. Pomeroy, in his SAE paper 
of last March on the Size, Structure 
and Shape of European Automo- 
biles, pointed out that frameless 
construction on post-war European 
cars had as its principal function 
6-inch reduction in roof height. 

This is good for Europe, but not 
necessarily good for us. We make 
six-passenger cars, and cannot ask 
the central passenger to ride astride 
on a shaft tunnel. 

So, as you say in your article, the 
case for and against is by no means 
clear. — Maurice Outigy, Chevrolet, 
Detroit. 

* 7. e 
Concise 


Your article, Automation Parts 
Banks Needed?, June 28 issue, cov- 
ered a rather difficult problem in a 
mest concise and intelligent man- 
ner. Special kudos and keep up the 
good work. — SHELDEN M. Kavierr, 
Jervis B. Webb Co., Detroit. 

* = * 


Needed: Guts and Backbone 


If new-car bootlegging is to be 
eradicated, it can only be accom- 
plished through the combined ef- 
forts of the franchised dealers. 

If 95 percent of the franchised 
dealers in this country want boot- 
legging abolished and have the guts 
and backbone to inaugurate sound 
business procedures in the opera- 
tion of their dealerships, they can 
lick bootlegging without resorting 
to the enactment of new laws. 

To date, NADA has met with de- 
feat in their attempt to outlaw 

(Continued on Page 58, Col. 1) 












“We like the way Commercial 


Credit does business”... 


says MR. HANLEY TAYLOR, President of Taylors’ Incorporated, 
Detroit Dodge-Plymouth Dealer. This company developed and pioneered 
the now nationally popular CARLIFE GUARANTY. Pictured left to right, 
are Messrs. Hanley Taylor, George M. Taylor and Dawson Taylor. 
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“COMMERCIAL CREDIT’S popularity 
here is hardly news. We’ve been sold on 
them for 20 years. Their farsightedness, 
fair dealings and splendid cooperation 
down through the years have proved in- 
valuable to our success. COMMERCIAL 
Crepi1’s entire philosophy of taking care 


of the customer ties in perfectly with our 
own emphasis on building customer good 
will with our ‘Two Year or 25,000 Mile 
Carlife Guaranty.’ This patented Carlife 
Guaranty was originated by our Chairman, 
George M. Taylor and is now used by over 


4,000 dealers.” 


COMMERCIAL CREDIT DEALERS ARE Successf ul DEALERS 


Let us show you how CommerciAL Crepit’s broad experience, large resources 
and complete financing facilities can contribute to your success. Write, wire 
or phone your nearest CoMMERCIAL CrepIT office. You’ll get prompt action. 


COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore 
. . Capital and Surplus over $150,000,000 
.. » Offices in principal cities of the United 
States and Canada. 
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Hard Work, More Ads, Bigger Payroll . . . 


Dealer Offers Profit Formula 


By Ed Brown 
Staff Correspondent 
GREAT NECK, N. Y.—Jack 
Biener, president of Biener Pontiac, 
Inc., here, has found one way to 
increase his dealership’s profits. 
His formula: Work 13 hours a day, 
six days a week. 

The plan has paid off, too, 
Biener says, with sales increas- 
ing 75 percent in the five months 
the new setup has been in opera- 
tion. Other improvements include 


s 
Army Dedicates 
o 
New Automotive 
& a 
Engineering Lab 

CENTER LINE, Mich.—Complete 
automotive engineering laborator- 
ies were dedicated at the Detroit 
Arsenal here last week by Army 
Ordnance. 

In remarks at the ceremonies, 
Maj.-Gen. Leslie E. Simon, assist- 
ant chief of ordnance for research 
and development, assured auto 
makers that the new laboratories 
would not be operated in competi- 
tion to private industry. 

In conjunction with the dedica- 
tion, it was announced that the 
Ordnance Tank Automotive Com- 
mand would soon call for bids on 
$266 million worth of combat and 
tactical vehicles to be delivered in 
the 12-month period starting next 
June. They will include tanks, ar- 
moured vehicles, self-propelled guns 
and trucks. 

Newsmen at the dedication were 
shown a new tactical vehicle, a 
snow tractor which will be used 
to replace men or dogs in Arctic 
regions. The T-121, powered with 
an 8%-horsepower motorcycle en- 
gine, is capable of carrying 250 
pounds and towing a 750-pound 
sled or four men on skis at a speed 
of 10 m.p.h. 





—JoHN Benepict 


a 21 percent increase in customer 

labor sales, a 36 percent profit 

in net sales and a 59 percent in- 
crease in fixed assets. 

In addition to his “hard work 
theory,” Biener also has increased 
his payroll 35 percent, upped his 
advertising expenditures 409 per- 
cent, increased the floor space of 
his new-car showroom, increased 
his service area, enclosed a 15,000- 
square-foot used-car showroom and 
purchased new equipment. 

Biener and his brother, Martin, 
who also is vice-president of the 
firm, start their day at 8 a.m. by 
greeting service customers when 
they arrive with their cars. 

“This in itself has resulted in the 
sale of 85 to 90 vehicles during the 
five-month period,” Biener said. 

“A simple conversation with a 
service customer very often leads to 
a closer look at the model on the 
showroom floor, a demonstration 
ride and in many cases a sale,” he 
said. 


Biener said he got the idea for 
a change in the dealership’s sales 
approach when he and his brother 
“realized that the honeymoon was 
over in the new and used-car 
business. We just rolled up our 
sleeves and planned — morning, 
noon and night,” he said. 

In addition to their own work, 
Biener has set up contests and uses 
other special events to stimulate in- 
terest among his salesmen. 

The name, address and telephone 
number of every potential customer 
that enters the dealership is taken 
down and the customer later con- 
tacted by phone. 

Biener does not believe in the 
doorbell-ringing technique. His men 
used it for a short time some years 
ago, but found that women were 
reluctant to open their doors to 
strangers and that it even created 
some ill will among prospective 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco “Auto Auction. Sale every Wednesday.) 


duly 14 
(Weather warm. Prices up $25. 

Sold 79 cars out of 135 offerings.) 

BUICK—'53 Super 4-dr., $1,505*, $1,- 
500; Special 4-dr., $1,360. '52 Super 
Riviera coupe, $1,220*, $1,205*; RM 
4dr., $1,165*. ‘51 Super Riviera 
coupe, $920°; 4-dr., $750*; Special 
Riviera coupe, $820*. '50 Super 2-dr., 
$750*; conv., $600*; 4-dr., $555*; 
Special 4-dr., $420. 

CADILLAC — '53 (62) coupe deVille, 
$3.400* (ps). 

CHEVROLET—'53 Bel Air 4-dr., $1,- 
300* (ps); 2-dr., $1,010; club coupe, 
$1,160. °52 SL Deluxe 4-dr., $890. °51 
SL Deluxe 2-dr., $600*, $575*. °50 
SL Deluxe Business coupe. $670; 2- 
dr.. $480; club coupe, $470. '49 SL 
Deluxe 2-dr., $335. 

CHRYSLER—'52 Saratoga 4-dr.. $1.- 
240°; Windsor 4-dr.. $1.020°. '50 
Roval 4-dr., $520. '48 Windsor conv., 
$280°. 

DeSOTO — '53 Fire Dome (8) club 
coupe, $1,450* (ps). "50 Deluxe 4-dr., 
$505. °49 Deluxe club coupe. $405. 

DODGE—’52 Wayfarer 4-dr., $725. °49 
Wavtfarer 4-dr., $255: 2-dr., $250. 

FORD—’53 Crest (8) Victoria, $1.395; 
Custom (8) 4-dr.. $1,230, $1.205*: 2- 
dr.. $1,230: Custom (6) club coune. 
$1.200*: Main (6) 4-dr.. $800. °52 
Crest (8) 4-dr.. $1.65: Custom (8) 
4-dr., $865: 2-dr.. $890. '51 Custom 
(2) 2-dr.. $700. $680. 2 at $850, $A40, 
$575: Deluxe (6) 2-dr., $465, $495. 
"59 Deluxe (6) 2-dr., $450; conv., 


HUDSON—’'51 Pacemaker 4-dr., $575*. 
"KN Pacemaker 4-dr., $275. 

KATISER—’52 Deluxe 4-dr.. $625*. °51 
Special 4-dr., $335; Deluxe 4-dr., 


MERCURY—'52 Monterey 4-dr., $1.- 
210*; Custom 4-dr., $1.175. '51 Mon- 
terey coune, $825*: Custom 4 - dr., 
$725, $640. '50 club coupe, $500; 
conv., $415. 

NASH—'53 Rambler 2-dr., $1.140. ‘51 
Rambler station wagon. $300. 

OLDSMOBIT.F—'S2 (88) 4-dr.. $1.175*. 
"51 (98) Holiday, $935°: (88) 2-dr.. 
S790*. "48 (76) 4-dr., $300°. "47 (76) 
2-dr.. STRN*, 

PLYMOUTH — '°53 Cambridee 2- dr., 
$995. *"52 Concord 4-dr., $655. 

PONTTAC—'53 Chieftain (8) Catalina, 
$1.750°. %1.649*. ‘52 Chieftain (8) 
2-dr.. SA75*. 'HN Silver Streak (R) 4- 
dr.. $51N*, $495*, $465*; Catalina, 
R49N°- 2-dr.. $415. 

STTDEBAKFR—'52 Commander 4-dr.. 
$690. °51 Champion 4-dr., $245*, 
$320. ‘5® Champion 4-dr., $295; 
coupe, $275. 


duly 7 
(Raining very hard today, and sale 
very bad. Sold 76 cars out of 128 of- 
ferings.) 

BUICK—’53 Special 2-dr., $1,600. 
RM Riviera coupe, $1,290* (ps); 
per 4-dr., $1.165*; Special 4-dr., 
145*. '51 Special 4-dr., $730. 
Riviera coupe, $750*; 4-dr., 


CADILLAGO — ’53 (62) 4-dr., . 
(ps). "51 (61) coupe, $1.745° (ps); 
(60) 4-dr.. $1.780* (ps). '50 (f1) 4- 
dr., $1,150*. °46 (62) 4-dr., $220°. 


CHEVROLET—'53 Bel Air coupe. $1.- 
375; 2-dr., $1,210. $1.180. "52 SL Te- 
Inxe Bel Air. 81,059*: 4-dr., $RRN. 
$780: 2-dr.. $795. $759; SL Special 
Business coune. $1.050*; clnh cone, 
$580. '50 SL Deluxe 4-dr.. $555. $475. 
"49 SL Deluxe 2-dr., $345. °48 FL 
Aerosedan, $260. 

CHRVSLER—'49 Roval club coupe. 
$490; 4-dr., $285, $240. '48 Windsor 
4-dr.. $210; 2-dr., $160. 

DesoTO—'K2 Custom 4-dr.. 
$785*. '51 Custom 4-dr., $650. 


DODGE—'53 Meadowbrook 2-dr., 
%-ton pickup. $630. 

FORD—'S3 Custom (Af) 4-dr., £1.225: 
2-dr.. $1.135 °52 Crest (8) Victoria. 
$1.945*: Cuetom (8) 4-dr.. $890: Main 
(2) 2-dr.. $855: Main (#) 2-Ar., $7NN. 
"1 Custom (8) Victoria, $785; 2-4r.. 
SA7K, FAN: Deluxe (ff) 2-dr.. S5RK*. 
SHAN. ‘50 Deluxe (6) 2-dr., $445. °49 
Dehixe (6) 2-dr.. $205. 

KATSER — '51 Snrecial 4 - dr., 
$39N* $355. '49 Special 4-dr., 

LINCOLN—'49 4-dr.. $155. 

MFRCURV—'52 4-dr.. £1.045. 
saan. *50 4-dr., $425; 
$370. 

NASH —'S1 Rambler station wagon. 
$465: 2-dr., $375. °50 Statesman 2- 
dr., $25. 

OLDSMORILF—'51 (98) 4-dr., $740°. 
*2R 2-dr.. $135. 

PLYMWOUTH—'52 Cranbrook 4-dr.. 
S875: Concord 4-dr.. S455. '51 Cran- 
brook conv., $655. '50 Cranbrook 4- 
dr., $370. 

PONTTAC—'SR Chieftain (8) Catalina. 
£1.400*: 4-dr.. $1 255%, S1 350" °*R1 
Silver Streak (6) 2-dr.. S585. 249 Sfl- 
ver Streak (6) 4-dr., $290. '48 Tor- 
peda (8) 4-dr.. $165. 

STTDF RAKE R—'53 Commander 4-dr.. 
$1.3250*. °52 Chamrion 4-dr., $600. °51 
Champion 4-dr., $375. 

MISCET.TANEOUS—’51 Henry J (4) 2- 
ar.. $225. 


"52 
Su- 


$840°, 
$590: 


400°, 
$125. 


"51 4-dr.. 
club coupe, 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 48, 49, 52 











customers, so it was dropped in 
favor of the telephone communica- 
tions. 

Biener is optimistic about the fu- 
ture of the automobile business. In 
support of this feeling, 
there is a good deal of money 
around for the purchase of auto- 
mobiles. 

“No one seems to require long- 
er terms than are available to 
them on the purchase of new 
cars,” he said, “but they are 
looking for bargains. 


“They have been educated to this | ° 


point of view, and now that they 
have acquired the habit it will not 
be broken easily. Even the intro- 
duction of the 1955 models will 
find the public shopping for avail- 
able bargains,” he said. 

Biener doesn’t view the next few 
months with alarm or fear. He 
said “we will work hard and ex- 
pect to make money.” 


By Joe Callahan 
Staff Writer 
_ strike by 400 salesmen 
against 54 members of the East 
Bay (Calif.) Motor 
Car Dealers Assn. 
ended last week 
when the dealers 
agreed to what they 
called “the most expensive union 
sales contract in the nation.” 

In other areas, the dealership 
strike situation last week was as 
follows: Six firms struck in St. 
Louis; two strikes settled in St. 
Louis, and strikes continuing 
against 17 Tacoma (Wash.) deal- 
ers, seven San Francisco Bay- 
area dealers, 45 Cleveland dealers 
and one Detroit dealer. 

To settle the four-week-old East 
Bay strike, the dealers agreed al- 
most completely to the demands of 
Local 1095 of the AFL Auto Sales- 
mens Union that the 1953-54 con- 
tract be restored. 

Terms of the contract, which will 
expire Apr. 30, 1955, included a 4% 
percent commission of the retail 
price on new cars, with a $300-a- 
month drawing account. The deal- 
ers had wanted to substitute a 
commission of 4% percent of the 


Packard Appoints 
Brown as Chief 


Of Body Making 


DETROIT.—Neill S. Brown has 
been named manufacturing man- 
ager of yosmests car body division, 
Ray P. Powers, 
vice - president of 
operations, has 
announced. 

His first assign- 
ment will be to 
bring together a 
Management 
group and to train 
a manufacturing 
organization for 
the company’snew 
body plant on 
Conner Ave. here. 
He then will move into other areas 
of Packard’s modernization and im- 
provement program. 

From 1946 to 1953, Brown was 
manager of all production opera- 
tions at Lincoln-Mercury, the period 
when that division carried out its 
program of facility development. 
Prior to that he had been a man- 
ufacturing executive with Ford Mo- 
tor Co. for 27 years. 

He entered the automobile busi- 
ness in Ford’s Houston plant and 
rose to superintendent of that facil- 
ity. He was transferred to the Chi- 
cago plant in 1928 as plant man- 
ager, the youngest man to hold that 
position in the industry. He later 
managed the Edgewater (N. J.) and 
Philadelphia plants prior to moving 
to L-M. That division’s four main 
plants were brought to production 
under Brown’s direction. 

An executive with a sales as well 
as a production background, he be- 
came an automobile dealer in Kan- 
sas City, Kans., in 1953. 


Neill 8. 


he says | 





South Eastern Motors Gets Foreign Deal— 

Standard Motors, Ltd., Coventry, England, has named South Eastern Motors, !nc., 
Hollywood, Fla., distributor for its Triumph sports car in all states east of the Missis- 
sippi, plus Lovisiana and Arkansas. Shown (from left) are Michael Whitfield, director 
of Standard Motors; R. S. Puller, regional manager for Florida, Georgia, Alabama, 
Mississippi, Lovisiana, Arkansas and Tennessee; John Hughes, assistant regional man- 





ager; Lovis W. Admans, president of South Eastern Motors; John Warren, export 
manager of Standard Motors, and Jack Price, owner of Coronet Motors, Miami. 


54 Dealers Yield in Calif. Sales Strike 


factory price, with $400 drawing 
account. 
* * * 

D SLUSSER, association man- 

ager, said “Our contract pro- 
vides higher commissions for sales- 
men than any other contract in the 
U. 8S.” 

The dealers also capitulated in 
their demands for four new and 
four used-car house deals a 
month, instead of only new-car 
house deals, and they dropped 
their demands that used-car com- 
missions be limited to 7 percent, 
with trades deducted. 

However, the union did agree to 
continue discussions to revise truck 
commissions and cleanup provi- 
sions. 

The union posted pickets in front 
of two dealerships on June 12, and 
the other 52 dealers laid off their 
salesmen, saying “a strike against 
one is a strike against all.” 

+ x x 

HEN, some 3,000 mechanics and 

service workers walked off their 
jobs and remained away in support 
of the salesmen for the duration 
of the strike. EBMCD represents 
dealers in Oakland, Alameda, Al- 
bany, Berkeley and San Leandro. 

In St. Louis, 156 shop workers 
last week began what they 
termed a “token” strike against 
six members of the Greater St. 
Louis Automotive Assn. The AFL 
Teamsters and the AFL Machin- 
ists are demanding increases 
ranging from five to 12% cents 
an hour. 

The unions represent 2,400 em- 
Ployes of the association’s mem- 
bers, and there is a strong possi- 
bility that the strike will spread to 
other dealerships. Current negotia- 
tions began May &. 


* 


OMPANIES Redenad by the 
strike are Tucker Motor 


Co. 





Not So Red-Hot— 


Henry Ford ll, president of Ford Motor 
Co., finds nothing exciting about the 
gadgets on a Russian-built car at the 
Soviet Russia Exhibition in Copenhagen, 
Denmark. The autos are said to be strik- 
ingly similar to current American models. 
—United Press photo. 


(Oldsmobile), Trigg Mercury Sales, 
Christen Pontiac Co., Weber-Diebel 
Motor Co. (Ford), Motor Sales 
(Ford) and James Chevrolet. 


The strikes at James Chevrolet 
and Motor Sales ended after sev- 
eral days. Motor Sales officials 
announced a settlement virtually 
on the uniqn’s terms. James 
Chevrolet did not discuss the 
terms of its agreement. 

Meanwhile, the second strike in 
the San Francisco Bay-area entered 
its eleventh week. 


Local 775 of the Retail Clerks 
Union is attempting to obtain the 
same contract from the Peninsula 

(Continued on Page 64, Col. 3) 


Studebaker Hikes 
Car-Truck Sales 
68 Pct.in June 


SOUTH BEND.—Retail sales of 
Studebaker cars and trucks showed 
an increase of more than 68 percent 
in June over May, C. K. Whittaker, 
executive vice-president, announced 
last week. 

Whittaker said the trend of June 
business was encouraging because 
sales built up to a high point in 
the final 10-day period. 

On the basis of dealer estimates, 
he said, there are indications that 
the sales upswing will continue 
through July. 

“While it is always gratifying to 
report increased sales,” Whittaker 
said, “the June increase is especial- 
ly significant because it reflects the 
close cooperation with which the 
factory and dealer organization are 
working on an intensified sales 
program.” 





Doonan to Head 


Sales of Jeeps 


TOLEDO.—Vern E. Doonan has 
been named to the newly created 
post of field sales manager for 
commercial cars 
and Jeeps for the 
Kaiser - Willys 
sales division. ac- 
cording to Roy 


Abernethy, gen- 
eral sales man- 
ager. 


Doonan, western 
regional sales 
manager for the 
Ess year, has 

een an automo- : 
tecslesace SSS Sm 
utive for 25 years with Kaiser- 
Willys, Packard and Ford. 

With Ford Motor Co. for 20 years, 
he served successively as head of 
the appraisal and non-productive 
work order department, Mercury 
division sales manager, nation«l 
parts and service manager, and 
branch manager in Denver. 

During his five years with Pack- 
ard he served as manager of the 
Dallas zone. 
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Boom in 


(Continued from Page 2) 


bother with preparatory servicing 
and the other pre-delivery services 
when the dealer is still getting his 
fee on the transaction.” 

* * * 


ON THE winning side in the 
struggle for expanded factory- 
delivery services have been the 
sales, publicity and promotion of- 
ficials. The latter two groups have 
long been aware of the public re- 
lations value of the program. 

Of course, dealers have been 
wholeheartedly behind the fac- 
tory-delivery programs. As one 
west coast dealer remarked, “All 
I have to do is to get some 
prospect who is sitting on the 
fence; then I throw that ‘factory- 
delivery ball’ at him and he’s in 
the bag.” 

And inasmuch as the “factory- 
delivery ball” usually finances a 
free vacation for the family, it is a 
particularly useful gimmick with 
the wives. Dealers also like factory 


delivery because they avoid consid- 
erable paper work and the prepara- 
tory servicing. 
* * + 
| ape vbcaendnd delivery, despite con- 
siderable growth in the last 
year, is still on a small scale, rang- 
ing from less than one to 3 percent 
at most plants. 
But its supporters are ardent, 





Chevrolet Factory 


Underbids. Dealers 


RICHMOND, Va. — Chevrolet 
has submitted the low bid on 12 
new cars for Chesterfield County. 


The factory underbid one Chev- 
rolet dealer and four dealers in 
another line with bids of $1,129 
for each of 11 police cars and $1,- 
113 for a car for the County engi- 
neer. Officials said it was the first 
time the County had received 
bids directly from an auto fac- 
tory. 











Factory Deliveries 


some even visioning the day when 
40 or 50 percent of the nation’s new- 
car purchasers will come to the 
factory gates for their autos. 

One factor holding down. the 
volume of factory-delivered cars 
is the seasonableness of the op- 
eration. Although all the pro- 
grams continue through the year, 
there is no appreciable volume 
until springtime when the winter 
trickle becomes a lively little 
stream. 


Then in June, July and August, 
under the impact of the end of 
school terms and the start of vaca- 
tions, there comes to Detroit, Flint, 
Lansing, Kenosha and South Bend 
a@ flood of eager fathers, delighted 
wives and squealing children. 

During non-summer months, the 
factory delivery departments are 
mostly patronized by couples and 
individuals. 


oo touchiness of the car freight 
situation has undoubtedly been 


1954 


a factor in the manufacturers’ lack 
of enthusiasm for factory delivery. 
To illustrate, even though most 
of the makers have assembly 
plants in California, west coast 
dealers still can only send their 
factory - delivery buyers to a 
single plant, and that, without ex- 
ception, is a midwestern plant, 
How does a factory delivery 
work? To save the freight charges 
on his car, a distant buyer has to 
go through the following steps: 
1. Order his car from a franchised 
dealer from two to four weeks 
befote he wants to pick it up, de- 
pending on the car’s make and 
model. Generally, the dealer will 
not guarantee delivery on a specific 
date until the dealer has placed 
the order with the factory, and the 
factory has wired confirmation, plus 
serial and motor numbers. 
. * az 
9 Usually the customer is asked 
* to sign a letter of authorization 
in triplicate, one each for the cus- 
tomer, the dealer and the factory. 
To assure identification, the signa- 
tures on these letters are compared 
at delivery time. Agents and drive- 
away companies are refused deliv- 
ery, as a rule. 
3. Bring along or have forwarded 





they’re here... 


the most brilliantly styled 


seat cover fabrics 


on wheels today! 





—x 


to the factory a set of license 
plates. If a manufacturer’s certifi- 
cate of origin is required, the fac- 
tory must be notified in advance. 


4. Appear at the factory on the 
designated day. Deliveries are 
never made evenings, or on Sun- 
days, Saturdays or holidays. 

5. Many factories like to be ad- 
vised by the customer when he has 
arrived in town and the approxi- 
mate time he will visit the plant. 

How well the customers like the 
savings and the “forced” vacations 
offered them by factory delivery is 
indicated by the large percentage 
of repeat business, factory men say. 

* : eo 


C= plant official also remarked: 
“When we get one customer in 
a certain town or region, we can 
pretty well depend on his telling 
his friends and neighbors, and the 
next year we often get a whole 
swarm of buyers from that area.” 

Exactly which manufacturer orig- 
inated factory delivery is a little 
difficult to determine, but no one 
has topped the Studebaker official 
who told about the New York 
farmer who came to South Bend 
shortly after the Civil War to pick 
up a Conestoga wagon from the 
Studebaker brothers. 

Most makers merely tolerated 

factory delivery until 1947 when 

| Edgar Kaiser, soon after the 
| founding of Kaiser-Frazer, ush- 
ered in the modern, plush era of 
factory delivery. 

Kaiser’s plan, influenced some- 
what by his factory’s proximity to 
Willow Run airport, consisted of 
leaving no stone unturned in mak- 
ing the customer’s visit worthwhile 
and satisfying. 

* * * 

— Kaiser program included a 
stopover at “Willow Cottage,” 

built specifically on the K-F 

grounds for factory delivery cus- 

tomers. “Willow Cottage” was also 

the scene of many K-F receptions 





CAR-TEX 


Developed by Robbins Mills of fabulous Jetspun® and distributed by 
the A. S. Burg Co., Car-Tex brings to seat covers a dazzling 

range of fresh colors and featuring handsome jacquard motifs . . . 
miles ahead of anything else on the market today. 





Car-Tex is colorfast ... its beauty never fades from sun or weather. 


And Car-Tex brings you an unprecedented profit opportunity. 
For here at last is the seat cover styling your customers are looking 
for... with all the new color and new texture elegance to 


match today’s stunning auto exteriors. 


For all its beauty, Car-Tex is as rugged and durable as a rhino’s 
hide. Just look at this lineup of Car-Tex plusses: 


Car-Tex doesn’t build up static electricity . . . no unpleasant 
shocks from friction. 


Car-Tex is fire resistant . . . snuffs out cigarette sparks and hot 
ashes before they do any damage. 


Car-Tex is stain resistant ... smudges wipe clean with a damp cloth. 


Car-Tex is scuff resistant ... takes punishment like a champ. 


Car-Tex always feels comfortable ... never freezes up in winter, 
or heats up in summer. 


a ROB B I N S ” fabric distributed by A. Ss. Bur 4 Company 


*® American Enka Corporation 


As final proof of Car-Tex’s terrific appeal, Robbins is proud to 
announce that A. S. Burg Co., the leading distributor in the | oe ee ee eee. 
seat cover field, has been appointed sole distributing agent for 
Car-Tex. Ask your A. S. Burg representative to show you 


the beautiful new line of Car-Tex fabrics or write for samples. 


It's something to see . . . and sell. 


116 South Street, Boston 11, Mass. 


for VIPs, including the then Vice- 
President Alben Barkley. 


Edgar Kaiser reportedly has 
asserted: “Thirty years ago I 
came to Detroit to buy a car and 
had to sit on the curb while they 
finished it. So when we started 
our own company, I was deter- 
mined to do something about this 
situation.” 


Later Ford, Lincoln-Mercury and 
other factory representatives went 
to Willow Run to study the K-F 
plan. 

Kaiser-Willys still has a customer 
delivery operation at its plant in 
Toledo, but on a much less preten- 


tious scale. 


* * * 


| At PRESENT, factory delivery is 


handled by the K-W sales de- 
partment at the Administration 
Building. Customers are still being 
furnished transportation to the fac- 
tory from the air and rail terminals. 
Ford division revived its factory- 
delivery program on June 28, but 
it is servicing only dealers on the 
west coast, in the southwest and 
the southeast at present because of 
inadequate facilities. 


A Ford division spokesman said 
there was no indication when the 
program would be extended to 
dealers in other areas. 

Ford had a formal program in 
1940 and 1941, but since World War 
II all customer pickups in Detroit 
have been channeled through local 
Ford dealerships. Some dealers still 
use this system. 

* * oJ 
7 Ford program is now being 
conducted from a modern deal- 


| ership plant near downtown De- 


troit. John F. McGuire is in charge 
of the department which employs 
26 mechanics to service the cars. 
While awaiting their cars, the 
customers have access to a large, 
attractive lounge where they are 
provided coffee and ginger ale. 


Ford division, like all factories, 


In some cases, the customer is 
able to follow his own car down 
the production line as it is as- 
sembled. Factory officials say 
that a surprisingly large percent- 
age of the buyers take the tours. 

Chevrolet’s reinstituted program 
has already handled 2,400 cars — 
1,200 in June—from its customer- 
delivery building adjacent to the 








assembly plant in Flint. This build- 
ing was especially constructed for 
customer delivery in the late ’30s. 
Later it was abandoned and re- 
(Continued on Page 62, Col. 3) 
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Letter to Salesmen 


By John O. Munn 


Dear Son: 


WHEN THE fundamen- 
tals of selling are disre- 
garded, a salesman is in for 

Ne. 37 2 rough time. 

io , in the automo- 

SERIES bile business to- 

day there are 
many people who believe 
that the only way they can 
make a deal is to be the 
highest bidder. 

Some of the more hope- 
less ones will tell you that 
there is no such thing as 
selling anymore; that it is 
just a question of bidding. 
Right there is where the 
trouble starts. 

The only possible chance any 
salesman ever had to over- 
come resistance is with good 
sales tactics and a thorough 
sales presentation. Many sales 
are lost today because sales- 
men do not use what they 
know. 

Let’s break that state- 
ment down. A carpenter 
cannot do a good job un- 
less he uses his hammers, 
saws, square and 
line. The tools of an auto- 
mobile salesman are knowl- 





plumb | 


edge of his product and | 
competitive products and || 


his ability to close. To use 
his sales tools, he must tell 


an interesting story of his || 


product and not make the 

mistake of thinking the 

prospect knows all about 

the car. Then when the 
prospect shows interest, he 
_— be able to close the 
eal. 


TO CLOSE, a salesman 
must know the delivered 
price of his car, must be 
able to figure out a finance 


chart so that he can pre- || 


sent the proper time pay- 
ment and monthly pay- 
ments and be able to quote 
insurance rates. He must 
know the sound value of 
the prospect’s used car and 





how to deduct repair cost || 


if it needs reconditioning. 

With this information the 
salesman is in a position to 
close the deal. These are the 
things any automobile sales- 
man must or can know. These 
are the things he can reli- 
giously put into practice on 
every deal. 

When a salesman has 
done everything he possi- 
bly can from a selling 
angle, of course, there isn’t 
any more to be done. But 


in doing all he can, many || 


of the so-called impossible 
prospects can be converted 
into good owners. There 
are men in every organiza- 
tion who have been regard- 
ed as good salesmen, but 
they are not doing as well 
now as they did when they 
gained that reputation. 
Théy will tell you that it 
is because of the condi- 
tions in the industry, but 
more probably they, them- 
selves, are not doing the 
things they used to do. 


THE OLD punch and 





force is lacking. There is 
no longer that infectious 
enthusiasm in their sales 
talk. They are disregarding 
the fundamentals of sell- 
ing and wondering why 
they fail on many occa- 


sions. 
It was never difficult in the 









entire history of the industry 
to give cars away. The record 
of failure in this field stands 
as a monument to the brave 
but foolish souls who tried that 
noble experiment. When prof- 
itable selling gets stopped, it 
is no time to quit good selling 
methods; it is the time to turn 
on the heat. The long way 












around is the short cut to 
sales. 


Before you say that this 
is a bidding, not a selling, 
business, analyze yourself 
—are you really telling all 
your sales story? Do you 
really use the things you 
know on every prospect? 
Do you do your utmost to 
close instead of tossing the 
prospect into the sales 
manager’s lap? In the past, 
as well as now and in the 
future, good selling always 
produces good results. 


Sincerely yours, 


Dad 











THE “CASEY CA$H-ITES"! 


9 


Auto Circles Eye 


Ferguson Move 


MONTREAL.—Automotive circles 
here are keenly interested in the 
resignation of Harry Ferguson as 
chairman of. Massey - Harris - Fer- 
guson, Ltd., and reports from Eng- 
land that Ferguson intends to man- 
ufacture cars and trucks based on 
secret inventions. 

The firm which Ferguson quit 
was formed last year by merger 
of Massey-Harris Co., Ltd., Canada, 
and Harry Ferguson Cos. of Eng- 
land. 

Ferguson made a fortune out of 
selling tractors and agricultural 
implements. A spokesman for his 
former firm said that Ferguson’s 
new project is a “people’s car” 


which will undersell existing types. 
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@ All over the country “Casey Cash-ites” (both men and women car 
drivers) will be driving into thousands of service stations and dealers 
ready to pay cash to the servicemen who ask them to buy Casite. 


Here’s how “Casey Cash-ite” will operate! If while delivering the gas 
or service ordered by “Casey Cash-ite,” you show a can of Casite, or 
in any manner ask the driver to buy Casite, you will be presented 
with 3 Silver Dollars and a Casey-Eversharp Retractable Point Pen. 
A $4.49 value—just for asking “Casey Cash-ite” to buy Casite. 


The more we give away to servicemen, the better we'll like it. So 
start now and suggest Casite to every customer. You won’t hit a 
“Casey Cash-ite” every time, but you will be making at least 
40¢ net profit on every pint. Where else around your station can 


you make money like that, so quickly and easily? 


Your customers know about Casite from Casite’s radio and 
magazine advertising. If you display and push Casite, you'll 
find ready acceptance. It can easily become the most profitable 
accessory item you carry. You can really cash in with Casite. 


CASITE DIVISION, HASTINGS MANUFACTURING CO. « HASTINGS, MICHIGAN 


(Casite, Caslube, Drout, Piston Rings, Oil Filters, Spark Plugs) 
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One of the few opportunities 
of its kind since the 
early days of the automobile! 


Ground-fioor opportunities in the automobile 
business don’t happen often. When they do, 
fortunate are the farsighted few who recognize 
them .. . and grasp them. 


When Hudson and Nash-Kelvinator consolidated 
to form American Motors, there were born a 
few of those rare and valuable opportunities to 
get in on the ground floor as a Hudson dealer. 
These opportunities exist in certain areas for 
men of ability ... men of vision who can foresee 
a pattern of future success with a powerful new 
force in American industry. 


As a Hudson dealer, you can grow and prosper 
under the banner of the strong, new American 
Motors. You will be backed by the kind of 
leadership that pioneered the industry; yet is 


young and vigorous. It is an aggressive leader- 
ship, determined to out-think, out-engineer and 
out-value competition. 


Already, new Hudson merchandising plans are 
at work in the field. Dealers’ sales are showing 
strong increases. And this is just the beginning. 
Never in the past two decades has there been 
such an opportune moment to step in on the 
ground floor. This opportunity may be yours, 
to recognize .. . and to grasp. 


Other things being equal, early applications 
will receive priority. Write, wire or see: C. A. J. 
Hadley, Sales Manager, Hudson Division, Ameri- 
can Motors, Detroit 32, Michigan. You will get 
immediate response. 


\CAW 
a 


DIVISION OF 


Shy: AMERICAN Motors 


a 
Oratr? 
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Sales Conditions in Various Areas... 
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Auto Market Reports 


Sioux City, Ia. 


June new-car sales in Sioux City 
were 11 percent greater than in 
May, with 367 registrations listed. 

New-truck sales totaled 61, com- 
pared with 60 in the previous 
month. , 

New-car sales by make were: 
Ford, 119; Chevrolet, 107; Plym- 
outh, 31; Buick, 24; Pontiac, 19; 
0 , 18; Mercury, 13; 

Nash, 8; Cadillac, 7; Chrysler, 5; 
Dodge, 4; Lincoln, 3; Studebaker, 
3; DeSoto, 2; Hudson, 2; Kaiser, 
1, and Willys, 1. 

New-truck sales were: Ford, 26; 
Chevrolet, 19; Dodge, 5; GMC, 5; 


unchanged, totaling 373 in June and 
371 in May. 

Ford recaptured top spot in 
new-car sales, moving 941 cars in 
June to 761 for Chevrolet. Plym- 
outh moved back into third with 
296 sales. Other sales by make 
were: 

Oldsmobile, 282; Buick, 238; Pon- 
tiac, 175; Studebaker, 105; Mercury, 
85; Cadillac, 82; Dodge, 79; DeSoto, 
73; Nash, 45; Chrysler, 41; Willys, 
15; Lincoln, 14;. Packard, 14; Hud- 
son, 10; Jaguar, 3; MG, 3; Kaiser, 
2; Porsche, 1, and Triumph, 1. 

Truck sales by make were: Ford, 
140; Chevrolet, 85; International, 
71; White, 34; Dodge, 30; Divco, 2; 






International, 5, and White, 1. 
* + 


. Plymouth, 2; Studebaker, 2; Hend- 


rickson, 1; Reo, 1, and miscellane- 
Indianapolis ous, 5. 
New-car registrations during June 
in Indianapolis totaled 3,266, an in- 
crease of more than 24 percent over 
May’s figure of 2,620. 
New-truck sales were virtually 


* * 


Cleveland 


Closing days of June sparked the 
best sales in new and used cars in 
more than five weeks, with the 






















































































































































































Here’s the black beauty that looks good to anybody —and makc3 
money for you. DULUX Black Enamel is specially made to 
giveadeep lustrous finish with minimum effort...savesthreeways: 


1. SAVES TIME— Easy-to-use DULUX Black goes on fast, hides 
fast, then dries fast to a beautiful gloss that needs no rubbing. 
You save ALL compounding time! 


2. SAVES MATERIAL—DULUX Black deposits a maximum 
amount of solids. Its higher build makes each coat cover 
more, go further. DULUX Black is economical to use. 


3. SAVES TROUBLE— There’s no better way to prevent costly come- 
backs. The uniformity of DULUX Black helps you get a fine 
finish. And its remarkable ruggedness is extra assurance of cus- 
tomer satisfaction and repeat business. 

You can prove these savings in your shop. Just ask your 
Du Pont jobber for the easy-handling DULUX Black, and 
watch profits mount! 


E. 1. du Pont de Nemours & Co. (inc.), Refinish Sales 
Wilmington, Delaware. 


































































































turnover for the year to date now 
running less than 4 percent behind 
1953. 

Sales of new units for the week 
ended July 3 totaled 1,960, more 
than 300 higher than the previous 
week, Sale of used cars wag 2,124, 
compared with 1,878 for the same 
week a year earlier, — (Sanford 
Markey.) 


+ * 


Manhattan, Kans. 

New-car sales in Riley County 
(Manhattan), Kans., took a tre- 
mendous upsurge in June, accord- 
ing to registrations at the county 
treasurer’s office. 

There were 149 new units regis- 
tered in June, against 104 in May, 
103 in April, 125 in March, 57 in 
February, and 75 in January. 

Sales by make in June: Ford, 
56; Chevrolet, 29; Pontiac, 15; 
Studebaker, 11; 


Buick, 7; Oldsmobile, 6; Cadillac, 
2; DeSoto, 2; Hudson, 2; Mer- 





*£6 us. paT.OFF 


BETTER THINGS FOR BETTER LIVING... 


cury, 2; Nash, 2; Chrysler, 1; 

Dodge, 1, and Packard, 1. 

Used-car sales also increased over 
May, 414 to 317. 


New trucks sold tallied 12 against 
five the previous month. Sales by 
make: Ford, 5; Chevrolet, 4; Stude- 
baker, 2, and Dodge, 1. There were 
21 used trucks sold in June, com- 
pared to 30 in May.—(George M. 
Hunholz.) 


aa * * 


Columbus, O. 


A 19 percent increase over the 
previous month featured new-car 
sales in Franklin County (Colum- 
bus) for June, when 2,354 units 
were registered. 

New-truck sales, however, were 
reduced to 197 in June from 218 in 
May. 

By make, new-car sales were: 
Ford, 646; Chevrolet, 556; Plym- 
outh, 258; Buick, 192; Oldsmobile, 
189; Pontiac, 144; Mercury, 87; 
Dodge, 62; Cadillac, 39; Nash, 38; 
Studebaker, 36; DeSoto, 34; 
Chrysler, 22; Packard, 16; Hud- 
son, 18; Triumph, 7; Lincoln, 6; 
Jaguar, 2; Kaiser, 2; Volkswagen, 
2; Willys, 2, and Porsche, 1. 

New-truck sales were: Chevrolet, 
70; Ford, 61; GMC, 19; Dodge, 18; 
International, 16; White, 5; Willys, 





Easy-handling DULUX® Black Enamel 
looks great without compounding! 


It's just good 
horse sense to 


save with DULUX! 





THROUGH CHEMISTRY 


Du Pont Refinishing Materials 


CHEMICALLY ENGINEERED TO DO THE JOB BETTER 
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3; Studebaker, 2; Diamond T, 1; 
Mack, 1, and Reo, 1. 

Tax-paid used-car transaction: in 
June totaled 5,863, compared w ith 
5,511 in May.—(Bert Strang.) 

* * * 


Houston 

New-car registrations for June in 
Houston totaled 3,671, a 10 percent 
increase over May’s total of 3,31°. 

New-truck sales were up 14 pcr- 
cent, totaling 521, compared wi h 
457 in May, 

New-car sales by make were: 
Chevrolet, 986; Ford, 945; Olds- 
mobile, 430; Buick, 330; Plymouth, 
247; Pontiac, 207; Mercury, 145; 
Dodge, 110; Cadillac, 75; Stude- 
baker, 48; Chrysler, 40; Nash, 31; 
DeSoto, 25; Lincoln, 23; Willys, 7; 
Packard, 6; Austin Healey, 5; 
Hudson, 4; Jaguar, 2; MG, 2; 
Kaiser, 1; Mercedes-Benz, 1, and 
Volkswagen, 1. 

New-truck sales were: Chevrolet, 
218; Ford, 189; International, 34; 
GMC, 25; Rodge, 21; GMC Bus, 11; 
White, 11; Autocar, 4; Mack, 4; 
Willys, 2; Reo, 1, and Studebaker, 
1.—(Ruby Fenoglio.) 

* * * 


Buffalo 

New-car registrations in the Buf- 
falo area during May totaled 3,757. 

Registrations for the first five 
months of this year totaled 15,512 
compared with 16,742 in the com- 
parable 1953 period and 13,285 in 
the comparable 1952 period. 

Chevrolet led the field during 

May with 845 sales, followed by 

Ford with 785 and Buick with 

436. 

New-truck registrations during 
May totaled 276. Truck registra- 
tions during the first five months 
totaled 1,132, compared with 1,370 
in the comparable 1953 period. — 


(George E. Toles.) 
+ ” s 


District of Columbia 

New-car sales in the National 
Capital during June totaled 2,143, 
compared with 2,888 in May. 

New-truck sales also declined, 
totaling 227, compared with 246 in 
the previous month, 

Car registrations by make were: 
Chevrolet, 555; Ford, 500; Plym- 
outh, 226; Oldsmobile, 174; Buick, 
168; Pontiac, 145; Mercury, 78; 
Dodge, 68; Cadillac, 56; DeSoto, 
35; Chrysler, 33; Studebaker, 31; 
Nash, 17; Lincoln, 15; Hudson, 12; 
Packard, 11; Willys, 5; Austin, 5; 
Hillman, 3; MG, 3; English Ford, 
2; Henry J, 1; Kaiser, 1, and mis- 
cellaneous, 4. 

Truck sales were: Chevrolet, 88; 
Ford, 58; GMC, 28; International, 
25; Dodge, 17; Divco, 4; Willys, 4; 
White, 2, and Reo, 1. 

* * o 


Cincinnati 

June new-car registrations in 
Hamilton County (Cincinnati) to- 
taled 3,491, an increase of more 
than 13 percent over May’s total of 
3,076. 

New-truck registrations totaled 
267, compared with 273 for the pre- 
vious month, 


Used-car transactions showed a 

5 percent gain over May, totaling 

4,221 in June, compared with 4,031 
in the previous month, 

New-car sales by make were: 
Ford, 1,189; Chevrolet, 698; Buick, 
390; Oldsmobile, 286; Plymouth, 204; 
Pontiac, 193; Mercury, 169; Dodge, 
65; Cadillac, 64; Nash, 50; Stude- 
baker, 37; DeSoto, 37; Chrysler, 29; 
Packard, 24; Hudson, 21; Lincoln, 
18; Kaiser, 6; Willys, 3; Jaguar, 3; 
Crosley, 2; MG, 1; Volkswagen, 1, 
and Hillman, 1. 

New-truck sales were: Ford, 85; 
Chevrolet, 71; International, 31; 
Dodge, 26; GMC, 20; White, 17; 
Reo, 6; Mack, 5; Studebaker, 3; 
Willys, 2, and Diamond*T, 1. 

* - * 


New Orleans 

June new-car sales in New Or- 
leans totaled 2,164, the best single 
month in point of sales since July 
1950, when registrations reached 
2,359. 

The June total was made up of 
2,054 units sold through authorized 
dealers and 110 through unauthor- 
ized outlets. The June figure was 
333 greater than May’s. 

Individual sales by make 
through authorized dealers were: 
Chevrolet, 634; Ford, 629; Olds- 
mobile, 164; Pontiac, 146; Buick, 
110; Plymouth, 83; Mercury, 80; 
Studebaker, 48; Cadillac, 82; 
Chrysler, 31; Dodge, 29; Nash, 24; 
DeSoto, 17; Lincoln, 10; Packard, 
(Continued on Page 47, Col. 1) 
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to feel like this... 


come in and “turn on the cool” 


The air conditioner offered today in Chrysler Corporation cars 
is designed and manufactured by Airtemp, one of America’s 
foremost leaders in air conditioning. The Airtemp unit’s high 
capacity and efficiency places it far in the lead in today’s car 
air conditioning market. One: its 300 cubic feet (2 carfuls) of 
cooled, dehumidified, filtered air circulated every minute is 
fully 43 more than other units. Two: large louvered vents 


sweep air gently throughout the entire car providing a wonder- 
ful even blanket of cool, rather than chilly spots of air. Three: 
it cools constantly without annoying let-ups at slow traffic 
speeds. The traditional Chrysler superiority evidenced in this 
fine air conditioner makes us proud and happy to invite 
American motorists everywhere, who are looking for the last 
word in car comfort, to “come in and turn on the cool!” 


Wonderful things keep coming your way from 


PLYMOUTH - DODGE - DESOTO - CHRYSLER - IMPERIAL 


13 





...products of CHRYSLER CORPORATION 
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New, Used-Car Sales Stir Optimism .. . 


Records Shape Up in Northeast 


By Charles G. Sampas 
Staff Correspondent 

LOWELL, Mass. — Reports from 
such New England metropolitan 
areas as Portland, Manchester, 
Springfield, Worcester, New Haven, 
Hartford, Providence and Boston 
indicate a sharp upswing in sales 
of new and used cars and the pros- 
pect of a record sales year for 
New England dealers. 

A visit to dealerships in any 
one of the New England metro- 
politan centers would convince 
one that “things are happening.” 
Charles J. Stokes, professor of 
economics at Atlantic Union Col- 
lege, Worcester, Mass., has made a 
survey of the automobile situation 
in that central Massachusetts area. 
He reports: 

“A lot more new and used cars 
are being sold than anyone guessed 

back in January. And if this keeps | 
up through the fall, 1954 will be 
written down as a very good year 
in auto sales.” | 


says. He ascribes gains to “promo- 
| tion.” 

That is certainly the word for 
campaigns now being waged from 
Portland to Providence—and all the 
| cities and towns between. 

Chief Pontiac in Worcester sold 
113 units during a used-car sale. 
| And Mahoney Lincoln-Mercury, 
| also in Worcester, has been telling 
the public, “You can still get more 
for your present car than you'll 


Buick Dealer Appointed 
Aide to AMC’s Romney 


ALLIANCE, Neb.—Virgil Boyd, 
Buick dealer here and former 
Nash official, said last week that 
he has been named special assist- 
ant to George Romney, executive 
vice-president of American Mo- 
tors Corp. 

Boyd spent 10 years as assistant 
general sales manager of Nash 
before taking a dealership here 








“King Customer is driving hard | 
bargains, but he is buying,” Stokes | 


| ever be offered again—anywhere!” 

The competition is fierce all over 
New England—but it is friendly 
competition. In Portland, Pattison 
Auto Co. (Dodge-Plymouth), took 


to pay “A Tribute to Our Competi- 
tors!” Says the advertisement, in 
part: 

“When the Good Lord admon- 
ished us to love our neighbors 


as we would have them do unto 
us, we suspect He envisioned the 
swift pace of today’s business 
competition. But no matter how 
competitive the situation may be, 
we should all remember that 


| space in the Portland newspapers | 


as ourselves and to do unto others | 





there is abundant business and 
success for all of us. 

“We are truly grateful for four 
fine competitors for demonstrating 
the brotherly principles of the 
Golden Rule, and for standing firm 
upon the live-and-let-live platform 
of equality and forbearance which 
has made America the greatest na- 





three years ago. 





v» Bene 


tion in the world. It is with genuine | 


.| pride that we salute our competi- | 


h-Ragck owners 








Mercedes Introduces New Modeil— 





Model Jessica Ford holds aloft a trophy which commemorates 60 years of Mercedes. 


| Benz victories in international motor races, at the New York introduction of the 


Mercedes-Benz 220 sedan. The six-cylinder car has an overhead camshaft engine 
delivering 92 horsepower for speeds up to 100 miles per hour. The interior is finished 
in polished wood and genuine leather. The price is $4,588 at U. S. port of entry. 


tors. May they always enjoy peace, 
patronage and prosperity!” 

As Stokes says in his survey on 
Worcester: “When people are in a 


increase body shop labor output 





Wash., states, “Our f 
hel 
of 





hydraulic items a 


@ 10-piece Bantam Pull 





Tubing 
Tubing 


ton attachments 









So they bought 2 more! 
HOLLAND AUTO REBUILD, Kent, 


ed one of our body.men save 30% 
is time, yet turn out better work, 
so we ordered two more.” 


This is Bench-Rack! It includes all the Porto-Power 


@ 20-piece 10-ton Pull Clamp Kit 
16 pieces of Bantam Lock-on 


15 pieces of 10-ton Lock-on 


20 additional Bantam and 10- 





BILL KUHN, Ni 
irst Bench-Rack 


nd auxiliary equipment listed below 


— and it’s ALL necessary for full profits today! 


Clamp Kit © 4 hydraulic rams, 2 pumps, 


1 spreader 
Heavy-duty steel workbenc 


Improved door bar 
Silhovetted tool panels 


= 
° 
° 
= 
® Individual service sign 





Tried one, bought 6! 


eROLET, Inc., Indianapolis, Ind., writes, 

“A five week study showed us Bench- 
Rack upped labor sales 25%. As a re- 
sult, we installed six. 


Body section holding fixtures 


ORTH SIDE CHEV- 


Here’s the revolutionary 


gold mine — and this is 





As a result, you'll get 25% 





ofits up despite tighter competition, mount- 
ing overhead and declining income from other 
departments. A well organized body shop is a 


25% 407% 





No more space 
° « « Output up 30%! 





LEE MOTORS (Ford dealer), Toledo, 
Ohio, states, “Bench-Rack has stepped 
up our shop productivity a conservative 
30%, greatly contributed tc Jur service 
absorption.” j 


es 


answer to keeping 





how to organize it. 


Simply furnish each body man with his own 
Bench-Rack work center. It has all the Porto- 
Power equipment he needs to handle rough- 
out and alignment work — on or off the car. 


to 40% more output 


per body man . . . conserve valuable skilled 


manpower . . . save space . . . and be able to 
organize and merchandise your body shop to 


h 
So ask your Blackhawk 


its fullest, most profitable advantage! 


jobber right now to 


show you how this equipment gives you more 
“dollars from damage.” Or write Blackhawk 
Mfg. Co., Dept. 4074, Milwaukee 1, Wis. 


BLACKHAWK 


Porto-Power and Bench-Rack 
are the exclusive 

(trademark registered) products 
of Blackhawk Mfg. Co. 











new-car buying mood, the impact 
is often felt in the used-car market 
as well. More cars become avail- 
able at attractive prices. And prices 
are really the key to the story.” 

Ingenuity is the keynote. Aaron 
Heitin Co., Inc., Worcester, proudly 
presented a new customer service: 
“If you can’t come to us, we'll go 
to you!”—and in its ads featured a 
coupon for the customer to fill. 

Boston’s State Street—the Wall 
Street of New England—has been 
keeping tabs on the situation and a 
few spokesmen, informally, feel 
that the second half will prove a 
surprising one. 

They think that there is a 
chance to beat the historic 60-40 
pattern of auto sales—they think 
that more than 40 percent of the 
autos retailed this year will be 
sold in the second half. They base 
this on personal estimates—re- 
sulting from chats with Boston 
dealers. 

Another good sign: The price of 
dealerships has gone up consider- 
ably .over the “quoted” prices of 
last spring. One small dealership 
in northeastern New England was 
for sale at $28,000 last March. Right 
now, the asking price is over 
$50,000. 


LeFevre to Head 
Replacement Sales 


Of Sealed Power 


MUSKEGON, Mich.—Rick E. 


| Murbarger, sales vice-president of 


Sealed Power Corp., last week an- 


| nounced the appointment of Charles 


H. LeFevre as sales manager of the 
replacement sales division, succeed- 
ing John E. Norwood, who had re- 
quested to be reassigned. 

LeFevre joined the sales and ad- 


| vertising department of the corpo- 
| ration in 1935. In 1943 he was named 





J. E. Norwood 


C. H. LeFevre 


| assistant advertising manager, and 
| was appointed advertising and sales 
| promotion manager in 1945. He is 
|also president of the Automotive 


Advertisers Council. 


Norwood, who had served as sales 
manager since 1943, has taken over 


|the position of advertising and 





sales promotion manager. He has 
been with Sealed Power for more 
than 35 years. 

Ed Gray, who has been serving 
as southern regional manager, has 
been appointed an assistant sales 
manager. He started with Sealed 
Power in 1933 as a zone manager. 
Edward S. Schulze, central regional 
manager, has also been appointed 
an assistant sales manager. He 
joined the company in 1946 as a 
zone manager. 


Cartelli Names Haley 
Frank Haley has been named 


service manager of Cartelli Pontiac 
Co., Northampton, Mass. 





























THE FINISHING TOUCH.... 
FOR A MASTERPIECE! 


Adding that final touch of perfection . . . of lasting beauty to the 
world’s finest cars has been BLUE CORAL’S inspired job for 


over twenty-five years. 


BLUE CORAL is the unquestioned leader in the field of pro- 
tecting, enhancing and prolonging the beauty of finely engi- 
neered car finishes. BLUE CORAL’S world wide reputation has 
been won through proven past performance . . . through main- 


taining the same high standards of quality year in and year out. 


Car dealers everywhere are recommending periodic BLUE CORAL 
TREATMENTS to their customers. . . They know it pays to stay with 
the leader . . . they know it means customer good will and repeat 


business the year ‘round! 


ft Oi Cd . . 





© 1954—H.D.T. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. ° Creators of the Blue Coral Treatment ° WHITE PLAINS, NEW YORK 
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AUTOMOTIVE WASHINGTON 


House Asked to Restore 
Business Census Funds 


By William Ullman 


Washington Correspondent 
nm pending before the House Appropriations Committee 
is a Budget Bureau request for $8.5 million to pay for 


three censuses of tremendous 


importance to American busi- 


ness in charting its future course. 
Manufacturing, distributors, advertising agencies, pub- 


lishers and transport groups | 
are among those who de-' 
pend on the statistics thus, 
provided. 

Congress has authorized the cen- 
suses, but has not yet okayed the 
cash voucher necessary to conduct 
them. 

The Budget Bureau request for 
funds must first clear the State- 
Justice-Commerce appropriations 


subcommittee, of 
which Rep. Cliff 
Clevenger, Ohio 
Republican, is 
chairman. It then 
must be approved 
by the full House 
committee for 
inclusionina 
“catchall” supple- 
mental appropria- 
tions bill. 
The 





William Ulimar censuses 


wave last year, but most Govern- 
ment officials and businessmen 
think it was penny-wise and pound- 
foolish. Congress has approved 
funds for an agriculture census, 
but the fate of the business survey 
is in doubt, 

The last census of business cov- 
ered 1948. The last census of 
manufacturers covered 1947, and 
the last of minerals was for 1939. 


Secretary of Commerce Sinclair t 


Weeks has stated: 


“Businessmen, workers, consum- | 


ers and citizens will benefit from | 
the economic facts which Congress 
has authorized to be taken by the 
censuses of business, manufactur- 





whither we are going.” 
* * © 


Anderson Returns 


LOYD E. ANDERSON, a vet- 
eran of the automotive indus- 
try, returned to Government service 
this month as an 
industrial special- 
ist on replace- 
ment parts and 
internal combus- 
tion engines with 
the automotive 
division of the 
Business and De- 
fense Services 
Administration. 
“Andy,” as he 
i ail is known in both 
L. E. Anderson Government and 





ers, and mineral industries covering 
operations of establishments in 1954. 

“The need for these censuses 
has become imperative because 
available data have outlived their 
usefulness. 

“The latest possible information 
about our ever-changing economy, 


the auto industry, broke into the lat- 
ter field in 1921 with Hudson-Essex, 
| then served through the years un- 
| til 1942 with Ford and Chevrolet. 
In 1942 he became a parts indus- 
trial specialist with the War Pro- 
duction Board, in the automotive 
| division of that once great agency. 


in which a vast technological rev- 
olution has taken place within the 
span of a few years, is a prime 





necessity if we are to have an ac- 


Between the end of World War 
If and the Korean conflict he 
was with the procurement divi- 
sion of the British Purchasing 





FEDERAL-MOGUL SERVICE 


(Division of Federal-Mogu! Corporation) 
DETROIT 13, MICHIGAN 
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transportation branch of UNRR. 
headquarters in Washington. 

Next, he joined NPA’s autom»- 
tive division as chief of the r.- 
placement parts branch. 

Now, you will find him at t! 
Department of Commerce with 
George Davis, George Curtis an’ 
Ray Fussell, completing a quart 
of well-known and efficient aut« 
motive specialists. 

* * * 

One-Way Traffic Study 
THE basis of a 134-commun- 
ity survey, the U. S. Chambe: 
of Commerce reported last week 
that “increasing use of one-way) 
streets is going far toward easing 
downtown traffic jams, reducing 
accidents and boosting business.” 

The study showed that: 

1. While merchants usually are 
skeptical at the time a one-way 
plan is first proposed, only nine 
of the 134 communities surveyed 
returned a part or all of their 
one-way streets to two-way use. 

2. After a trial period, business 
men generally agree that the ad- 
vantages of one-way streets in con- 
gested areas outweigh the disad- 
vantages. 


The report said that most of the 
communities studied showed a 
sharp increase in the volume and 
speed of traffic when two-way 
streets were converted to one-way 
use, while both pedestrian and ve- 
hicular accidents were reduced. 

The study has been published in 
a booklet, entitled “One-Way Busi- 
ness Streets,” which may be had 
without cost from the chamber, 
Washington 6, D. C. 

_ * * * 


Jobless-Aid Changes 

Y A vote of 309 to 36, the House 

approved and sent to the Sen- 

ate legislation liberalizing the un- 
employment compensation act. 

The bill extends unemployment 
coverage to workers in plans em- 
ploying four- or more persons, in- 
stead of the present eight or more, 
and it insures Federal civilian em- 
ployes against job loss for the first 
time. e 

+ z 


For Social Security 
——— was told by the Am- 

erican Public Welfare Assn. 
last week that public assistance 
will continue to be a burden on 
taxpayers until the time arrives 
when almost every working person 
is covered by contributory old-age 
and survivors insurance. 


Miss Loula Dunn, director of the 
association, gave testimony before 
the Senate Finance Committee in 
proposed broadening of social 
support of the Administration’s 


security. we 
* * = 


New Rules Proposed 
|g pane new rules for Senate in- 
vestigating committees, designed 
to protect rights of witnesses and 
cut down the power of committee 
chairmen, have been proposed by 
the Senate Republican Policy Com- 
mittee. Here they are: 


1. No investigation could be 
started without approval of the 
Senate or the full committee having 
jurisdiction over the subject matter. 

2. If the chairman fails or re- 
fuses to call a meeting, a majority 
of the members may petition the 
secretary of the Senate. 

3. Only committee members or 
authorized staff personnel would 
be allowed to question witnesses. 

4. A subcommittee of any com- 
mittee may be authorized by the 
action of a majority of the full 
committee. 

5. No subpenaed witnesses or 
sworn testimony could be heard 
without a quorum present unless 
one member of each political 
party had been authorized to 
constitute a quorum. 

6. The power to issue subpenas 
could not be delegated to the chair- 
man except by majority vote. 

7. No hearing would be scheduled 
outside the District of Columbia 
except by majority vote. 

8. Testimony in closed hearings 
would not be made public except 
by majority vote. 

9. A witness would have the right 
to bring an attorney who coulc 
advise him, while testifying, of his 
legal rights. 

There they are, born of recent 
high-handed conduct of some com 
mittees, 
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Another 
smash hit 
written by 


Plymouth 


| dealers 


Everybody wants to sell more automobiles. The Plymouth 
dealers of greater Cleveland (Cuyahoga County, Ohio) are 
no exception. Back in May they got together and decided to 
go out and set new sales records. 











They had an exciting advertising campaign. They held dealer- 
salesmen pep meetings. They held salesmen’s contests. They 
promoted! They merchandised! 


The results? They really upped their sales of new Plymouth 
cars—some dealers are over 285%. On the average, in the 
first 30 days, Plymouth sales in Cleveland are up 83%! And 
sales are still climbing! 


YOU CAN DO IT, TOO 


This same “Plymouth Success Story” is also setting sales records 
in other markets across the United States. And just as this hard- 
selling package of advertising, merchandising, promotion, sales- 
men’s pep meetings and contests produced smashing results in 
Cleveland, so can it produce the same kind of sensational sales 
gains in your town. You can do it, too! 


WILLIAM J. BIRD 


General Sales Manager 
Plymouth Division 














Buick Honors 2 Leading Salesmen— 

S. M. Locker (left) and R. C. Krajenke (center), salesmen at Krajenke Buick, Ham- 
tramck, Mich., receive gold pins from R. F. Blair, Detroit zone Manager, designating 
them as Royal Purple Salesmasters, Buick's top award. Krajenke led the nation with 


To recognize the work 
the division has reactivated its Buick Salesmaster Club. 


1,972 points in June, while Locker piled up 1,126 points. 
of _outstanding salesmen, 





Ford Boosts McKelvey 


Appointment of C. P, McKelvey | Simpson, general manager. McKel- 
as industrial relations manager of | vey formerly was industrial rela- 
Ford Motor Co.’s parts and equip- | tions manager of the Dearborn as- 
ment manufacturing division has|sembly plant. He succeeds Carl 
been announced by Walter H. | r H.| Scheffler, \ who has resigned. 


droopy head 


| 





| manager of the Twin Cities district, 


| manager for the midwest regional | 





Appointment of two regional sales 
managers has been announced by 
Elastic Stop Nut Corp. of America, 
Union, N. J. 

Kenneth D. Davis has been put 
in charge of the Chicago region, 
which includes Illinois, Iowa, Ne- 
braska, Indiana and Kentucky, 
while Walter H. Riley will super- 
vise a territory consisting of Mich- 
igan, Wisconsin and Minnesota. 

* + * 


L-M Reassigns Managers 


In Six Sales Districts 
A reassignment of management 
personnel in the sales organization | 
of Lincoln-Mercury has been an- 
nounced by Joseph E. Bayne, gen- | 
eral sales manager. 
N. J. Mitchell, formerly sales| 


has been named sales promotion 


office in Chicago. | 

R. M. Thompson, who has been 
in charge of the Des Moines sales 
office, replaces Mitchell. He will be | 





Auto Personnel 
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succeeded by R. H. Neely, formerly | 
sales manager in St. Louis. 

J. A. Hall takes over the man- 
agership of the St. Louis sales dis- 
trict, transferred from a similar | 


post in Chicago. J. H. Shiner, who 
has been district manager in Jack- 
sonville, Fla., will replace Hall in 
Chicago. 

D. C. Evans, former assistant dis- 
trict sales manager in the Jackson- 
ville office, has been promoted to} 


district sales manager there. 


* * * 


Canadian Acceptance Corp. 


Names New Division Heads 


A number of appointments have 
been announced by Canadian Ac- 
ceptance Corp., Toronto. 

P. Frank T. Hall, formerly head 
of the Montreal division, has been 
promoted to the home office sales 
administration. He is succeeded 
by Sydney Jenkins, formerly in 
charge of the London division. 

William H. Usher has been 


named division head in London. | 


Charles F. Rowsell has become 





looks darling here....BUT NOT ON 






Install 
; the NEW 


A CAR 
MIRROR 





BEAUTIFUL NEW CONCEPTS IN FUNCTIONAL MIRROR DESIGN 
TO COMPLEMENT AND ENHANCE THE CARS OF TODAY 


mounted! 





NO. JF 88 BODY-MOUNT 
OBLONG MIRROR-It's high, wide 
and handsome! Mirror head meas- 


ures 3x 5”— and has all the fine 
feotures of the JF 55. LIST— $5.10 


A JF ORIGINAL! 


SELF-ADHERING GASKET ACTS AS 
TEMPLATE FOR HOLE ALIGNMENT F 


JOMA MANUFACTURING CO., 


INC. 


Available in non-glare or c 


JF MIRRORS feature turret-screw locks — absolute insurance against drooping 
or sagging heads! Once locked, they stay locked and you save yourself costly 
“come-backs!” Replacement of mirror heads is never a problem. Anyone can do 
it without disturbing the bracket mounting! Simply loosen turret-screw, replace 
head and tighten to any position — that’s all! 


JF MIRRORS by Fischer are designed with foresight for better hindsight. Without 
question, this is the most exciting line of mirrors that ever graced a car panel! 
Without question, JF MIRRORS are as beautiful as the cars on which they are 


JF MIRRORS are custom-contoured for flush mounting, triple chrome plated and 
furnished with a 4%” mirror head of selected optical glass. 


lear—LIST $4.05 


Frwmnnons,, 7... 


stom Q@punireD 


NEW YORK 72, 


NEW YORK 








division head in Calgary, and 
Francis J. Elmhirst will head th: 
division office in Vancouver. 

a * * 


| Cadillac Medical Chief 


Appointment of Dr. Douglas / 
Wood as medical director of Cad- 
| illac is announced by W. S. Chis 
|holm, director of personnel and 
public relations. Wood formerly was 
medical director of Cadillac’s Cleve 
|land tank plant. 


# * % 





‘Bonney Executive Posts 


Go to Mieras, Foust 

Personnel changes in Bonney 
Forge & Tool Works, Allentown, 
Pa., have been announced by Joseph 
W. McDougal, president of Bonney 
and Miller Mfg. Co., Detroit. 


Appointed were Spencer H. Mie- 
ras as general manager, and Ken- 
neth Foust as secretary-treasurer 
Both formerly were with Miller. 

McDougal said that rearrange- 
ment of managerial appointees re- 
sulted from the resignation of 
Arthur J. Male, chairman of the 
board; Fred S. Durham jr., vice- 
president and secretary, and Ed- 


ward S. Howells, treasurer. 
& * * 


C.LT. Selects Chadwick 


| Vance D. Chadwick has been ap- 

| pointed district manager of Uni- 
| versal C.1.T. Credit Corp.’s office 
= the Garde Theater Bldg., 325 
State St., New London, Conn. He 
|has been with the company since 
1952. 





Ba + * 
Cloyes Picks Edington 
| Appointment of Jack L, Edington 
| as Detroit district industrial sales 
| representative for Cloyes Gear 
| Works, Inc., Cleveland, has been 
announced by Harry D. Myers, 
| president. Edington is president of 
| Edall Corp., sales representatives, 
| at’ 18954 James Couzens Highway, 
| Detroit. 


* * * 


New Coast GMAC Office 


General Motors Acceptance Corp. 
has opened a purchase branch at 
Marysville, Calif., to service ac- 
counts in Yuba, Sutter, Butte, Co- 
lusa, Nevada and Plumas counties. 
Under control of the Sacramento 
| branch, the new operations will be 
managed by W. P. Marsh, formerly 
| territorial manager ia Sacramento. 


‘Oldsmobile Realigns Staff 


At Atlanta Zone Office 


| B. E. Green has been appointed 
_ assistant manager of Oldsmobile’s 
| Atlanta zone office, according to 
O. C. Farnsworth, zone manager. 
|Green succeeds M. H. Ward jr., 
who has been transferred to Cleve- 
land, Green’s former place of ac- 
| tivity. 

T. A. Chevaco was named office 
| Manager and car distributor, while 
E. H. Bellard jr. was appointed to 
the new position of business man- 
|}agement manager. 
| ” * 
| Dunlop Tire Names Small 


Chicago Sales Manager 

T. W. Small has been named Chi- 
|cago division sales manager by 
Dunlop Tire & Rubber Corp., Buf- 
falo. 

Small has served for two years 
with Dayton Rubber Co. Earlier, he 
was regional merchandising and 
sales promotion manager of Kaiser- 
Frazer Corp. 

« 





* 





* * 


|Bobrow Takes Carter Reins, 


Plans Accessory Line 


Abraham D. Bobrow, former 
sales and promotion manager of 
Signa Craft, Inc., has become 
president of Carter Industries, 
Inc., Mt. Vernon, N.Y. Bobrow 

| says he plans to build a line of 

| auto accessories and to expand 

| the firm’s line of car emblem 
keys. 

Edwin E. Bobrow will act as 

| vice-president and H. J. Lasky, 
founder of Carter, will continue 


as secretary-treasurer. 
+ * a 


| Eaton Picks Sprague, Reigner 
For New Aircraft Division 
F. H. Mott, executive vice-presi 

| dent of Eaton Mfg. Co., announces 
| the appointment of J: C. Spragu: 
as engineering manager and H. M. 
Reigner as sales manager of th 
newly created aircraft division i: 
Battle Creek, Mich. 

Sprague formerly was chief met 
! (Continued on Page 19, Col. 1) 















(Continued from Page 18) 


allurgist of the valve division, while | 
Reigner was a blade sales repre-| 


sentative. 
te * + 


Ladky Steps Up 


Frank W. Ladky, Milwaukee dis- 
trict sales manager of Allegheny 
Ludlum Steel Corp., Pittsburgh, has | 
been appointed assistant to E. J.| 
Hanley, president. Succeeding Lad- | 
ky in Milwaukee is David L. Gar- | 
lick. 


| 
* * * | 


Cuff Gets Promotion 


Donald L. Cuff has been named 
to the newly created position of 
operations manager for all four As- 
sociates Discount Corp. branches in 
the Detroit area. He previously was | 
branch manager in South Bend. | 

+ * * | 


Agnew Gets New Duties | 


In Goodrich Sales | 


Donald O. Agnew has been ap- 
pointed field manager for special | 
accounts of the Associated tires and 
accessories division of B. F. Good- 
rich Co.’s tire and equipment divi- 
sion. 

He formerly was a buyer-mer- 
chandiser in the auto and home 
supplies department in Akron. 

Ea + * 


Walk, White and LaVallee 
Reassigned by Dynamatic 

F. L. Hopf, general manager of | 
Eaton Mfg. Co.’s Dynamatic divi- 
sion, Kenosha, Wis., has announced 
the appointment of G, E. Walk as | 
sales manager. 

In addition, Frank White was | 
made Chicago district sales man- | 
ager and T. R. LaVallee, Detroit 
district sales manager. 

Prior to joining the division, 
Walk was sales manager of Black- 
stone Mfg. Co., Chicago. LaVallee | 
joined the firm in 1948, while White 
joined Dynamatic in 1952. 

of * + 
Signa-Craft Appoints 
Barrie Sales Director 


Leo Stupell, president of Signa- | 
Craft, Inc., has announced the ap- | 
pointment of S. T. Barrie as sales | 
director. 

Barrie formerly was national 
field sales manager of American | 


Safety Razor Co. 
* +. * 


Redmond Names Frost, 


Tweedy to Top Positions 


Charles W. Frost has been | 
elected chairman of the board of 
Redmond Co., Inc., Owosso, Mich., 
while James W. Tweedy was 
named president. 

Tweedy, who has been with the 
firm since 1943, last was execu- 
tive vice-president and general 
manager. 


* * * 


Pryor and McGreevy Fill 
Posts at Pittsburgh Plate 


Two products sales appointments | 
in the fiber glass division of Pitts- | 
burgh Plate Co. have been an- | 
nounced by R. A. McLaughlin, di- | 
rector of fiber glass sales. 


Richard R. Pryor was named | 
manager of air filter products sales, | 
and James G. McGreevy was ap- 
pointed manager of battery prod- 
ucts sales. 

Both became associated with) 
Pittsburgh Plate early this year| 
when the company acquired facili- 
ties of the Glasfloss division Tilo 
Roofing Co. at Hicksville, N. Y. 

a 


* oo” | 


Corry Joins Landers | 


William A. Corry, former civilian 
chief of the textile branch of the 
Air Research and Development 
Command at Wright-Patterson Air | 
Force Base, Dayton, O. has joined 
the research and development staff 
of Landers Corp. The Toledo firm, 
which makes processed and coated 
fabrics, has assigned Corry as as- 
Sistant to C. J. Chaban, chief 
chemist. 

oo * *~ 


White Opens Akron Branch; 


Names Oakley Manager 
_ White Motor Co. is establish- | 
ing a factory branch at Akron, | 
with Robert G. Oakley as branch | 
manager, according to M. H. An- 


Auto Personnel 


| Jaguar Chairman Honored 


AUTOMOTIVE NEWS, JULY 19, 1954 _ 


19 
of Auto Finance Co. of North 
Carolina, is being transferred to 
the company’s general offices in 
Charlotte to assume _ supervision, 
controls and personnel training, ac- 
| cording to Edwin P. Latimer, presi- 
| dent. 


Succeeding Griffin as local man- 
ager is Ken Reynolds, formerly as- 
| sistant manager. 
| * * * 
|Dunlop Appoints Patrick 
‘Truck Tire Sales Chief 


Appointment of Robert J. Pat- 
rick as manager of truck tire 
sales for Dunlop Tire & Rubber 
Corp. has been announced at the 
company’s plant in Buffalo. 

Prior to joining Dunlop, Pat- 
rick was manager of Dayton 

“In place of a bell, our type- Rubber Co.’s truck tire sales, 
writer has a horn!” eS cee a 


|Ford tractor plant in Highland Warner Names Edgar Head 


Park, Mich., has received a gold|company. He was named to his Of Chicago Regional Office 

pin in recognition of 30 years of | Present position in July, 1953, | KR. F. Edgar has been named head 

so =— with Se a rie Ses of the new regional Chicago of- 

it ! |Co. R. E. Hunt, general manufac- | Fj ; | fic f War 

dustry” by the Royal Society of | turing manager of the tractor and omens ge ath ds ieaaaal Clutch Ca, Beek Wis, accord 

Arts. | implement division, made the pres- Griffin to Main Office |to Norman K. Anderson, general 
The honor was conferred upon | entation. Ralph H. Griffin, secretary-treas- | sales manager. 

Lyons in recognition of the design| Nelson joined Ford in 1924 at Iron| urer of the Raleigh (N.C.) Auto-| Edgar joined Warner in 1947. He 

of four Jaguar models—the XK-120| Mountain, Mich. and became a| mobile and Truck Dealers Assn. | will supervise sales and service op- 

open sports roadster, XK-120 hard- foreman in his first year with the! and manager of the Raleigh branch | erations. 


top coupe, XK-120 convertible and | 
the Mark VII sports sedan. 

* + * 
Olympic Screw Names Stau 


Sales Vice-President 


E. H. Stau has joined Olympic 
|\Screw & Rivet Corp., Downey, 


Sal a . ti | Calif., as sales vice-president. 
ra es and service operations | Stau formerly was aircraft sales 
ty Cashews White Seeeke — |manager for the Cherry Rivet di- 


Oakley had been assistant to oe - ——— co. 


White’s sales vice - president in Fruehauf Adds Brown 


Cleveland for the past year. 
Named to other branch super- Douglas S. Brown has been named | 
j}assistant controller of Fruehauf | 


visory posts at Akron were 
George Waddell, service man- | Trailer Co. He formerly was with a| 
Detroit firm of accountants. 


ager; Wallace Collingwood, parts 
manager, and Peter M. Brezov- ie 


sky, business manager. Nelson Receives Gold Pin 


of a 
For 30 Years with Ford 
W. G. Nelson, manager of the | 





derson, Cleveland regional man- 





For Design of 4 Models 


William Lyons, chairman and 
managing director of Jaguar Cars, 
Ltd., Coventry, England, has been 
appointed “royal designer for in- 
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Again ... winner at 


INDIANAPOLIS. 


“‘We give a great deal of credit to the Monro-Matic 
Shock Absorbers that were on our car during our record- 
breaking run in the 1954 Indianapolis ‘500’. The added 
stability and control which they contributed, especially 
through the curves, gave us complete confidence. These 
great shocks are standard equipment with us.” 
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MONRO-MATIC 


SHOCK ABSORBERS 


will win for you, too, with bigger profits... easier sales! 





The smoother, safer ride afforded by Monro-Matic Shock 
Absorbers helped Bill Vukovich and his famous No. 14 win 
the Indianapolis “‘500’’ again this year. 


30-DAY 
FREE RIDE 
PLAN 


Get the facts on the industry's 
most sensational sales-produc- 
ing plan. Dealers report sales 
and profits upped as much as 
500% by the Monroe 30-day 
Free Ride Plan. 


Monro-Matics will win for you, too! With Monro-Matics, the 
shocks that automatically adjust to every road and load, you'll 
win new friends, easier sales, bigger profits. 


Cash in on this ‘'TUNE-UP”’ tip... 
VACATION TIME IS SHOCK ABSORBER CHECKING TIME 


Check the shocks on every vacation-bound car. Replace worn shocks with Monro-Matics. Your 
customers will gain in smoother, safer traveling; you will gain in extra goodwill, extra profits. 






You are invited to a FREE 
showing of “Behind the Scenes 
at indianapolis.” Ask your 
jobber for date of showing. 


MONROE AUTO EQUIPMENT CO., MONROE, MICHIGAN 
World’s Largest Maker of Ride Control Products 





Are You Still Featuring DAVENPORTS 


You needn’t much longer! 


Bringing the parlor to the open road 
was once the big sell —but you can’t 
land modern motorists with yester- 
day’s appeals. In today’s sleek new 
cars, sofa-like seats are hangovers 
from the past—out of key, out of 
line, out of step with modern styling 
— and completely unnecessary ! 


Why? Because AIRFOAM has opened 
up new worlds of seat-designing pos- 
sibilities! 

You see, AIRFOAM is not ‘‘just an- 
other” cushioning material. It’s as 
different from conventional cushion- 
ings as a jet plane is from a prop 
job. AIRFOAM replaces bulky spring- 
ings, makes cars roomier, brings the 
smartest custom effects to cars in all 
price ranges. 


Once your designers recognize 
AIRFOAM for what it is—a NEW 
material with NEW advantages to 
be exploited in NEW and exciting 
ways—things will be much more ex- 
citing on your sales floor. And that’s 
where excitement pays off! 


Goodyear, Automotive Products 
Dept., Akron 16, Ohio. 
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AIRFOAM replaces expensive AIRFOAM saves precious space! 
hand work — looks even richer! More headroom—more footroom— 
without enlarging body! 








ON-WHEELS? 





Airfoam—T, M. The Goodyear Tire & Rubber Company, Akron, Ohio 





/ AIRFOAM imparts custom looks at AIRFOAM makes exciting new seat- AIRFOAM can give you a sales- 
mass-production cost! ing ideas practical! building lead on the field! 


MORE AIRFOAM IN YOUR LINE—MEANS MORE NAMES ON THE DOTTED LINE! 


EAR 


MADE 
only 
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| FINEST CUSHIONING 









By James D. Woolf 
Special Correspondent 
HEN you sit down at your desk 
to write an advertisement, or 
to plan the strategy for a cam- 


paign, think of yourself as a con- | 


sumer. 

Put yourself in the shoes of the 
buyer. After you have written a 
sentence or two, ask yourself how 
you, as a consumer, would react to 
it if you read it in your local paper. 


Ernest Dichter, head of the In- 
stitute for Research in Mass Moti- 
vation, gives us this advice: “Find 
out what the product really means 
to the consumer. Forget for a while 
that you are an advertising man.” 
Taking automobiles as an example, 
he tells us to “think back to what 
happens when you buy a car.” He 
says that his research organization 
found that most car buyers, when 
considering buying a new car, were 
torn in a conflict involving emo- 


higher 





Salesense in Advertising 


Tested Ideas for Small Business 


tional ties to the old car and the 
longing for a new one.” 

If you'll only think of yourself 
as a consumer and analyze your 
own feelings and emotions about 
the things you buy, you need not 

| pvely on research reports. No mat- 
ter what your station in life, you 
are basically an average human 
being. By virtue of the fact that 
you are a member of the human 
race, your response to advertising 
appeals is not unique, 

The late Robert Collier, a re- 


Oxy-Catalyst Folder 


WAYNE, Pa.—OCM catalytic ex- 
hausts for removing harmful ex- 
haust from internal combustion 
engines in industrial and commer- 
cial equipment are described in a 
new four-page folder published by 
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nowned advertising man, once put 
it this way: “What is persuasion? 
Nothing but finding the motives 
| that will impel your reader to do as 
you wish, then stirring it to the 
point where it is stronger than his 
inertia, or his economical tencen- 
cies. 


“To do that, you must show how 
he is going to benefit, and you can- | 
not do it unless you have the 
faculty of putting yourself in his 
place. Would you be richer, heal- | 
thier, happier, for having done the | 
thing you ask? Would it help your | 
standing with others? Would it en-| 
able you to do anything, write any- | 


| thing, say anything better than you | 


could before? Would it enable you 
to help those you love? Would it| 
prevent your loss of money or the 
respect of others? 





Oxy-Catalyst, Inc., Wayne, Pa. The | 
oxhausts are designed for engines | 





burning diesel, LPG or non-leaded 
gasoline. 


















“The experienced writer,” Collier | 
said, “asks himself such questions | 
as those above, then picks the mo-| 


tive that is the strongest, and pre- | 





Jets brought blinding speed, and 


in the air. But for the engine builders, they brought | 


sents it from the viewpoint of the 
reader alone.” 
* 


|'Use Common Touch 


oo much advertising “talks 
down” to people. The attitude of 
the writer seems to be that he is 
| talking to ignoramuses. 

On this subject listen to the 
former advertising director of Mar- 
shall Field & Co., Clyde Bedell, in 
Advertising Age: 

“Sometimes I wonder to whom 
advertisers advertise! All agency 
creative people—and the heads of 
businesses — should ride a bus 
occasionally, or talk with workers 
on a construction job — or coal 
miners—or truck drivers—or air- 
craft factory workers. I do this 
sort of thing with some fre- 
quency, and over and over again, 
I am impressed by the fact that 
the people to whom advertisers 
advertise are quite intelligent. 
They are not ignoramuses, they 
are not suckers, they are not 
babes-in-arms, They are men and 
women with surprisingly vigorous 
ideas about many things beyond 
eating, drinking, sleeping and 
procreating.” 

In your advertising include no 
element that would not appeal to 


* * 








you as a reader and consumer. Yo: 
have no right to assume that your 
standards are any higher tha: 
those of Bedell’s truck drivers anc 
aircraft workers. Do you dislike 
bombast and exaggeration? Do yo: 
resent obvious lies? Are you irri- 
tated when advertising talks dow: 
to you on the assumption you ar: 
a half-wit? Write, then, to yourself 
as an average consumer. 
” + + 


In Buyer’s Shoes 


D? YOU, as a consumer, appreci- 
ate information—copy that an- 
swers your questions, gives you spe- 
cific facts about the advertised 
product, including the price? “Do 
you like to be told what the prod- 
uct is made of, how long it will 
last, whether it is guaranteed, how 
it will perform, in what ways it 
will benefit you, and so on? Well, in 
this respect you differ in no way 
from Bedell’s construction workers. 

Unless you are an oddity — a 
character—your basic needs and 
hankerings are different in no 
important respect from those of 
all normal Americans, 

You want food and drink when 
you are hungry; so does everybody 
else. You want security, freedom 
from fear; in this you are not 
unique. You want to be popular; 
only the misanthropist does not. 
You hate to get up in the morning, 
or you grimace with “morning 
mouth,” or you occasionally can’t 
sleep, or you want to live as long 





as possible, or you like salt on your 
boiled eggs, or you shrink from go- 


|ing to the dentist. Ergo! You're a 
|normal American; in short, you’re 


} 
| 


} 
| 


| 
i 


superiority 






problems. With higher speeds came higher 
operating temperatures, and engine parts, especially 


bearings, had to be designed to 


destructive heat. So designers turned to Hyatt. 
With unexcelled research and development 
facilities, modern production equipment, and years 


withstand 


of experience, Hyatt was a logical choice. 
Hyatt know-how assured highest quality in mass 


production, and since 1944 Hyatt has been a 


| 


major supplier of jet bearings. When 


design requirements are beyond 


the capabilities of 


ordinary bearings, always call on Hyatt. 


Partial list of aircraft equipped 
and 


Bell X-5 Research Monoplane 
Boeing XB-47C Air Force Medium 


Consolidated — Vultee Turboliner 


For Use as Jet Trainer 


Attack and Search Airplane 
Northrop YRB-49A “Flying Wing” 


Republic F84F “Thunderjet” Fighter Plane 


with turbo-prop 
engines using Hyatt Bearings: 


Consolidated—Vultee Model 7002 (XF-92A) 


Bomber | 


Douglas XA2D-1 “Skyshark” Navy Attack Bomber 
Grumman F9F “Panther” Novy Fighter Plane | 
Lockheed F-80C “Shooting Star” Fighter Plane 
Lockheed F-94A & B Air Force Fighter Plane 
Lockheed TO-1 U.S. Navy Version of the F-80G 
| 
| 


Martin P4M-1 Long Range Navy Patrol Bomber 

Martin B-57A U.S. Air Force Version of the English 
Electric Canberra Medium Bomber 

North American AJ-1 “Savage” Navy Carrier 


Northrop F-89A Ali Weather Fighter Plane 


Heavy Bomber | 


an average man. 


I repeat: Put yourself in the 


|shoes of the buyer. Your common 


sense as a normal, average human 
being will tell you whether the 
benefit promised by your copy will 
appeal to large groups of other 
normal, average human beings. 


| Biggest Year Yet 


Forecast by Chief 
Of Line Group 


BOSTON. — Forecasting the big- 
gest year in history and hitting out 
at “gloomy goons,” J. Gordon Mac- 
Kinnon, manager of the Chevrolet 
Dealers’ Assn., Inc., told members 
of the New England Industrial 
Management Conference that 1954 
will be the greatest peacetime year 
in history if salesmen take up the 
selling challenge which faces them. 

“The gloomy goons are going 
back to their caves,” MacKinnon 


‘said. “Those, who in January were 


making prognostications of a seri- 
ous depression, are now suddenly 
silent since the recent upturn in 
business.” 

He said national income this year 
will be $4 billion over boom-year 
1953. A 12 percent boost in efficiency 
in selling could boost it to $5 billion, 
he contended. 


Walker Mfg. Adds 


To Sales Force 


RACINE, W’s.—Walker Mfg. Co., 
of Wisconsin has augmented its 
sales organization for exhaust 
systems, lifting equipment and oil 
filters, according to John L. Engels, 
vice-president. 

John Bent has been appointed 
sales representative in the San 
Francisco area and will serve 


| under W. N. Hall, west coast dis- 


trict manager. 

Ivan Satow, east central district 
manager, has added to his staff 
Robert Strange to represent the 
company in central Pennsylvania. 





GMC Begins Haulaway 


Of Trucks from Pontiac 


PONTIAC. — The first use of 
haulaway trailers to transport 
GMC light and medium-duty 
trucks from the Pontiac factory 
to dealers was announced last 
week by GMC Truck & Coach. 

R. C. Woodhouse, general truck 
sales manager, hailed the begin- 
ning of haulaway shipments by 
Fleet Carrier Corp. and Truck- 
away Corp. as a “major step in 
improving deliveries to GMC 
dealers.” Previously this type of 
service had been in effect only at 
GMC’s Oakland (Calif.) assembly 
plant. 
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480,357 listeners and viewers wrote their WBC stations 
during the first five months of this year. People don’t 
just tune to WBC stations. They do something about 
EVE RY 2 7 * E C oO ND & what they hear. That’s Audience Action for you. Cars and 
TBA move when you get Audience Action. Special 
promotions get an immediate, powerful push. In fact, 
S O M E R oO D Y results are so outstanding that you just aren’t in spot radio 

unless you’re on WBC. If you want to hear what others 
in the automotive field have done, call your nearest | 

WRIT E Ss TO WB C WEC station or Eldon Campbell, WBC National | 
Sales Manager, at PLaza 1-2700, New York. Ask 
about substantial multiple station discounts on | 
the Audience Action stations, too. 


WESTINGHOUSE BROADCASTING COMPANY, INC. 


ge 
@i=\c) 


WBZ-WBZA * WBZ-TV, Boston; KYW ° 
WPTZ (TV), Philadelphia; KDKA, Pittsburgh; 
wowo, Fort Wayne; KEX, Portland, Oregon 

Represented by: FREE & PETERs, INC. 
444 Madison Avenue, New York 22, N.Y. 
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Merchandising 


Memos to Dealers 





tne sotans is a lot of hocus-pocus in 
advertising. We know guys who 
wear shocking pink shirts with 
swingback collars because they 
think they have to be characters to 
stay in the business. 

But basically it is a business of 
stimulating desirable pictures in 
the minds of others that impel 
them to buy. Sometimes it is done 
with words and pictures; some- 
times with words alone. 

It’s a more difficult trick to do it 
with words, but it can be done. 

What brought this up was a note 
from Bradford Wyckoff, of the 
Howard Parish organization in 
Miami. This organization has been 
in the classified advertising busi- 





By Bob Finlay 


for newspapers and users of the 
sections. 

“It is significant,” says Howard 
Parish, “that in reports to us of 
used-car advertising, successful 
dealers say again and again that 
it’s the cars they offer in fully 
descriptive ads that most pros- 
pects come in to see and buy.” 

Fully descriptive copy is that 
which, by relating specific details, 
creates a clear word picture of the 
car in the prospect’s mind, inter- 
preting its features so they appeal 


to his wants and emotions. 
+ * * 


Not Price Alone 


- do not buy on price 
alone. First the description must 


ness for 15 years, providing ideas| light a little fire in their minds. 





\ 





Then they look at the tag to see if 
they can handle it. 

This always recalls to me the dif- 
ference between a “swindle dupe” 
and a “duped nurse.” 

When I was breaking in on a 
newspaper copy desk, I used the 
“swindle dupe” expression in a 
headline. The slotman said: “You 
can’t make a mental picture out of 
‘swindle dupe.’ You can out of 
‘duped nurse,’ because everyone has 
seen a nurse.” 


Do your classified ads paint pic-| | 


tures in people’s minds? 
+ * * 


Contrast 


ECENT issue of the Times- 
Picayune New Orleans States 
had a couple of interesting ads side 
by side. Both by new-car dealers, 
one said: “Write your own ticket 
on a ’54 —.” The other was news- 
paper column-type ad by R. J. 
Young (Dodge), in which he dis- 
cussed the state of the auto market. 
Young says that the auto busi- 
ness is suffering from the efforts 
of a few dealers to corner more 
than their fair share of the market 
by fooling the public. 

“The methods used in fooling 
the public,” Young says, “are 
many, and they are comparative- 
ly easy to watch out for, provided 





Kelly's Contest— 


G. J. Kelly, president of Kelly Chevrolet, 
Inc., Verona, Pa., put on a flying finish 


in a recent sales contest. He and his 
brother, Edward, sales manager, are pilots. 
In order to have the points count under 
the deadline in the final week of the 
contest, the Kellys and a salesman, H. R. 
Boles, flew to Detroit to pick up three 
new trucks. They drove them back to 
Verona to beat the time limit. Shown are 
Edward Kelly (left), and Boles. 


you, the buyer, will not let your- 
self be overwhelmed by the prom- 
ises and claims of the unscrupu- 
lous dealer. 

“This dealer will raise the price 


WHERE THE ‘IMPOSSIBLE’ BECOMES THE PRACTICAL 


The “impossible” often proves to be not only 
possible but practical at Moraine, where engi- 
neers have a habit of thinking into the future 
and anticipating the solutions to customer 
problems. From this practice of looking ahead 
have come many important developments by 


Moraine for the automotive and other indus- 


tries. Moraine engineering supplies the imagi- 
nation, initiative and know-how needed to pro- 
duce newer, better and more economical ways 
of interpreting the ideas of the modern designer. 


THESE PRODUCTS, TOO, ARE MORAINE 


Moraine-100 engine bearings . . . Durex gasoline filters 
. . » Moraine porous metal parts. . 


From the truck and bus fields came a re- 
quest for a tougher bearing to meet the 
severe requirements of heavy-duty engines. 
Moraine came up with the answer in the 
Moraine-400, the toughest automotive en- 
gine bearing ever made! 


. Delco hydraulic 


brake fluids .. . Delco master cylinders, wheel cylinders 
and parts . . . Moraine conventional engine bearings 
and electric motor bearings. 














Certain cars with power brakes needed a 


reserve 


proves “It can be 


safety feature that would maintain reserve 
power for braking. 


Moraine provides that 


power—an_ electrically driven 
vacuum booster pump that maintains an 
adequate vacuum reserve. 


Moraine friction materials, able to with- 
stand great heat and friction, are widely 
used in Powerglide, 
Dynaflow automatic transmissions. Their 
use has spread to other applications . . . 
from military vehicles to home appliances. 


Hydra-Matic and 


Manufacturers are learning that Moraine, 

through its broad metal-working experience 

and constructive attitude, has provided a 

solid foundation for the use of metal 

powder parts in pense: Every day, Moraine 
ne!” 


moraine 


products 


DIVISION OF GENERAL MOTORS CORPORATION, DAYTON, OHIO 





of his product sometimes as muc; 
as $1,000 in order to give you som 

of that amount back, through th- 
simple trick of giving you an un- 
usually long allowance for your 
tradein. 

“T have seen sane and sound busi- 
ness men taken in by this trick in 
thousands of instances. Even the 
local banker has been known to 
fall for it. 

“There is a natural greediness on 
the part of almost everyone wher 
it comes to seeing how much he 
can get for his tradein. He is over- 
whelmed with the thrill of the ex 
tra long tradein allowance. 

“And that’s the exact point 
where he losses consciousness. 
After that, Mr. Unscrupulous 
Dealer writes his own ticket, 
which is contrary to his invita- 
tion that you write yours.” 

Young says that every maker has 
a recommended price, and he will 
be glad to give “you the established 
price of any make or model upon 
your request.” 


* + * 
Mickey 
HE Better Business Bureau in 
Los Angeles has been tireless in 
exposing the unethical practices in 
| some dealers in that hectic market. 

A recent bulletin deals with the 
Mickey Mouse operators who ad- 
| vertise low down payments and 
| then trick the customer into sign- 
| ing obligations beyond his means. 

Reputable dealers know that 
| the Mickey Mouse operation not 
| only discredits the industry but 

takes a buyer out of the market. 

The prospect with $100 and take 
home pay of $207 can buy some 
form of used transportation, but 
BBB cites the case of such a pros- 
pect who woke up to find he had 
signed a salary loan application 
obligating him to $23.71 a week plus 
$33 a month on a conditional sales 
contract, 

The harder reputable dealers hit 
such operations as this, the better 
off the trade will be. 

* * 





* 


New Year 


ERMAN MILLER, veteran 
| Mankato, Minn., dealer, bills his 
Miller Motors as “Southern Minne- 
| sota’s Transportation Headquar- 
ters,” and writes his own advertis- 
| ing copy. 

A recent ad is headlined: “Happy 
New Year.” 

Copy points out: 

“Yes, that’s right—here at Miller 
Motors July 1 begins our new busi- 
| ness year and we are rather happy 
| about it. 

“We have very little to com- 
plain about. The last year was 
rough in the automobile business, 
but in 29 years in Mankato we've 
been through all that before. Bet- 
| ter days are ahead. : 

“Our service and parts was good. 
| “Our tire business was very good. 
“We are healthy and happy.” 

The ad goes on to praise the 
Southern Minnesota market and 
| people and then adds: 

“...In the present days of con- 
fusion as to what makes a good 
deal in automobiles, you can be 
sure Miller Motors will not resort 
to sharp practice to get your 
money, It has long been an accept- 
ed fact that our guarantee on our 
products means what it says.” 

In a box in the ad, Miller lists 
the products and services of Miller 
Motors, including DeSoto and 
Plymouth cars, MoPar parts and 
accessories, tires, gas, and various 
services. 








Fostoria Dealers 


Set Up Group 


FOSTORIA, O.—Franchised deal- 
(ers of this city have formed the 
| Fostoria New Car and New Truck 
|Dealers Assn. Officers are Blaine 
Hummel, president; Trent Goddard, 
| vice-president, and J. Oliver Pore, 
| secretary-treasurer. 
| The Jackson County (O.) Auto- 
| mobile Dealers Assn. has completed 
a reorganization and elected as its 

new officers Art Jenkins, president; 
| Howard Ramsey, vice-president, 
| and Bill Morrow, secretary. 
| Duke Changes Quarters 

ATLANTA.—G. T. Duke Co., tire 
distributor for the Diamond Rubber 
Co. division of B. F. Goodrich Co 
tire and equipment division, has 
moved to expanded sales and serv- 
ice quarters at 508 Stewart Ave., 
Ss. W. 
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“HER HUSBAND HELPS ARRANGE 
A DATE WITH ANOTHER MAN” 


And you may well be the man! 

What’s more, this little lady will leave 

you with more money in the bank than you 

started out with. What has all this dreamy 

stuff got to do with car care and service 

department? Your Alemite representative 

will give you all the details when he 
explains the hottest automotive promotion 

in years. Be waiting for him. And be waiting 

for this exciting woman in your life — 


in Alemite national advertising for 1954. 


a a | ALEMITE «1954 
: 


ALEMITE | 


eee alee te). 


1826 Diversey Parkway, Chicago 14, Illinois 
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TURNINGS 


by 


John T. Benedict 


7s been riding on air in a pas- 
senger car... and I’m not re- 
ferring to the tires! 

B. D. McIntyre, 
president of Mon- 
roe Auto Equip- 
ment Co., gave me 
@ personal dem- 
onstration ride in 
a standard pro- 
duction car ex- 
perimentally 
equipped with four 
new air-spring 
shock absorbers. 

It was an amaz- 
ing experience. 
We covered gently rolling roads, 





B. D. McIntyre 









SNAP-ON PLIERS are better because they are built to the most exact- 
ing standards that specialized engineering, advanced metallurgy and 
painstaking skill can produce. Jaws, cutting edges and joints are lo- 
cally hardened to give exact degree of toughness for greatest durabil- 
ity. Look them over—handle them—+ry them next time your Snap-on 
man calls! For 104-page catalog of 4000 Snap-on tools, write... 


SNAP-ON TOOLS CORPORATION 


8082-G 28th Avenue 





winding roads, gravel roads, smooth 
pavement, and concrete highways 
with expansion joints. I was con- 
vinced that the units contribute to 
improved ride and roadability. Road 
noise also seemed to be diminished. 


Developed to improve riding 
qualities by providing softer 
springing, combined with desired 
load-carrying capabilities, the 
unit consists of a hydraulic shock 
absorber mounted inside a large 
cylindrical air chamber, This air 
chamber replaces the coil spring 
often used in conjunction with a 
hydraulic shock absorber. 

When the car is in motion, the 


telescoping movement of the air 


chamber housing causes a pump- 
ing action such that air is con- 
tinually being drawn in and ex- 
pelled. 

A significant feature of the de- 
sign is its automatic compensation 
for load variations. Level car height 
is maintained over the entire range 
from car empty to fully loaded with 
| six passengers, plus luggage. 


| Possibilities for lowering exterior 
| car height, without decreasing in- 
|terior body dimensions. This is 
| made possible by reduction of ver- 
tical space allowed for wheel travel. 
|}On one experimental installation, 
wheel jounce is decreased by about 
| three inches. 

+ * * 
Free-Piston Engine 


|Linked to Turbine 
Ua a free-piston engine in 
place of the gasifier section of 
present experimental automotive 
gas turbines theoretically offers 
great promise in raising overall 
cycle efficiency. 
This observation was made by 


Stylists will be impressed with the | 


1954 


at extremely high temperatures 
in the range of 4,500 degrees F. 
High-velocity exhaust gases, di- 
rected to the power turbine, could 
be maintained at any desired 
temperature, such as 1,500 de- 
grees F. 

This novel combination of a 
free-piston engine with a turbine 
should provide turbine torque 
characteristics, at reasonable fuel 
economy, without requiring a re- 
generator. 

+ * * 


Complete Design Properties 


Given by Master Chart 


) ip SPECIFYING materials, it is 
vitally important that the design 
engineer know how the material 
will act in the plastic flow region. 
This opinion was offered by con- 
sulting engineer Bill Bean at a re- 
cent meeting of the American So- 
ciety for Metals. 

Bean challenged metal suppliers 
to provide plastic flow diagrams 
and true stress-strain curves — not 
only for high static loads, but also 





Prof. W. E. Lay, University of 

Michigan’s widely known auto- 

motive engineering authority. 
Characteristics of the free- 





piston design enable it to operate 


for high cyclic loads. 


Here’s the information he wants, 
to make possible a scientific job of 
design: 


1—Curves based on monitored 





ck 


¢ Kenosha, Wisconsin 


2 eit. isn SE 





..» handle every plier job faster, 
easier, safer...and they'll out- 
last several pairs of ordinary 
pliers...SNAP-ONS are favorites 
in our shop. ”  pobert W. Rumpf, Service Manager, 


S-W-S Chevrolet Co., Dayton, Ohio 


tests which establish true strai: 
in the presence of notches; 

2—Curves showing notch sensi 
tivity, to analyze strength at vari 
ous stress concentration factors; 

8—Knowledge of what happen: 
in the notch area during the firs: 
load cycle, because residual stress 
and hardness change. 

These stress-range diagram 
would be master charts giving tru 
values for the design engineer. |‘ 
arranged in the form of a modifie: 
Goodman diagram, the chart would 
show static tension characteristic: 
and enable the designer to read oi 
what happens for any given num 
ber of cycles, with allowance mad: 
for various notch effects. 

a * +. 


Turbine Gas Economy 


At Medium-Low Speeds 


yo miles per hour average 
speed for fuel economy runs, 
averaging 14.9 miles per gallon!” 

Chrysler executive engineer, 
George Huebner jr., raised a few 
eyebrows among turbine men when 
he disclosed this remarkable ac- 
complishment after demonstrating 
the turbine-powered Plymouth at 
Chrysler Proving Grounds dedica- 
tion ceremonies. 

The economy figure alone 
would be indicative of significant 
progress in turbine efficiency. 
However, the full implications of 
Huebner’s statement are not real- 
ized until you couple the gas 
mileage figure with average car 
speed during the tests. 

Test procedure details were not 
revealed. But we’ve been assured 
that the schedules provided a fair 
indication of turbine performance 
under a variety of conditions and 
operating requirements. 

In other words, Chrysler is not 
quoting a “laboratory” figure for 
best economy attained under ideal 
favorable conditions. The claim is 
that the turbine economy equals 
that of piston engines of compa- 
rable power output, tested under 
similar conditions. 

Some turbine engineers (outside 
Chrysler Corp., of course) reacted 
to this news with a combination of 
surprise and skepticism. They won't 
be convinced until they see sub- 
stantiating figures. 

+ = * 
Zirconite Sand Reduces 


Metal Pattern Cost 


EDUCTION in initial cost, and 

longer pattern life, are among 
the advantages reported by Cad- 
illac in its use of the Zirconite 
process for making cast - to- size 
metal patterns. 

Zirconite sand has a fusion 
point of 4000 degrees F. compared 
with 3250 degrees F. for silica. 
It also has about twice the heat 


| conductivity and twice the den- 


sity of silica sand. So Zirconite 

can absorb about twice the 

amount of heat in one-half the 
time. 

The sand is obtained from Au- 
stralian deposits of Zirconium Sili- 
cate. Grain fineness number is ap- 
proximately 140. 

Lower initial cost for the pat- 
terns is gained by dispensing 
with most machining requirements. 
Since the surface of the pattern 
is not machined, the natural, hard 
cast-iron skin is not removed. This 


| leaves a wear-resistant surface. Di- 


mensional tolerances are held as 
close, generally, as with machined 
patterns. 

Patterns have an unusually 
smooth finish that brightens and 
feels almost like chrome plating 
after a period of use. Some indi- 
cation of durability is given by 
Cadillac’s production of 75,000 
casting clusters from cope and 
drag, nine-gang bearing cap 
cluster, pattern without repairs 
to the pattern or indication of 
wear. 

The excellent characteristics of 
the Zirconite process for making 
patterns were instrumental in 
achieving Cadillac’s splendid record 
for speed in producing castings re- 
quired for the adaptation of the 
Dynaflow Transmission to the 





power train for the Cadillac auto- 
mobile, after the Livonia fire. 
Elapsed time: 16 days from start 
of the master patterns to volume 
production off the molding lines. 


Pollard Forms Deal 
Martin Pollard has formed a 





| J. Ravenscroft. 


Chevrolet dealership in Reseda, 
Calif. Pollard’s partner is William 
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of new downtown buildings unless 
off-street parking space is pro- 
vided, and provision of parking 
space in conjunction with construc- 
tion of restaurants, theaters, stadi- 








| Safe Town 
Fort Mill, S. C., Goes 6 Years 
| Sans Traffic Death 


Dealer of the Month... 























O’Shaughnessey Wins 
Plaque for Safety Role 


y Gerhardt Neumann 
Staff Writer 

IS unselfish interest in local 
traffic improvements has made 
Dan O’'Shaughnessey, Lansing 
(Mich.) DeSoto- 
Plymouth dealer, 
an important per- 
sonality in that 

community. 

In recognition of 
his manifold serv- 
ices in the cause 
of safety, AvuTo- 
MOTiveE News has 
chosen O’Shaugh- 
nessey as this 
month’s recipient 
of its dealer 


Dp. O’Shaughnessey 


plaque, 

It is generally acknowledged in 
Lansing that through O’Shaugh- 
nessey’s efforts, a better relation- 
ship has been brought about be- 
tween the city’s auto dealers and 
the Lansing Safety Council. 


* * * 


whe years ago, O’Shaughnessey 
became treasurer of the council 
and chairman of its membership 
committee. He is credited with 
making it possible for the council 
to survive financially and to enter 


Buffalo Truckers 
Plan to Police 


Their Drivers 


The Trucking Federation of 
Niagara Frontier is preparing to 
set up a safety patrol in Buffalo. 

A majority of the federation’s 
membership has expressed approval 
of the plan. The patrol will consist 
of three to six cars. 

Managing Director Edward P. 
Jackson said inauguration of the 
patrol in this area will set a prece- 
dent for the industry. 

“The idea of policing one’s own 
activity has always met with pub- 
lic approval,” Jackson commented, 
“and the activity of clearly marked 
common-carrier patrol cars will add 
to other efforts of our industry to 
swing public support and approval. 

“We are convinced the safety 
patrol will be a factor in reducing 
operating costs, bringing favorable 
adjustment in insurance rates and 
improving driver-company rela- 
tions.” 

The patrol will cover truck routes, 
business streets and points of truck 
concentration from 6 a.m. to 6 p.m. 
seven days a week. 

The patrol will not conflict with 
local and state enforcement agen- 
cies,-It will only supervise the fed- 
eration’s own activity. 

Prime purpose will be to deter- 
mine whether members’ vehicles 
are paying attention to traffic laws. 
The patrol will also observe driving 
habits and driver courtesy. 

Irregular inspections of ware- 
houses, terminals or yard-parked 
vehicles will be made several times 
daily as a means of reducing thefts. 

Jackson said cost of the patrol 
will be handled by members par- 
ticipating in the operation. 


Illinois Gets Tough 
With Bad Drivers 


_ Under the new Illinois driver’s 
license law, a total of 5,053 motor- 
ists had their licenses revoked or 
Suspended in the year ended June 
30, according to Secretary of State 
Charles F. Carpentier. 

Revocations based on convictions 
for drunken driving showed a 7.5 
percent decrease from 4,016 to 3,708. 

Under the new law, Carpentier 
Said, “we can reach the careless 
driver whom we could not touch 
under the old law. 

“Instead of having to permit 
those drivers to continue being a 
menace to everyone on the high- | 
way,” he stated; “we now can take | 
them off the highways—and we are | 
doing it.” 

_ Persons convicted three times for 
Griving violations are classified as 








repeaters, and may lose their li- | 
censes, 


| 1954 with a sizable bank account. 


The establishment of one-way 
streets in Lansing, which has re- 
sulted in a better movement of 
traffic, was due in large part to 
the work and leadership of O’- 
Shaughnessey. 

In order to condition the public 
for the changeover, he helped pro- 
mote a 90-day educational program 
which familiarized citizens with the 
purpose of one-way streets. 

* * 7 

E ALSO has contributed a sta- 

tion wagon to the council's staff, 
for use in its daily operations. The 
station wagon is a safety library on 
wheels which helps spread the gos- 
pel of safety in many effective 
ways. 


The driver training program at 
the Michigan State College also 








received a training car from 
O’Shaughnessey. 

Among the offices he has held in 
recent years were the chairmanship 
of the safety and public relations 
committee of the Lansing Automo- 
bile Dealers Assn.; Michigan dele- 
gate to the White House Safety 
Conference, and membership in the 
Michigan Inter-Industry Highway 
Safety Committee. 
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Fort Mill, S.C., with a population 
of 3,204, has passed its sixth year 
without an automobile fatality. 

Fort Mill’s last traffic death 
occurred July 2, 1948, Since that 
date no person has been killed or 
injured in traffic accidents. 

The Charlotte (N.C.) Observer 
remarks: “The six-year record has 
extended through the tenures of of- 
fice of three police chiefs, and was 
inherited by Fort Mill’s new chief, 
Heyward F. Adkins, when he took 
office last month.” 


* * + 
San Francisco Prepares 


New Zoning Ordinance 


A new zoning ordinance requir- 
ing provision of off-street parking 
space with almost every type of 
new construction will be given the 
San Francisco County Board of 
Supervisors by the Planning Com- 
mission. 

The ordinance would require off- 
street loading zones for new build- 
ings or additions to buildings in the 


ums and medical buildings in the 
outlying areas. 
* * * 


H & S Shorts 


New York University offers 11 
courses to fulfill requirements for 
a certificate in industrial safety or 
a certificate in traffic safety. 

A 10-member committee has 
been appointed to study the traf- 
fic congestion at the Holland and 
Lincoln Tunnels between New 
York and New Jersey. A third 
tunnel now being built wiil not 
be completed for at least three 
years. 

Kentucky has sold $38.5 million 
worth of toll-road bonds for a 40- 
mile road between Louisville and 
Elizabethtown .. . Illinois plans 
construction of 465 miles of toll 
roads at a cost of $583 million. 


Ad Club Chooses Parker 

Leonard Parker, president of 
Parker-White Trucks, Inc., Roches- 
ter, N. Y., has been elected to the 
board of directors of the Rochester 


downtown area; a limit on height | Ad Club. 





rebuilt engine installations are ONE-DAY jobs 
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mill reconvenes Aug. 2. Otherwise, to $25.50 for the highest power: | 
action on the issue probably will | vehicles. 


Roundup from State Capitals. . . 


Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 


ee and fees of automotive industry significance are | 


continuing to attract attention in many state capitals, 


providing a midsummer reminder that political forces. 
seldom take a complete vacation and that tax issues will | 


have a top spot in the 44 regular legislative sessions sched- 


uled to convene next year. 
In the latest tax develop- 


ment resulting from current-| ' 


year legislative activity, New Jer- 


sey lawmakers boosted the State -. 


gasoline-tax rate from 3 to 4 cents 
a gallon, effective immediately, to 
produce an estimated $14 million 
in annual revenue. 


None of this will be used for ? 


- road purposes, however, as the tax 
increase was enacted, along with 
higher levies against corporations 
and race track betting, to provide 





Bethune Jones 


- general purposes. 


While no New 
Jersey highway- 
user tax receipts 
are specifically 
dedicated to high- 
ways, under the 
State’s budgeting 
procedures, Gov. 
Robert Meyner 
had originally ad- 
vocated a one- 
cent gasoline tax 
increase to match 





| went along with the added gas tax 


for general purposes, however, as 
a means of delaying for at least 
a year the time when the State 
will have to turn to new broad- 
based general levies, such as sales 
or income taxes. 


It has not yet been indicated 
to what source New Jersey will 
look for additional highway con- 
struction appropriations next 
year, if they are found necessary 
—as Meyner predicts. 


But some members of the Re- 
publican majority have said the 
revenue could be obtained through 
a pending proposal for imposition 
of a new weight-distance tax 
against heavy trucks. 

Such a truck tax bill, patterened 
after a similar New York levy 
and intended to produce $14 million 


be deferred until next year. 
+ * * 


License Revisions 
Ais awaiting action in the New 
Jersey Legislature are propos- 
als for comprehensive revision of 
the State’s system of licensing driv- 
ers and registering motor vehicles. 
Scheduled for public hearing Aug. 
2, the proposed program calls for 
elimination of the present system 
of 145 local agents, who now re- 
ceive fees ranging from $3,600 to 
$14,400 per year for handling regis- 
trations and renewal of driver 
licenses. 


The proposed New Jersey pro- 
gram, recommended by a special 
study committee, would provide 
a three-year driver license at an 
$8 fee instead of the present 
annual license at $3. 

There would be a flat fee of $15.50 
for registration and two semian- 
nual inspections of cars, 
of the present annual registration 
fee based on rated horsepower and 
fees of 50 cents for each of two 
semiannual inspections. 


New Jersey car registration fees 


to $16 million a year, may be con-|on the present rated horsepower 
more funds for schools and other| increased Federal highway aid. He! sidered when the New Jersey law- | basis range from $4 for midget cars 











you can’t 


make a velvet purse 





If a motorist were to 
believe all he reads in 
today’s motor oil ads, 
he would be perfectly justified in concluding 
that just any crude oil could be made into 
a superior motor oil, simply by up-to-date 
refining and proper chemical additives. 


Nothing could be further from the truth. 
Any refiner must start with a really good 


crude oil if he expects to make a superior 


motor oil. It is impossible for anyone to 
“make a velvet purse from a sow’'s ear.” 


Additives are important, of course. They 
do many important things to increase the 
lubricating efficiency of H. D. Motor Oils. 


But additives, in themselves, do not lubricate. 
They can be added to any oil. To very good 


oil. To very poor oil. 





7 
from a sow’s ear! 


Almost 200 years ago, a wise Englishman 
named John Wolcot made this statement. 
Today it is as pertinent as ever, particu- 
larly when applied to motor oils and what 


additives can and cannot accomplish. 


THE QUALITY OF THE BASIC OIL DETERMINES 
THE KIND OF LUBRICATION A MOTOR GETS. 


That's why we are emphasizing this plain 
truth to millions of motorists in our 1954 


Association advertising: 


Today's BEST oils 
start with 
Nature’s BEST crude 


Just like the headline of this ad, here is a 
statement that all motorists will quickly 
understand ... And here, indeed, is the 


single BEST reason 
for you to stock and 
promote the sale of 
a brand of Penn- 
sylvania Motor Oil. 


ae Oo < AOS 
£ ¢ Oil ASSOG\S 
| era : 


COPYRNGRT 1922 0 5. A OT POMRSTLOAME GRABE CONDE OM ASSOC TION 
‘TRARE MARE REGISTERED OS PATENT OFFICE 





We are telling the plain truth about today’s motor oils to millions of motorists who read 
Saturday Evening Post, Collier's, Time, Newsweek, Holiday, Country Gentleman, Progressive Farmer and Successful Farming. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION - Oil City, Pennsylvania 





instead. 





Other parts of the program wou! | 
provide mandatory mail service for 
renewal of driver licenses and op- 
tional mail service for renewal «f 
car registrations. There would b= 
an increase from $1 to $2 for be- 
ginners’ driving permits, good for 
60 days instead of the present 30 
days. 


Meyner agreed with all major 
recommendations in the proposed 
program except the proposal for 
a flat $15.50 fee for cars. 

Contending it would not be “poli- 
tically practical,” he advocated the 
establishment instead of three 
classifications—small, medium and 
large, based on weight—with dif- 
ferent registration fees for each 


classification. 
* * + 


Quarrel in Idaho 


N IDAHO, considerable contro- 

versy is being stirred up by 
proposals for enactment next year 
of legislation to increase the State 
gasoline tax from 6 to 7 cents a 
gallon, and the automobile license 
fee from $5 to $15, to provide a 
total of $4 million in additional 
annual revenue for highway con- 
struction. 


Arizona interim legislative 
study groups are considering the 
possibility of seeking the enact- 
ment next year of a one-cent 
gasoline-tax increase for road 
purposes. 

The Indiana Commission on State 
Tax and Financing Policy, an in- 
terim study group created by the 
1953 Legislature, has made public 
an interim report including a num- 
ber of recommendations of auto- 
motive interest, 


Public hearings will be conducted 
before a final report and recom- 
mendations are issued by the com- 
mission in November. 


Among the proposals in the In- 
diana preliminary report were: 
Fixing of a flat license fee, prob- 
ably of $11, for cars, with the 
property tax on autos to be col- 
lected when licenses are issued; 
elimination of the two-cent Fed- 
eral motor fuel tax so this form 
of taxation would be wholly within 
the province of the states; reduc- 
tion of the 3 percent allowance now 
made to gasoline distributors to 
cover losses in handling and evap- 
oration, with the cut to possibly 
2 percent, adding about $500,000 
yearly to highway funds; consid- 
eration of permitting counties to 
levy a property tax not exceeding 
10 cents for county road purposes; 
tightening of administration, en- 
forcement and penalties covering 
motor-fuel tax for refunds on non- 
highway gasoline, and allowing 
communities to levy a surtax on 


gross income. 
* x * 


Collections Studied 


| NEW YORK, the temporary 
commission on state fiscal af- 
fairs is considering the possibility 
of putting the State’s personal in- 
come tax on a withholding basis 
similar to that used by the Federal 
Government. Colorado and Ken- 
tucky earlier this year joined Dela- 
ware, Oregon and Vermont in 
adopting withholding plans for 
State income-tax collections. 


New highway developments in- 
clude plans of the Indiana State 
Legislative Advisory Commission 
for a start next year on construc- 
tion of a free superhighway sys- 
tem costing $250 million and link- 
ing the cities of Hammend, Ev- 
ansville, Fort Wayne, Indiana- 
polis, South Bend, Louisville and 
Cincinnati. 


The program would be started 
with the return of a loan of $16 
million to the State Highway De- 
partment from the State general 
fund. Federal highway aid and 
State matching funds also would 
be used. 


Sharply increased expenditures 
for street improvement programs 
are being contemplated by a grow- 
ing number of cities. A proposal 
for the issuance of $19.5 million in 
bonds for streets will be voted upon 
Aug. 3 in Kansas City. 

Louisville has drawn up plans 
for a three-year street improve- 
ment program costing $19 million, 
part of which would come from 
State aid and part from municipa! 
bond and other funds. Seattle of- 
ficials are talking about a $10 mil- 
lion bond issue for street and 

(Continued on Page 29, Col. 1) 
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Legislative Roundup 





(Continued from Page 28) 


arterial improvements—to be part 
of a proposed $38 million joint 
State-City program. 

The Illinois Toll Highway Com- 
mission has retained engineers to 
make surveys of five proposed toll 
highway routes which would total 
465 miles and cost an estimated 
$583 million, It is hoped to get 
actual construction started next 
year. 

+ * 7 


Toll Links Studied 


OVERNORS of Ohio, Indiana 

and Kentucky decided at a re- 
cent meeting in Cincinnati that 
surveys aimed at linking Indiana- 
polis, Cincinnati and Louisville 
through a toll-road network should 
be undertaken and financed jointly 
by the three states. 

After receiving a preliminary re- 
port from two engineering firms 
showing that a $52 million Dallas- 
Fort Worth toll highway would be 
economically feasible, the Texas 
Turnpike Authority is taking fur- 
ther steps to get the approximately 
30-mile project under way with a 
minimum of delay. 

In an unrelated development, 
the Texas Fifth Court of Civil 
Appeals, in an opinion being ap- 
pealed to the State Supreme 
Court, reversed a lower court and 
held that private toll roads in 
Texas would be subject to local 
and State property taxes. 
Maryland State Roads Commis- 

sion Chairman Russell H. McCain 
promised to give the State Legis- 
lative Council “definite recommen- 
dations” on toll highways in the 
state by next Oct. 1. 

The New Jersey Highway Au- 
thority announced plans to raise 
additional funds from a $30 million 
to $50 million supplementary bond 
issue to complete its Garden State 
Parkway from Paramus to Cape 
May, and the construction next 
year of an eight-mile northern spur 
to link the parkway with the New | 
York State Thruway. | 


The Coastal Turnpike Authority, | 
a Virginia agency, and its North | 








Nash Sales Jump 
34% in 10 Days 
to 11-Month High | 


DETROIT. — Nash new-car sales | 
rode to an 11-month high in the} 
last 10 days of June, showing a 54.3 | 
percent increase over the preceding 
10-day period, H. C. Doss, Nash| 
sales vice-president, disclosed last 
week. 


Total sales for the second quarter 
were up 44.7 percent over the first 
quarter, Doss said, while field in-| 
ventories dropped more than 39 
percent to set a new low for the) 
year. 


Used-car sales have strengthened 
and Nash dealers have a 33-day 
supply of used cars, compared with 
the industry’s national average of | 
39 days, Doss said. 

During the 10-day period ended | 
June 30, Nash dealers sold 4,225) 
new cars, compared with 2,739 dur- | 
ing the previous 10-day period, he 
said. The largest increase was noted 
in the Statesman series, with 69.3 | 
percent, followed by the Ambassa- | 
dor, 57.8 percent; Rambler, 55.1 per- | 
cent, and Metropolitan 23.5 percent. 


Doss attributed the boost to ag-| 
gressive selling and the develop-| 
ment of the Nash All-Weather Eye 
air-conditioning system for the Am- | 
Soenniia, Statesman and Rambler 
ines. 


Baltimore Chrysler Firm 


To Auction Equipment 


BALTIMORE. — A voluntary | 
liquidation sale by public auction | 
will be held by Young & Newton, 
Inc. (Chrysler-Plymouth) Wednes- 
day (July 21). 

The sale of tools, equipment, | 
Parts and accessories will be held 
at the dealership, 3317 Keswick Rd. 


Sweeney Chartered 
Sweeney Buick, Lorain, O., has 
been granted incorporation papers 
for $140,000 capital. 





Carolina counterpart, the Carolina- 
Virginia Turnpike Authority, have 
worked out preliminary details of 
new plans for a multimillion-dollar 
oceanfront turnpike between Nags 
Head and Virginia Beach. 

The Arkansas Highway Depart- 
ment has retained an engineering 
firm for a feasibility study of a 
toll road from Little Rock to West 
Memphis. 

In one of a number of recent 
court rulings on fair-trade laws, 
the Delaware Supreme Court up- 
held the constitutionality of that 
state’s fair trade act “non-signer” 
provisions, permitting manufactur- 
ers to bind all retailers in the state 
to minimum resale prices of their 
branded products through contracts 


requiring the signature of only one 


retailer. 


The New York State fair-trade | 
act was again upheld by the State | 
Court of Appeals, but a lower court | 


in Arkansas ruled that the fair- 


trade law there was unconstitu- 
tional. Meanwhile, a fair-trade act 
repealer was killed in the Louisiana 
Legislature. 

* + * 
|Parking Developments 


NEW developments affecting off- 
street parking include a Dela- 
ware Supreme Court ruling uphold- 
ing the power of the Wilmington 
Parking Authority to condemn land 
for off-street parking purposes and 
to lease space in a projected off- 
street parking building to private 
enterprise to the extend that such 
leasing is necessary and feasible 
to enable financing the project 
through revenue. bonds. 

The court also cleared up other 
legal questions involved in the au- 
thority’s plans to build an off-street 
parking facility which may cost as 
much as $7.8 million. 

Constitutionality of a 1947 In- 
diana off-street parking law, em- 
powering cities to issue bonds for 
such purposes, was upheld by the 
State Supreme Court in a case 
originating in Valparaiso. Powers 
of the city of Milwaukee to pro- 
ceed with plans for an off-street 
parking program were upheld by 
a lower court ruling, expected to 











Except for its rubber wheels, 
this auto was built in replica of 
a railroad engine by an Indiana 
man in 1919. Its top speed was 
50 miles per hour. 





be appealed to the Wisconsin Su- 
preme Court. 

A group of Kansas industrialists 
has been organized under the tem- 
porary chairmanship of L. E. Weiss, 
Augusta, president of Spencer-Saf- 
ford Loadcraft, Inc., to conduct a 














Toughest jobs on wheels 
... are jobs for Kelsey-Hayes 
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campaign for enactment next year 
of a state “right-to-work law,” ban- 
ning the closed shop and other 
forms of compulsory unionism. 

A similar proposal is pending in 
the Louisiana Legislature, with 
such measures expected to be 
sought next year in several states. 

New right-to-work laws were en- 
acted earlier this year in Mississippi 
and South Carolina, bringing to 
16 the number of states which now 


have such statutes or amendments. 
* * * 


Wis. County Road Group 
Urges 2-Cent Gas Tax Hike 


County highway committeemen 
in Wisconsin have indorsed legisla- 
tion calling for an increase in the 
State motor fuel tax from 4 to 6 
cents a gallon at a midsummer road 
school in Madison sponsored by the 
Wisconsin County Boards Assn. 

The County highway policy mak- 
ers also urged an inventory of the 
14,000 miles of County road needs 
and a series of district meetings of 
County highway officers to discuss 
the distribution of the higher 
budget of Federal aid for second- 
ary roads which will be available 
next year under the new Federal 
highway aid act. 








Keeping heavy loads on the move where the going 


gets tough is routine rolling for Kelsey-Hayes Wheels. 


They’re built to take it. They’re engineered for 


brutal punishment with an extra measure of strength and 
stamina for steady, trouble-free rolling on the job, any job, 
anywhere. And the makers of motor vehicles know this. 
For today, as in the past 45 years, they rely on Kelsey-Hayes 
for wheels of rugged dependability—wheels for trucks, 


trailers, tractors, buses and passenger cars. 
Kelsey-Hayes Wheel Co., Detroit 32, Mich. 


KELSEY @ HAYES 


World’s Largest Producer of Automotive Wheels 


Wheels, Brakes, Hubs, Brake Drums, Special Parts for all Industry ° 


9 Plants—Detroit and Jackson, Mich. ... 


McKeesport, Pa. ... Los Angeles... Windsor, Ont., Canada ... Davenport, la. (French & Hecht Farm Implement and Wheel Div). 








URADA, May 20, 1954, was 
the 27th anniversary of the 


“lone-eagle” flight of Charles A. 
Lindbergh, in the Spirit of St. Louis 
from New York to Paris, which 
first opened the eyes of indifferent 
millions to the progress of aviation, 
and won for him the $25,000 Ray- 
mond Orteig prize. 

Telling what made his flight 
possible, Lindbergh had the good 
sense to say, “It was not the act 
of a single pilot—but the culmina- 
tion of 20 years of aeronautics re- 
search and the assembling of all 
that was practicable and best in 
American aviation. It represented 
American industry.” 

For the enlightenment of the 
younger boys and girls who were 
not around at the time, I’m “lift- 
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Now serve all your 
ustomers by stocking 


just 2 grades of oil 


Vy 


ing” a few brief paragraphs from 
this writer’s “spotlight history” of 
aviation, entitled “Four Miles South 
of Kitty Hawk,” published in 1942. 
| They explain what the boy had in 
mind when he spoke. 


| 


| The first “extract” carries the 
| subhead, “Is it Hawker?” ... and 
| goes on: 


| “May 18, 1919, (eight years be- 
fore Lindbergh) ... 5:51 p.m. 
Down the slope of Mount Pearl 
Farm, St. Johns, Newfoundland, go 
Harry Hawker and Kenneth Mac- 
Kenzie Grieve, in a Sopwith plane, 
named Atlantic, headed for any- 
where in Ireland, 1,880 miles. A bit 
of loose solder in radiator clogs 
circulation, starts boiling, forces 
them down. 

“London, May: 24... Mrs, Harry 
Hawker receives message of sym- 
pathy from the King. 

“Sunday, May 25, 10:55 a.m., 
Lloyd’s of London signal station on 
Butt of Lewis. Tiny steamer flags 
spell out... “Mary of Copenhagen” 
.. . Four hoists . . . “saved hands” 
... Five more .. . “Sopwith aero- 
plane”... Flags flutter up on Butt 
of Lewis. “Is it Hawker?”, the flags 
spell out. 

OE. : 0.6 

“London wild with excitement... 
King decorates flyers . . . consola- 
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DeSotos Demonstrate Power Steering— 


In order to demonstrate the safety of coaxial power steering, the right front 
tires of these DeSoto cars were blown out at 60 miles per hour at the Chrysler 
proving grounds with no resultant swerve or skidding. 
| 


tion prize of 5,000 pounds awarded “On the day Mrs. Hawker re- 

by London Daily Mail. Hawker} ceived the royal telegram, Capt. 

is killed July 12, 1921, in airplane| John Alcock (D.S.C.), pilot, Lt. A. 

accident.” Whitten Brown, R.A.F., navigator, 
with Vickers—Vimy bombing plane, 
two 350-horsepower Rolls - Royce 
| Eagle engines, arrive in Newfound- 

“First land. 

| “On Sunday, June 15, 8:40 a.m., 


* * * 


Across the Atlantic 


HE next subhead reads, 
Transatlantic Non-Stop.” 





NEW CONOCO Super MOTOR OIL 
5W-20 


Now you can offer your customers year-round Oil-Plating 
engine protection—from the very first ‘“break-in’’ to the final 
trade-in. For New Conoco Super 5W-20 and 10W-30 are free- 
flowing motor oils of highest film strength for all modern cars 
designed to use 5W through 20 or 10W through 30 oil. There’s 
no changing of grades from season to season— 


yet there’s complete 


and easy starting—even in extremely cold 
weather. And the “super” detergency of 
Conoco Super 5W-20 and 10W-30 helps cut 
out annoying complaints by keeping valve 
lifters clean and free of sticking. 


For higher profits and simpler inventory, start using 
new Conoco Super 5W-20 and 10W-30 right now. 
Call or write your nearest Conoco man! Or contact: 
Continental Oil Company—Albuquerque, 
Chicago, Denver, Fort Worth, Houston, Kansas City, 
Lincoln, Los Angeles, New York, Oklahoma City, 
Salt Lake City, or Ponca City, Oklahoma. 


The only year-round motor oils with OIL-PLATING® 


| Continental Oi! Company 


Oil-Plating protection 
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Butte. 


@ 5W-20 is an SAE 20 oil 
with starting characteristics of a SW. 


acteristics of a 1OW. 
IMPORTANT ADVANTAGES 


@ Help prevent knocks by reducing carbon 
deposits. 


@ Increase gasoline mileage. 

@ Replace 4 regular grades. 

@ Keep valve lifters free and clean. 
@ Flow readily in all temperatures. 


@ Give Ojil-Plating protection through a patented 
process by actually fastening a protective 
shield of oil to engine's metal parts. 


—— 
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4 
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W-30 is an SAE 30 with starting char- 


In new, easy-to- 
recognize cans with 
gold panel that sets 
them apart from 
regular grades 


Vy 
TIT} 


© 1954, 


Continental Oil Company 





Aleock and Brown finish perilou: 
flight in continuous soupy fog 
land on the coast of Ireland .. 
nose over as wheels sink in « 
bog ... 16 hours across the At 
lantic. 

“Welcomed by Churchill... dec- 
orated by the King. Prize of 10,005 
pounds, awarded by London Daii:; 
Mail for the first nonstop fligh: 
across the Atlantic. 

“One week after Brown is 
knighted he sustains fatal injury i: 
crash of amphibian at Cote d’ Ev 
rard, Normandy.” 

Those are the things that “Slim 


|Lindbergh had in mind when he 


took off that day for Paris. 

The temptation is irresistible to 
compare Lindbergh’s flight with to- 
day’s casual jaunts over the ocean 
His emergency equipment included 
a hunting knife, a ball of cord, a 
ball of string, a large needle and a 
hacksaw blade. (Must have been 
something of the Viking in that 


Scandinavian adventurer.) 
* + - 


Fast for Those Days 


E CARRIED five sandwiches in 

a brown paper bag but ate only 
one and a half on his flight. The 
plane flew at 120 miles per hour 
and his destination was Le Bourget 
Airport.—It was not marked on his 
|chart of the Paris metropolitan 
area. 

“It’s a big airport ... You can’t 
miss it,” they told him. “Just fly 
northeast from the city.” 

He didn’t miss it and 100,000 
Frenchmen were at the field to 
| greet him. Newspapers all over the 
world gave their front pages to the 
| story. 

Today the metropolitan papers 
carry advertisments imploring 
readers to fly to Europe. Accom- 
modations are luxurious ...cham- 

| pagne at dinner if you want it 

-+- Spiral stairways running down 
| to the cocktail lounges ... food 
| and companionship, talk and quiet 
| for the choosing. 
| Millions and millions of miles are 
being flown with even greater safety 
| than Grandpa and Grandma were 
| really certain about when the ex- 
| press came roaring down the valley, 
scaring hell out of poor old Dobbin. 

P.S. Charles Lindbergh is one of 
the few men I have known who 
became a “knight in shining armor” 
and didn’t go “haywire” under the 
deluge of publicity. He has lived 
to deserve every honor that has 
been conferred upon him. 


| 





Investments Shape 
Future of Jobs, 
NAM Study Shows 


NEW YORK.—Investment spend- 
ing has a long-run stimulating ef- 
fect on employment and growth 
|that consumer spending does not 
| have, the National Assn. of Manu- 
|facturers says in a study entitled 
“Tax Reduction as a Stimulus to 
Employment and Economic 
| Growth.” 

The study defines consumer 

spending as people’s purchases of 
| food, clothing, housing and all the 
other things used in their daily 
lives. Investment spending, it says, 
|includes purchases of industrial 
| machinery and buildings, tools and 
| similar things used in the produc- 
| tive process. 
| Prepared by George C. Hage- 
dorn, assistant director of NAM 
|research, the study follows this 
| course of reasoning: 
“When consumers spend an addi- 
|tional billion dollars on sautomo- 
| biles, the stimulus to employment 
is over and done with when the 
automobiles are delivered. 

“But when investors buy an addi- 
tional billion dollars’ worth of plant 
and equipment, the plant and 
equipment are available thereafter 
as part of the nation’s productive 
facilities. 

“People can be put to work in 
the new plants using the new 
equipment. The nation is strength- 
| ened and standards of living can be 
| raised as a result of our increased 
| productive capacity. 

“Constant investment to improve 
|and expand our productive facilities 
|is the historical process which has 
| made us the richest and most pow- 
|erful nation on earth.” 








Hedges Pontiac Expands 
Hedges Pontiac, Inc., Indian 
apolis, has added 24,000 square fee? 
to its building, bringing its tota! 
floor space to 41,000 square feet. 
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... by Jack Weed 


lacing bed gives me more pleas- 
ure than to open this column 
with an encomium to the AAA for 
a line it has added to the bulletins 
which go out to all AAA garages 
throughout the nation, This line 
reads: 

“Important—Are you sure your 
hydraulic brake fluids meet SAE 
standards?” , 


Normally, I am quite critical of 
many things that the AAA does, or 
claims to do. But whoever had the 
brilliant idea of putting this most 
important line at the bottom of the 
bulletin should be highly com- 
mended. 

All too prevalent today is the 
thinking expressed recently by one 
important manfacturer of brake 
fluids, who said: 

“We build both SAE grades, 
but also make a fluid that does. 
not measure up to SAE stand- 
ards and will continue to make 

it as long as our dealers and their 
customers demand it.” 

I just can’t understand the think- 
ing of dealers who will stock and 
sell a fluid of lesser quality than 
SAE heavy-duty fluid for the dif- 
ference of a few cents a pint in 
wholesale cost. 

* 


SAE Standard 


O IT is with considerable elation, 

I might say, that I am able to 
commend an organization, which 
reminds garages in particular—al- 
though I understand that there are 
far too many franchised dealers 
who also are penny-wise but safety 
foolish — to safeguard their cus- 
tomers’ lives and property as far 
as possible by selling only fluids 
that have a reasonable certainty 
of top quality. 

The wording on the package, 
“The contents of this can meets 
or exceeds SAE standards” is an 
assurance to a dealer that the 
fluid he sells is made to stand- 
ards that assure the vehicle 
owner it won’t vaporize in hot 
weather or under severe brake 
applications, that it won’t harm 
the rubber parts of the brake 
system, or that it won’t freeze in 
sub zero weather. 

There is no doubt in my mind 
but that thousands of the accidents 
—particularly the fatal ones—in 
which the police are at loss to find 
the reason for the crash, are due 
to brake failure caused by poor 
fluid, fluid that has become adult- 
erated through condensation, be- 
cause poor fluid was added to the 





of brake linings of such poor grade 

that they would not stand even one 

“panic” stop. 
oe 


Washer Check 


a™ speaking about safety, I 
would also like to start some- 
thing that I think has considerable 
merit. I got a letter this morning 
from Nat Hopkins, a Detroit ad- 
vertising agency head who handles 
the account of a windshield washer 
account. He says: 


“In view of the importance of 
clean windshields to highway 
safety, I am wondering how the 
organizations (Bud Darlington, 
please note), sponsoring the cur- 
rent vehicle inspection campaign 
happened to overlook windshield 
washers when listing items to 
be checked.” 

I am in full accord with Nat that 
we are missing an important check. 

At least all cars equipped with 
windshield washers should have the 
washers checked to see that they 
are in proper working order, just 
as much as they check the wipers 
to see that they work and are 
equipped with blades. 

I know from my own experience 


that I depend on the washers on my 
(Continued on Page 38. Col. 1) 


* 





Winners of Ford Service Competition— 





ITEMS CHECKED 
Brakes ............ 
Rear Lights .. 
Front Lights 
Exhaust System . 
Steering 


Tires ‘3 
Windshield Wipers ............. 
MEI se hieckcisisesive 





Total Checked ....... 
Total Unsafe n 
Percentage ...............0....0008 ' 









vehicle.) 
cars and trucks. 


tmericas Motor Vehicles 


Results of '54 May Safety Checkup 


On Pet. On Pct. 
Cars Unsafe Trucks Unsafe 
62,998 25.1 10,019 185 
41,295 16.4 14,394 26.6 
38,113 15.2 6,661 12.3 
26,189 10.4 4,110 1.6 
26,052 10.4 4,010 74 
17,547 7.0 2,276 4.2 
15,948 6.4 3,830 741 
11,497 4.6 3,115 5.8 
8,076 3.2 2,643 5.0 
3,205 1.3 2,986 5.5 





250,920 100.0% 100.0% 





54,044 


Cars Trucks 
364,711 50,485 
144,121 

39% 47% 


(Total vehicles checked during program period—1,071,144, Reports of 66,230 vehicles checked were 
not used, due to insufficient data. Analysis shows average of nearly two faulty items for each unsafe 


* Special community drives in which all vehicles were checked, but reports were not separated as to 
—Compiled by Inter-Industry Highway Committee 
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Service Management 















*City Pet. Total Pet. 
Reports Unsafe Items Unsafe 
24,326 16.7 97,348 216 
39,794 27.4 95,483 21.2 
19,169 13.2 63,948 14.2 
11,541 19 41,840 9.3 
10,712 74 40,774 9.1 
10,921 7.5 30,744 6.8 
9,074 6.2 28,852 6.4 
8,105 5.6 22,717 5.0 
7,969 5.5 18,688 4.2 
3,842 2.6 10,033 2.2 












145,453 100.0% 450,417 100.0% 






City Reports 
All Vehicles Total Items 
589,718 1,004,914 
84,661 252,617 
14% 25.1% 


Safety Month Check Points to Huge Potential ... 





Brake Work Lags 


RAKES continue to be the item 

most frequently found faulty in 
the May Safety Check Program 
sponsored annually by the Inter- 
Industry Highway Safety Commit- 
tee. 

This year, according to W. F. 


Graduates of Detroit vocational schools are congratulated by Carl T. Doman, 
national service manager of the Ford division, upon winning the fourth annual Ford 
Automotive Service Competition. In the front row (from left) are Barbara Van Every, 
George Smith, Bob Copeland, Dave Bonkowski, Dave Kolodziej, Doman, and W. H. 
| Walton, Detroit district Ford service manager. Second row: Igor Kostetsky, Jim Habib, 
good fluid in the system or because | Connie Stefan, Mark Slight, Jim McCollum and Donald Sarna. 

—_——- SS? “ * 


every 10 of the 1,071,144 vehicles 
checked during the drive was 
found to have faulty brakes. This 
represents some improvement 
over last year, when one out of 
every four was found to be in 
such condition. 


Faulty rear lights were second 
as a safety offender, with front 
lights, exhaust systems, steering, 
tires, windshield wipers, glass, 
horns and rear-view mirrors fol- 
lowing in that order. 

* x * 

uss findings point out oppor- 

tunities for dealers to promote 
more service work and sell more 
, accessories. 
| Yet an analysis of service work 
by franchised auto dealers indicates 
| that they did little to get the brake 
correction work pointed up by the 
1953 May Safety Check. Nor have 
they done much since the 1954 
check. 

Even though many franchised 


Hufstader, chairman, one of 


dealers are crying for a higher | 


absorption percentage, most ap- 
pear content to let this needed 
work go to other types of shops. 
During the first half of this year, 
| which includes the Safety - drive 
/month and the month following 


| when dealers should have reaped | 


a harvest of the brake work that 
was turned up in the checks, the 
number of times brake work ap- 
peared on the average dealer’s re- 
pair orders did not change ag much 
as 2% percentage points. 

As shown by the monthly av- 


Unemployment Perils Youth Training 


By Sam Sampson 
Staff Writer 

THE Automotive Service Competi- 

tion program, sponsored by Ford 
Motor Co. and the Detroit Ford 
District, is bogging down because 
dealers are not hiring the pro- 
gram’s graduates, according to fac- 
tory and school officials. 


This year, only 11 students were 
named winners in the competi- 
tion. And of these, only two had 
been offered employment as of 
last week, Stark Hickey, veteran 
Detroit Ford dealer, has agreed 
te hire the first and second prize 
w:nners, 

Last year more than 40 youths 
were selected for the program, and 


competition there was an average 
of 30 winners. 
x * + 
Qcsoo. authorities say that even 
in schools where on-the-job 
| training in dealership shops is part 
of the program, employment pros- 
pects for the 1954 graduates are not 
promising. 

One observer explained, “Be- 
cause of current unemployment, 
dealers are now able to get me- 
chanics out of the factories, but 
they’re passing up a lot of prom- 
ising young men, and the dealers 
will be sorry when their mechan- 
ics return to the plants.” 

This year’s top award winner was 
Dave Bonkowski, a 17-year-old 





in the two previous years of the/| graduate of Cass Technical High 








School, who received a $250 set of 
hand tools from the Detroit Ford 
and Lincoln-Mercury dealers, and a 
motor analyzer from Sun Electric 
Corp. 

* ® ” 


ECOND - PLACE winner was'| 
Dave Kolodziej, 18, also of Cass | 
Tech, and third prize went to Bob | 
Copeland, 18, of Highland Park | 


School; George Smith, 19, Aero 
Mechanics School; Mark Slight, 
18, Wilbur Wright; Connie Stefan, 
18, Wilbur Wright; Igor Kostet- 
sky, 18, Aero Mechanics; Donald 
Sarna, 17, Fordson High School; 
Jim McCollum, 18, Aero Mechan- 
ics, and Joseph J. Habib, 19, Aero 
Mechanics. 


(Copeland decided he would like 


erages, the increase of brake work 
so far this year has been practically 
the normal amount that could be 
expected on a seasonal basis. 

* * ~ 


} ip JANUARY, brake work repre- 
sented 11.95 percent of the items 
on the average dealer repair order; 
in February it rose to 12.40 per- 
cent; in March to 13.25 percent; in 
April to 13.90 percent, in May, the 
month of the Safety check drive, 
to 14.10 percent, and in June to 
14.30 percent. 

Since brakes led all faulty 
items on the over-a-million ve- 
hicles checked, and since brake 
relines can bring the average 
shop from $138 to $20 and more 
than $45 in many shops for labor 
alone, it seems that on this most 
important safety item, franchised 
dealers are passing up a lot of 
profitable service income. 

Figures developed from an analy- 


sis of more than 1,500,000 repair 
(Continued on Page 36, Col. 1) 


‘Smaller Invento 


Is Packard Aim 
In Rotating Parts 


Toe new Packard rotating parts 
inventory plan, including the 
parts control plan, which went into 
effect July 1, is aimed at more than 
aiding the dealer in keeping his 
stock of parts alive and minimizing 
obsolescence. 

It also should enable him to 
carry a minimum stock of parts 
and yet have at least 90 percent 
of the parts he will need to take 
care of customer needs. 

As Packard states in its bulletin 
to dealers, the objective of the ro- 
tating inventory plan is to permit 
the conversion of many Packard- 
type parts in dealers’ current in- 
ventories to specially designated 
| fast-moving common-parts types, at 

the dealer’s option, within any 90- 
| day period from the date of pur- 
| chase. 
| * * * 


ALSO permits the liquidation 





High School. Prizes totaled about to work at the Ford Technical Serv- | i all Packard-type parts (ex- 


$850 in hand tools and Sun Electric 
equipment. 

Other winners were Barant 
Van Every, 18, Wilbur Wright 





NEW PRODUCTS 


| 


Page 44 | 


ice Laboratory while photographs 
of the group were being shot there. 
He inquired, and was taken to the 
personnel man. He soon may be 
working there.) 

Instructors and school officials, as 
well as many service authorities, 
are alarmed by lack of interest in 

(Continued on Page 33, Col. 1) 


,clusive of paints and upholstery 
trim materials) twice each year by 
| exchange with the zone parts ware- 
house within each six-month period 
for specially designated fast-mov- 
ing common-parts types, up to 2 
percent of the total net dollar value 
of parts purchases made from the 
(Continued on Page 32, Col. 4) 
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Study Covering 
Parts Marketing 
Now Available 


CHICAGO. — Copies of the new 
University of Michigan study, 
“Marketing of Automotive Parts,” 
can be obtained from the Automo- 
tive Service Industries Committee, 
111 W. Washington St., Chicago 2, 
Ill., for $25 each. 

The 900-page bound volume cov- 
ers all facets of automotive-parts 
distribution, according to ASIC. 

Complete with charts and graphs, 
the book includes sections on: The 
marketing job to be done; the mar- 
keting structure—patterns of com- 
petition for repair service; market- 
ing structure of selected product 
groups; the vehicle manufacturer 
as a marketer of parts; the whole- 
sale structure, and competitive 
pricing. 

The $60,000 study “probably rep- 
resents the greatest document on 
parts distribution released in the 
history of the industry,” said ASIC 
in quoting some of its members. 








spre a) 





GM Breaks Ground for Milwaukee Center— 


Present at the ground-breaking ceremonies for General Motors’ training center in 
Milwaukee were (from left), John Scudder, Buick zone manager; Walter Baker, Chevro- 
let assistant zone manager; Clyde Swartz, Oldsmobile zone manager; Harry Holly- 
wood, Cadillac district manager; John E. Dickens, Pontiac zone manager, and Myrle 
E. St. Aubin, director of the GM service section. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 
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Packard Parts Plan Aims 


Dealers to Cut Inventory, Keep Stock 
Alive, Prevent Obsolescence 


(Continued from Page 31) 


zone parts warehouses during the 
six-month period involved. 

This approach to aiding dealers 
in the control of their parts stock 
inventory is considered new to 
dealers handling independent car 


makes. 

The plan is intended to accom- 
plish for Packard some of the ad- 
vantages that are intended in the 
General Motors Parts merchandis- 
ing plan which was announced 
earlier this year, in that it is aimed 
to bring Packard a larger share of 
the dealers’ total parts sales. 

oa 


AFEROXIMATELE 58 percent of 
all the parts business now done 
by Packard dealers is on Packard- 
supplied parts. According to experts 
in the industry, this is considered 
more parts sales than is generally 
obtained by most factories from 
their dealers. 

Dealers must carry from 3,000 





~ This one MoPar oil filter (and element) now 
fits 7 million cars...cuts inventories 


Model of Car 


MoPar “Thrift-T: 


Oil Filter on 182) 
and Micronic Oil 


Element (#1121 694) 


Engineered for all “Sixes” built 
by Chrysler Corporation. Easy 








1934-1954 

.. . . 1934-1954 

see eee « 19941954 
oe ee » 1934-1942 


FIT ALL ‘‘SIXES’’. The chart above represents over 7 million 
Chrysler Corporation cars now on the road. And nearly every one 
is a prospect for the ‘‘Thrift-Type’’ Oil Filter and Micronic Element. 





THE 10 FEET of pleated material in each MoPar element gives 
over 8 times the filter surface area of ordinary-type filters . . . 
stops abrasives as small as one micron (.000039 of an inch). 


MoPar identifies 
thousands of official 
Chrysler Corporation 
parts and accessories. 
Display this sign! 








MoPaAR 


for you to order, stock, and sell 


Here is one of the hottest selling items in the 
replacement parts business—the MoPar 
“Thrift-Type” Oil Filter with replaceable 
Micronic Element. 

It’s designed to fit some 7 million 6-cylinder 
Plymouth, Dodge, De Soto, and Chrysler cars 
now equipped with the sealed-type oil filters. 
It’s built and priced to sell easily. Just mention 
its many advantages and you’ve usually got a 
customer. You'll get repeat ‘business, too, 
because the Micronic Element should be 
replaced every 5,000 miles. 

MoPar filters and elements are easy to order 
and stock, require low investment because just 
one type fits so many cars. No lost dollars 
through obsolete filters . . . no waste time 
ordering, handling, or installing, either. Order 
now from any Chrysler Corporation dealer or 
parts wholesaler. 

And always install MoPar products on all 
Chrysler Corporation vehicles. The MoPar 
label is your assurance of and accessories 
that fit right, work right, last longer . . . bring 
you lasting customer satisfaction. 


PARTS DIVISION 
CHRYSLER CORPORATION 
DETROIT 11, MICHIGAN 


to 3,500 different parts items in 
their stock in order to have what 
is considered a basic parts stock. 


Of these, the average dealer gets 
approximately 50 percent of his 
business on approximately 400 to 
450 items, 

In the case of Packard, 1,700 
items is considered basic for even 
the large dealers and represents 90 
percent of sales. Smaller dealers 
carry around 1,000 items, represent- 
ing approximately 60 percent of 
sales. 

o s s 

A SURVEY taken a few years ago 

indicated that four general 
groups of parts represented 40 per- 
cent of the independent repair 
shops’ parts sales. But in the case 
of these, each group, such as brake 
parts for instance, might run into 
30 to 40 items. 


The same is true with jobbers 
parts sales. It is considered that 
10 to 12 lines represent the bulk 
of jobber parts sales. But here, 
too, each line may represent from 
30 to 50 items. 


Benefits expected to accrue to 
Packard dealers from the rotating 
inventory plan include protection 
against parts obsolescence, improve- 
ment of dealer inventory turnover, 
encouragement toward more alert 
parts ordering and inventory con- 
trol and increased incentive awards. 


4 New Chapters 
Added to Auto 


Testers’ Society 


CHICAGO. — Four new chapters 
have been admitted by the Society 
of Automotive Testers, it has been 
announced by James McCoy, secre- 
tary of the parent chapter. 


The new chapters—in Orlando, 
Fla.; Mt. Vernon, Ill.; Milwaukee, 
and Rockford, Ill.—will join five 
other chapters in the organization, 
comprised of service managers, 
parts managers, tuneup men, sales 
engineers and others in the auto 
service industry. 


The purpose of SAT, according to 
McCoy, is to improve standards of 
workmanship and administrative 
management in the auto service in- 
dustry through scientific control 
methods. 


A further aim, he said, is to carry 
on a program of education in co- 
operation with manufacturers and 
trade journals having to do with 
trade surveys and reports. 


Training programs and the use 
and development of scientific tools 
and test equipment, along with 
clinical control methods, are en- 
couraged. 


Speakers are arranged for most 
of the meetings, and papers are 
presented on new methods, prod- 
ucts and equipment. Also, shop and 
testing procedures are brought out, 
with the aim of keeping members 
well-informed and up to date. 

The organization is publishing an 
eight-page monthly bulletin, The 
Tester. 


Kansas City Chief 
Named by Nash 


DETROIT. — R. C. Mackey has 
been appointed manager of Nash’s 
Kansas City zone, according to 
H. C. Doss, sales en 
vice-president. = 

Mackey, for- : 
merly Oklahoma 
City zone man- 
ager, succeeds P. 
A. McKeown, who 
has been trans- 
ferred to Los An- 
geles as assistant 
zone manager in 
charge of overall 
operations. 

Mackey joined R. O. Mackey 
Nash in 1947 as district manager 
in Memphis, where he later served 
as special representative. He was 
appointed assistant St. Louis zone 
manager in 1950. Prior to joining 
Nash, Mackey was a dealer anc 
| worked for the U. S. Government 
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Young Mechanics Can’t Find Jobs... 


Dealer Shop School Wanes 


(Continued from Page 31) 


the program, for an attempt has 


been made to estimate the future | 


needs of the industry and create 
suitable programs. 

Courses, they say, are carefully 
revised to keep information up to 
date, and are attracting a better 
type of youth. 

*” * * 
gence service personnel, who 
are aware of the shortcomings 
of many dealer shops, feel that 
these graduates would be worth- 
while to employ because: 

1, Young mechanics are scarce 
in dealer shops today. 

2. Service shops need men who 
are skilled at servicing power ac- 
cessories, new engines and new 
engineering features. 


3. It is necessary that the ma- | 


chinery for such training programs 


be continued now to keep the serv- | 


ice labor pipeline full. Dealers, 
however, must share some of this 
responsibility with the auto makers 
and schools. 
* * * 

. Ford program this year was 

much more competitive than in 
previous years, because a difficult, 
selective test, drawn up by Ford 
service personnel, was added to the 
agenda. 

After the boys were chosen by 
their schools as being the most 
promising, the group was sifted 
down further by the Ford district 
test. 

The 11 winners were then the 
guests of the Detroit Ford district 
service department for a week, 
where they were “further intro- 
duced” to Ford Motor Co. ve- 
hicles. During this training, too, 
the boys competed with each 
other, and on the basis of the 


400 Request Space 
At ASI Show 
In Chicago 


CHICAGO. — More than 400 re- 
quests for space at the 27th Auto- 
motive Service Industries 


last week. 

The exhibition will be held here 
Dec. 8-10 at the Navy Pier. “Drive 
and Thrive in ’'55” is the show 
slogan. 


Of the 400 requests, approximate- 


ly 70 percent concentrate on mer- 
chandise display, while the other 


30 percent will meet with jobbers | 


in conference booths. 


Emphasis on sales tools and pro- | 


motion plans designed to assist 
jobbers and salesmen will be one 
of the main themes of the exhibit. 

The drawing for the exhibit and 
conference booths will take place in 
the Conrad Hilton Hotel July 14 
and 15, and manufacturers will be 
officially notified of space assign- 


ments immediately after the draw- 


ing. 


Traction Study— 


Two employes of the Detroit plant of 
U.S. Rubber Co. study a print taken on a 
deflection machine, which determines the 
Gmount of tire rubber in contact with the 
road. 





Show | 
have been received, it was revealed 


three tests, three winners were 
chosen. 

While with the Ford division, the 
boys were trained in engine assem- 
bly and disassembly, electrical sys- 





MEWA Releases Study 
Of Operating Expenses 

CHICAGO.—The 1954 edition of 
the “Cost of Doing Business in 
the Automotive Wholesaling In- 
dustry” has been released to mem- 
bers of the Motor and Equipment 
Wholesalers Assn. 

The booklet establishes a 
standard of performance with 
which automotive wholesalers 
might compare their own opera- 
tions. It shows trends which re- 
veal changes in profit margins 
and operating expenses reflecting 
the impact of the current eco- 
nomic situation on the automo- 
tive wholesaling industry. 














tem checking and diagnosis, and | 





were given short courses on Fordo- 
matic, front suspension and drive 
line assemblies. They were also 
tested in public speaking. 

* * * 





T THE awards luncheon at 
Ford’s Livonia plant, Carl T. 
Doman, Ford division service man- 
ager, declared that all the youths 
were winners, because all had done 
so well in the extremely tough com- 
petition. 

Ford district’s Automotive 
Service Competition was started 
in 1951, when 22 boys were named 
for awards and offered to dealer 
shops. Since that time, except for 
this year, the number of youths 
in the program has grown. The 
division has kept track of the stu- 
dents entered in the program, and 
reports a fine record for its pro- 
gram, 

In 1952, nearly 50 percent of the | 
students in the program found em- | 
ployment with Ford dealers. In | 





field was narrowed down to help 
i bring out the best possible students. 

But it is reasonable to suppose that 
dealer response to the program an- 
nouncement also has resulted in re- 
ducing the number of participants. 


* * * 


W. H. WALTON, Ford district 
* service manager, said that he 
hopes to place all of the youths in 
| Ford or Lincoln-Mercury dealer- 
| ships. 


“There is so much automotive 
service on the streets of Detroit 
that should be done, that it 
seems inconceivable that there 
are not spots for these, and many 
more boys, who have shown an 
interest in auto mechanics,” Wal- 
ton said. 


Los Angeles Dodge-Plymouth 
dealers also have taken an interest 
in young mechanics, and they are 
sponsoring a trouble-shooting pro- 
: ram for graduat ach ; 
by Bear Mfg. Co. They are the first | 554 aes were tae Steele an 


foreigners to compete for the award, | ry 
which is presented to students who show | Hien queen’ [Ss 
outstanding ability at the Bear Safety | Detroi th sie 
Service School in Rock Island, Ill. etroit sc ool authorities said 
_________| that Chrysler-line dealers were ac- 
s .,_,_, | tive in cooperative programs in the 
placed, according to the district | city this year, and than some boys 
office. soon would be placed in Chrysler, 
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. | 1953, slightly over 50 percent were| This year, the factory said, the! DeSoto and Dodge dealerships. 


{ADVERTISING REVENUE 


j The American Home has shown the largest gain in number 
f of advertising pages for the first 6 months of 1954 of any 


; major magazine 


Home audience 


(with over 3 million circulation). 


CIRCULATION — 3,000,000 PLUS 


There’s only 12.1% inter-duplication when The American 


is combined with that of the other mass- 


circulation home-service magazine. 


Naturally, your sales will go up, too—with The American Home 


on your automotive schedule. 


THE AMERICAN HOME 


PENOBSCOT BUILDING + 


DETROIT, MICH 
WOODWARD 5-9878 
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Use both indoor and outdoor advertising. 
They reach people in different places, at different times— 
to broaden the scope of your advertising 


and increase the power of your over-all campaign. 


National Sales Representative ot the Outdoor industry 
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Safety Check Ignored by Dealers... 





Brake Service Lags 
Despite Cited Need 


(Continued from Page 31) 


orders by John E. Wolfe Co. indi- 
cate that perhaps dealers did take 
a slight advantage in the incidence 
of faulty steering that showed up 
in the safety checks. 

The number of times that chassis 
work appeared on the average re- 
pair order rose approximately two 
percentage points in May over 
April, and remained fairly constant 
for June. But the increase in chas- 
sis work also could well have been 


influenced more by the season than | 


by the safety program. 


* * * 


HIS is indicated by the fact 
that the analysis shows chassis 
work appearing on 17.85 percent of 
R.O.’s in January, 18.55 percent in 








cent in May and 22.50 percent in 
June, 

Body work might have well 
gotten a little boost in May due 
to the faulty glass turned up in 
the national check. But accord- 
ing to the repair order analysis, 
body work appeared on 11.45 per- 
cent of all tickets in January, 
12.15 percent in February, 12.35 
percent in March, 12.20 percent in 
April, 12.50 percent in May and 
12.00 percent in June. 


There are no figures available 
| that would indicate whether those 


dealers who did a thorough and 


workmanlike job of checking their 


customers cars took a sales ad- 


vantage of the high incidence of 


faulty rear and front lights turned 


February, 20.35 percent in March,|up by the check, nor the tires, 
20.95 percent in April, 22.55 per-| horns and rear view mirrors. But 





“Shown a profit every year since | opened in ’37!” 











Bear Demonstrates On-Car Balancer— 


In Rock Island, Ill., Bear Mfg. Co. demonstrated its new on-car balancer. Joe Perene, 
sales vice-president, addresses the meeting. Similar introductory meetings were 


held on both the East and West Coasts. 


it can be assumed, from the fig- cars before the touring and heavy 
ures resulting from brake, body and | driving season begins. However, the 
|mere fact that in most cases the 

The May Safety Check program | checking is done by franchised 
is held primarily to catch unsafe | dealers, channels the dealer directly 


chassis, that they did not. 


—reports the senior partner in Northern Truck Service of Green Bay, Wisc., 
as he tells about the development of a standout all-truck dealership. 


A. F.“*Top” Toppins and his partner, H. E. Kuska, 
acquired their GMC franchise just 17 years ago. 
Today the business spreads out into two big truck 
centers on opposite sides of Green Bay. From 
them, they serve some of the biggest fleets in the 
Great Lakes area. 


‘‘Good operators who keep cost records have found 
GMC’s the best,’’ says Toppins. ‘‘Some of the Diesels 
I’ve sold have covered 2,000,000 miles—and are still 
going strong. 76% of my orders are ‘repeats’ from 
satisfied GMC users.’’ 


But even this repeat business is far from automatic. 
There’s plenty of competition in the area—and most 
of it has lower price tags. 


“It’s just as easy to sell on value as on price—when 
you make a customer realize he’s getting the best truck 
built,’’ declares Toppins. ‘‘If more dealers would sell 
trucks properly instead of labeling them ‘necessary evils’ 
to a car business, they’d make money on them. I have 
—for a long time.’’ 


Toppins is equally enthusiastic about the GMC’s 
he sells and the GMC organization he represents. 
Named to the General Motors Dealer Council 
last year, he made several recommendations that 
influenced the styling of the 54 GMC’s. 


‘Everyone from Mr. Curtice down was so receptive 
to our suggestions and points of view, you couldn’t help 
being proud to be part of such an organization—or 
confident of the future,” Toppins says. ‘‘My biggest fleet 
accounts are keenly interested in GMC’s new Hydra- 
Matic haulers.” 


Does the grass look pretty green to you on“ Top” 
Toppins’ side of the fence? 


If you’re in an open GMC territory, drop us a line. 
Get the rest of GMC’s continuing success story— 
and find out what could be in it for you! 


Sella modern truck ! 


GMC Truck & Coach—A General Motors Division 


into this tremendous replacemer. 
source of profitable customer labo 
work—if the dealer is alert to th 
opportunity. 
* * * 

—— is an element of dangé 

to the franchised dealer, wh 
sorely needs this work and regula: 
maintenance work, if he is to con 
tinue a profitable business in the 
highly competitive market that has 
been in evidence this year. 


This threat is developing in 
the number of communities that 
followed the Dothan plan this 
year in setting up cooperative in- 
spection facilities to check ve 
hicles, 


In nearly every instance of this 
community effort, there were prac- 
tically as many independent service 
shops cooperating as there were 
franchised dealers. This, of course, 
widened the field of those who 
were on the job when the faulty 
items were found and gave the 
franchised dealer that much more 
competition for the available serv- 
ice work. 


In this year’s check, 145,453 of 
the faulty items found out of the 
total of 450,417 were developed in 
the community checks. Thirty-eight 
communities participated in the 
check and there is little doube that 
the list will be considerably ex- 
panded next year, unless dealers 
step up to the job themselves. 

* * * 


eee participating this 

year included Montgomery, Ala.; 
Little Rock, Ark.; Fresno, Calif.; 
Hayward, Calif.; Cocoa, Fla.; Day- 
tona Beach, Fla.; Gainesville, Fla.; 
Cartersville, Ga.; Joliet, Ill.; Wil- 
mette, Ill.; New Castle, Ind.; Sioux 
City, Ia.; Coffeyville, Kans.; Garden 
City, Kans.; Wichita; Monroe, La.; 
Muskegon, Mich.; Bemidji, Minn.; 
Fairmont, Minn.; Greenville, Miss.; 
Butte, Mont.; Great Falls, Mont.; 
Harve, Mont.; Hornell, N. Y.; Ak- 
ron; Dover, O0.; Columbus, O.; 
Hamilton, O.; Youngstown, O.; 
Oklahoma City; Greenwood, S.C.; 
Kingsport, Tenn.; Wenatchee, 
Wash.; Madison, Wis.; Beckley, 
W. Va., and Casper and Cheyenne, 
Wyo. 

Unless a dealer has instituted a 
program to develop brake busi- 
ness in his shop by using a 
“pedal-throw” checker on every 
car that comes in or by pulling a 
front wheel on every car and 
truck that needs a brake adjust- 
ment before the work is per- 
formed, this May safety month 
check was an ideal time not only 
to go after the work needed im- 
mediately, but to develop a list 
of customers that will need brake 
relines in the near future. 

Brake authorities have found that 
one of every three cars on the road 
needs brake work of some kind. 
Pulling a wheel on every car that 
comes into the shop for any work 
that detains it long enough to make 
this check, is paying off handsome- 
ly for many shops. 

Factories too, are beginning to 
put a brake check at stipulated 
mileage intervals in their owner 
manuals and this idea can easily be 
developed until, having a brake 
| check every so many miles, will be- 
come as much of a “habit” service 
as lubrication and oil changes. Fac- 
tory recommendations run from 
every 5,000 miles to every 15,000 
| miles. 





* * * 


ELLING brake service these 
days is not difficult once a deal- 
er gets his organization into the 
habit. In fact selling any needed 
service is not hard when every man 
in the shop, and particularly the 
lubrication man, is looking for it on 
every car he works on, and will 
take the time and effort to note the 
needed service on the hard copy or 
on a form that the dealer can 
furnish. 

Dealers should have enough in- 
terest in their customers, and in 
their own business, to make every 
effort to make every month a 
May safety month. 

They should continually point out 
to their customers the dangerous 
conditions that are readily apparent 
to mechanics as the mechanic goes 
| about his work on the customer's 
| car, 

60 Buses Ordered 

| BUFFALO.—The Niagara Fron- 
tier Transit System has placed or 

| ders for 60 new buses costing ap- 

| proximately $1,333,000. The firm 

ordered 30 buses from Mack and 3( 

from General Motors. 
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Cash in on the Crankcase Cocktail with this 


WALKER OIL FILTER 


30-Second 
Sales Story 





3 v ~ 
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Two jigeers of water 
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TIME IT YOURSELF! 


Every gallon of gasoline burned in an automobile engine 
produces more than a gallon of water. 

Most of that water evaporates or passes out through the 
exhaust. But some water always blows by the piston 
rings into the crankcase oil. 

Water in the oil is the chief cause of sludge and source 
of corrosive acids. 

Sludge and acids cause poor engine performance and 
costly repairs. 

The Walker Oil Filter is the one filter specifically 
designed to guard against crankcase water and against 
all other dangerous oil contaminants. 


SJ 











WALKER MANUFACTURING COMPANY OF WISCONSIN, RACINE, WIS. @ OIL FILTERS @© EXHAUST SILENCERS @ JACKS | 





WALKER OIL FILTERS 


Ws™ IN THE OIL from combustion blow-by 
is the “‘kick” in the Crankcase Cocktail, the 
destructive mixture that threatens 9 out of every 
10 motorists. And that 30-Second Sales Story 
points up the threat so fast . . . so clearly . . . the 
motorist has only one answer—a Walker Oil Filter. 


Use the 30-Second Sales Story. You’ll find it 
makes sense and sales of Walker Oil Filters. And 
remember, no matter what kind of filter you find 
on a car, there is a Walker Laminar Cartridge 
to fit it. 


To help make sales for you, Walker Oil Filters 
are advertised in LIFE where 26,000,000 people 
see the exclusive Walker “waterproofing” story. 
Walker Oil Filters and LIFE make a great sales- 
building team for you. 


Find out all about the distinctive Walker Oil 
Filter. Get in touch with the Walker distributor 
nearest you... or contact Walker direct at Rac- 
ine, Wisconsin. Do it today! 
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.-+ by Jack Weed 


(Continued from Page 31) 


car to clean the splattered mud 
off the windshield when I am on 
the road. When the nozzle becomes 
clogged (which they do far too 
often) and one needs the washer 
badly and it doesn’t work, it not 
only is exasperating but dangerous. 

Yet I do not remember ever hav- 
ing any mechanic check my wind- 
shield washer to see if it was work- 
ing properly, unless I asked him 
to do so. And in far too many 
cases I have had to stand right 
there to see that they did try them, 
free both nozzles from clogging 
and aim them properly. Boy, how 
it makes my blood boil to have 
some goof work on my washers 
and then, when I need them badly, 
to have the one on the driver's 
side squirting the water over the 
roof or down on the hood. 

You know what I mean. 

a * * 


Service Tip 


Bu to get back to this inspec- 
tion deal. Let’s put windshield 





It’s always 


washers on our inspection proce- 
dure sheets. They serve a very 
worthwhile safety function, if they 
work, And they all will work if 
they are kept in shape and checked 
every once in a while. 

Any safety device is only as good 
as its performance, If the hose to 
the tank is cracked and leaks, if 
the tank is either empty or so dirty 
that the fluid has a tendency to 
clog the nozzles, or if the nozzles are 
clogged or aimed improperly, the 
washer becomes a hazard instead 
of a safety asset. One depends upon 
it, and at the higher speeds and 
more dense traffic we all drive in, 
we need all the clear vision we can 
possibly obtain. 

The car makers are going to 
quite some lengths in their intro- 
duction of “wrap-around” win- 
dows to give us more vision. But 
what good is that extra vision 
if the most important part—that 
part right in front of the driver’s 
eyes—is obscured? 

And here is a little tip for you 


servicemen: 
washer when the customer is in, 
or near the car, it will give you a 
chance to sell another profitable 
item if the car isn’t equipped with 
a washer. When you try to sell 
something that may save the own- 
er’s life, he isn’t going to get mad 
at you. 
* * * 


Packard’s Changes 


ND now I find that I have de- 

voted pretty near all of my 
allotted space for this column to 
doing a little “selling” on my own, 
and still have a bit of very interest- 
ing news that should be put in 
the record. 

I went out to Packard the other 
day and had lunch with Dave 
McNally, the general parts and 
service manager for Packard. Dave 
started a complete reorganization 
of the parts and service depart- 
ments last January and hag the 
new program in complete opera- 
tion now, although there are still 
several things he wishes to add to 
the program and no doubt will con- 
tinue to want to add features as 
he goes along. He is that kind of 
a guy. 

He certainly has streamlined 
the Packard service and parts 
set up along modern organiza- 


| 
If you look for the 


Door Prize Winner— 


Mrs. Jake Avis, of Austin, Tex., won 
the door prize at the Ford-sponsored 
fashion show during the Texas Motor 
Transport Assn. convention. Presenting 
the prize is Zach Brown, Dallas Ford dis- 
trict truck sales manager, and Max Gray, 
Houston Ford district truck sales manager. 


tional lines and put a new “zip” 
into the operation, to my way 
of thinking. 

In his new organizational chart, 
he has three departmental heads 


... With a Pittsburgh 
Open-Vision Store Front! 





Architects: Herman L. Feer & William E. Nast, Boston, Mass. 





ager, Parts and Accessory Ware 
housing Manager and Service Man 
ager. 


uct development, publications, an:i 
the zone P & A merchandising man- 


manager are administrative and 
statistical, central inventory con- 
trol, central warehousing, materiai 
and order control, export and pack- 
aging, and parts pricing managers 

The service department has been 
really streamlined. Now under the 
service manager and his assistant 
are technical service and training. 
claims adjustment, customer rela- 
tions, and something new has been 
added, a service merchandising 
manager. This boy Robinson comes 
from the household utility field 
and is overflowing with ideas, many 
of which he is revising to fit the 
automotive service picture. 

+ > * 


Showmanship 


pA is also putting new “zip” 
into the service department op- 
eration, the kind of showmanship 
that was the enthusiasm builder 
for Chevrolet during the days when 
that organization was out after 
Ford and the kind that Ford itself 
puts on once in a while today. 


For instance, he had the entire 
field force in recently and _ took 
them up to the St. Clair Inn, north 
of Detroit, where they would be 
away from all other attractions, for 
a three-day national conference. 

The backbone of this three-day 
show was wrapped in the theme 
of “One more line,” which is a 
Packard version of a theme this 
department has been playing for 
several years—one more item on 
every repair order. Packard even 
wrote a special song to sell it to 
their men. 

The difference in the Packard 
version is that it is more inclusive, 
meaning not only write that addi- 
tional item but do that one more 


job each day and make that one 
more sale. 


I like the new look in Packard 
service. It has the earmarks of 
being on its toes and should ma- 
terially help Packard dealers to 
make and hold more customers and 
to get a higher percentage of ab- 
sorption, if the field force is able 
to translate the thinking and push 
of the factory boys to the dealers. 

” + +. 


Jobber Show Crowds 


NEWS just comes to us of. the 
final attendance figures for the 
New England Regional Automo- 
tive Show held in Boston recently. 
According to the final tabula- 
tion, 34,540 persons attended the 
show, including approximately 
4,000 manufacturers personnel, 
2,200 sponsoring jobbers and their 
personnel and 28,340 members of 
the trade. 
Three floors of Boston’s Mech- 
anics building was filled with the 
475 booths, taken by 295 exhibiting 





working directly under him—Part: 
and Accessory Merchandising Man - 


Under the P&A manager, are 
managers of promotion and prod- 


ager. Under the P & A warehousing 


@ An open-vision Pittsburgh Store Front 
turns your entire showroom into one big 
showcase that puts your automobiles and 
accessories right out where the passer-by 
can see them. Such a display stimulates 
the public’s desire for the products shown 
... often brings the “looker” inside. Even 
after closing time, the open-vision show- 
room keeps on winning customers and in- 
fluencing future purchases. 


In the eye-catching showroom good use 
was made of several Pittsburgh Store 
Front Products. The unusual tilted front 
is Pittsburgh Polished Plate Glass and 
Twindow insulating units, set in sturdy, 
lustrous Pittco Store Front Metal. The en- 
tranceway features two Tubelite Doors. 

The pulling power of open-vision store 
fronts has been proved—with increased 
sales—by merchants all over the country. 


Why not find out how some of these other 
merchants have used Pittsburgh Store 
Fronts to good advantage in their busi- 
ness ... and also get complete information 
on Pittsburgh Store Front Products? 

It’s easy . . . just send for a free copy of 
our illustrated booklet “How To Give 
Your Store The Look That Sells.” There is 
no obligation, of course. Just fill in and 
mail the convenient coupon. 


manufacturers. The “kickoff” 
Booster Club banquet, held at the 
Sheraton Plaza Hotel, played to 
1,200 Boosters and guests. 


MEWA to Display 
Money Savers 
At Winter Parley 


CHICAGO. — Displays of equip- 
ment and methods to assist auto- 





motive wholesalers in cutting oper- 
ating costs will be a part of the 
Motor and Equipment Wholesalers 
Assn. convention here in December. 


The convention and displays will 


pro-ccccnrr nn 


Pittsburgh Plate Glass Company 


Store Fronts 





1 ! 
; Room 4260, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa. be held just before the Dec. 8 open- 
j th ir Without obligation on my part, please send me a FREE copy of your | aS - eave Service In- 
- | a is modernization booklet, “How To Give Your Store The Look That atries Snow. : 

and Interiors AUG Sells.” The displays of cost-cutting 
| equipment and methods will be seg- 
- | sells BCWNO 0.0. ieee cece ccc ccccccceceneeesseeresescescsescese | regated from those of nonautomo- 

b P tt b h | | E | tive products. 

V 1ttspur ! ae i ae Se trckinds hiaeddines 06s CERES vas na | Both will be integrated with the 
| | MEWA convention program in or- 
| e655 ah canis cee cau wea sa vaude ee OH i Sosa b bees | der to get maximum value from 
a ae ie a J | both. 

Invitations to exhibit will be on 
priority basis to producers of non- 
PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS automotive products as related to 


the experiences of members with 
such products, MEWA said. Invita- E 
tions to distributors to attend the 
displays will be limited to MEWA 
members and selected nonmember 
automotive wholesalers. 
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By Leo T. Parker 
Attorney at Law 

N ALABAMA dealer writes: 

“We have had an audit from 
the Federal Revenue Department 
and one of the items in conflict is 
an item of expense covering par- 
ticipation expenses in the National 
Automobile Dealers Assn. conven- 
tion held in Miami in January, 1950, 
covering the expense of a wife of 
an automobile dealer. 

“The wife was registered as a 
delegate and attended meetings 
of the dealers and separate meet- 
ings of the wives of dealers. We 
understand, of course, that when 
wives go along and are not in any 
way connected with the conven- 
tion that their expenses are not 
deductible. If you have any in- 
formation please forward it to 
us.” 

Answer: The higher courts allow 
for income tax deduction purposes 
all expenses which are reasonable 
and also “necessary” in the con- 
duct of a business. 

* + * 


Wives Not Hired 


OWEVER, in one case an auto- 


mobile dealer. gave a party at 
which he had his own wife and the 
wives of his customers. The court 
refused to allow the deduction of 
expenses of the wives because the 
wives are not employes. 

Now, in the above case, if the 
wife was hired to perform work 
during the time she was at the 
home office, or if it can be proved 
that she rendered services as a 
stenographer, or she entertained 
your customers at the convention, 


_awsuits Affecting Dealers... 
Court Decisions 





it is probable that her expenses | 
may be deductible as reasonable 
and necessary expenses. 

On the other hand, if she went 
as a mere delegate, what service | 
did she render to benefit the com- | 
pany which deducted her expenses? | 

. + + 


Not Deductible 


ENCE, under the circumstances, 

it is my opinion that her ex- 
penses were not “reasonably neces- 
sary in the conduction of the busi- 
ness” and therefore her expenses | 
are not a deductible item. 

See Schultz, 16 T.C. No. 50, 
where a dealer deducted in a | 
single year $8,256 for theatre, 
night club and cocktail parties | 
given for his customers and their 
wives. 

The court approved allowance of 
$5,500 of these expenses but refused 
to approve the total $8,255 deduc- 
tion because the taxpayer’s own 
wife and the wives of the custom- 
ers attended the parties, and it was 
not shown that the wife had per- 
formed any services to benefit the 


dealer. 
* . * 


Death of Livestock 


FLORIDA bank official writes: | 

“In the March 15th issue, your | 
first item dealt with livestock which 
may be involved in a collision on 
an open highway due to the negli- 
gence of the owner of the livestock. 
We would be most appreciative if, 


40 Years with Ford— 


C. J. Seyffer (right), the Ford division’ 7 
Qss'stant general sales manager for dealer | 
relctions, is presented with a plaque by | 
lL. W. Smead, general sales manager, 
upon completion of 40 years of service | 
wit) the company. 





you would give us any more refer- 
ences that you may have dealing 
with this specific type of accident.” 


Answer: See the new case of 
Shepard v. Smith, 263 Pac. (2d) | 
285. 


The facts are that the owner of 
horses let them run unattended on | 
the highway, and at night an auto- 
mobile collided with them, thereby 
causing injury to the driver, dam- 


| passers in the sense that the mo- 





age to the car, and killed one horse | 
and injured other horses. 
> * * 


Accident Avoidable 


_— collision happened where 
there was some light and the 
driver of the automobile may have 
avoided the collision had he used 
reasonable care. 

Also the owner of the horses was 
negligent in allowing them to be on 
the highway unattended. 

Therefore, the jury allowed nei- 
ther party damages. The higher 


| the highway.” 


ler C. M. Gay reports that Florida | 
collected taxes on a billion gallons 


tory in the fiscal year ended June | 
30. Receipts totaled a record $73,- 
court approved this verdict, saying | 823,000 on 1,054,615,000 gallons. 


that the testimony showed that 
both the owner of the horses and 
the driver of the car were negli- 
gent. 

The court said: “Here the evi- 
dence shows the horses were at 
large—that is, loose and unat- 
tended—on an arterial state and 
national highway. At least a 
question for the jury was pre- 
sented, 

“It is true that animals thus at 
large on a highway are not tres- 


torist owes the owner no duty ex- 
cept to refrain from wilful injury. 

“On the contrary, the motorist is 
required to exercise the same de- | 
gree of care that an ordinarily | 
prudent person would exercise un- | 
|der the circumstances. This same | 
| degree of care is required of the | 
owner to keep his animals from| 
running or being unattended upon 





| Glossy Finish for Plastic Auto Bodies— 


| DeVilbiss Co., Toledo, carried out a special surface preparation process on the 
plastic-bodied Kaiser Darrin to introduce a method of painting fiber glass reinforced 
| plastic auto bodies in a conventional manner. DeVilbiss said that with the new 
Preparation, any color paint can be used successfully, including black. Starting with 
| the body in “rough,” DeVilbiss technicians used a specially designed gun to control 
the proper mixture of catalyst and resins and build up a smooth, even surface on 
which to apply paint. 





Record Fla. Gas Receipts 
TALLAHASSEE, Fla.—Comptrol- 
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TIVE NEWS gives you the entire story every week throughout the year. 





Ne?) 


FF 


TIMBERLINE 





ey 
ere h 
\ ss 


DUST-FREE ENA 
ter in 10% to [$ 








minutes 


TOP WORRYING about wrin- 
1 ving! Refinish — — 

Ai tive Enamel plus 

creat new Enamel Reducer, 

_(S-30 ER- 59)... the pe periee 

“combination for ALL-WEA 

CONTROL! 


UST-FREE SURFACE in 
TT pled for more paint 
jobs per day and more profits 


o day! 


£ ONLY 40 TO 45 POUNDS 
3 i Ain PRESSURE. Save wear on 
compressor machinery and re- 
duce paint waste from or, 
spray. Only two ay a 
Permax are needed for e 
average overall paint job! 


2 


— T 
GREEN IRIDESCEN 
§-322 


. OFF. 


/ 
/ 


aioe bt 


ae 





Re ere anes Fag SO ee ere Se Fe ee teens 













% 


Py 


New Chicago Parts Depot for Ford— 


The Ford division's depot in Melrose Park, Ill., has been formally opened with 
dedication ceremonies and an open house. Speakers included Earl G. Ward, parts 
and accessories manager; Ll. D. Crusoe, division general manager; L. E. Briggs, 
treasurer of Ford Motor Co., and Max L. Wiesmyer, general manufacturing manager. 
The depot serves 687 Ford and Lincoln-Mercury dealers in Illinois and parts of 
Wisconsin, Michigan, lowa, Missouri and Indiana. 





Dealer 


Jack Siebold, general manager 
of Harry Apple, Hollywood (Calif.) 
Chrysler-Plymouth dealership, has 
announced the appointment of Al 
Ferreira as sales manager. 

* * * 


Kurland Adds Winberg 


Arthur R. Winberg has been ap- 
pointed district field manager of 
Kurland Motors, Kaiser-Willys dis- 
tributor in Denver, according to 
Maurice L. Kurland. Winberg had 
been assistant general sales man- 
ager of Federal Motor Truck Co. 


* . * 
Heiman Leaves New York 


For Florida Pontiac Deal 


Bernard L, Heiman has purchased 
the Pontiac dealership in Mel- 
bourne, Fla., from H. E. Dunlap. 

Prior to World War II, Heiman 
was general manager of a Chrysler- 
Plymouth distributorship in Glov- 
ersville, N.Y. In 1946 he opened a 
Lincoln-Mercury dealership in 
Gloversville and Johnstown, N. Y. 


Ah BESS 
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He sold this dealership in 1953 and 
opened a used-car business in Glov- 
ersville. His new firm in Melbourne 
will be known as Heiman Pontiac 
Corp. 

+ + * 
2 Firms Become Members 


Of Buffalo Dealer Group 

The Buffalo Automobile Dealers 
Assn. has been joined by two new 
members: 

Main Street Service Station 
(Cadillac-Oldsmobile), Gowanda, 
N. Y., and Ahr & Company Sports 
Cars Sales & Service, Buffalo, 
which sells sports cars. 


* * * 


Commonwealth Appoints 

Appointment of Walter M. Hall 
as general sales manager and R. 
Frank Carpenter as new-car sales 
manager has been announced by 
Commonwealth Motors, Inc., Rich- 
mond, Va. Carpenter formerly was 
sales manager of Bowditch Motors, 
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the owner can “reseal’’ the fin- 
ish and extend the life of the 
Spray Glaze. Your wholesaler 
will tell you about this plan and 
how to obtain “Seven-ite” with- 
out extra cost. 
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Why not get started in a profitable 
Spray Glaze business now. Send the 
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(Name) 


(Firm Name) 


( Address) 


(State) 





Hampton, Va., while Hall was ge: 

eral sales manager of Peebles M: 

tor Co., Norfolk, Va. 
* * 


* 


Keller Named by Defoe 


George W. Keller is the ne 
manager of the truck departmer: 
for Defoe Motors (Ford), Balt 


more. 
* ¥ + 


Merchants Select Maume 


J. D. Maume, vice-president of 
Peninsula Chevrolet Co., Hampton, 
Va., has been elected to the board 
of directors of the Hampton Retail 
Merchants Assn. 

+ 


* * 


Park Circle Opens Lot 


Park Circle Motors (Studebaker), 
McKee’s Rocks, Pa., has opened a 
used-car lot. George Snyder is used- 


car manager. 
* * * 


Hudson Trail Alone 


Hudson Trail Motors, Eighth St. 
and Thirteenth Ave., Miami, now is 
the only Hudson dealership in 
Greater Miami, according to I. Ten- 


drich, proprietor. 
* * * 


Watts Consolidates 


Frankie Watts, who recently pur- 
chased Beach Mercury, Miami, has 
closed the body shop at Waco Mo- 
tors, which he also owns. In the 
future, all body work will be done 
at Beach Mercury’s body plant, 689 
Fifth St. 


* x * 


Granlun Promoted 


Carl Granlun has been appointed 
truck and fleet sales manager of 
Taylor-O’Brien Corp. (Ford), Buf- 
falo. He has been fleet account su- 


pervisor for the past year. 
* * ok 


| Changes in Chevrolet Deals 


Announced in Georgia 


Several changes in Chevrolet 
dealerships have been announced 
by Ralph Smith, Atlanta zone 
manager. 

Mosteller Bros. Chevrolet is a 
new dealership in Chattsworth, 
Ga., operated by J. Paul Mosteller, 
| manager, and William T. Mostel- 
| er. 

Cc. B. Nelley, Ine, is a new 
| dealership in Gainesville, Ga. 

The contract of Swift Chevro- 
let Co. in Sparta, Ga., has been 
cancelled due to the death of the 


owner, 
* * * 


| White-Green Builds 


| White-Green Chevrolet Co, 
Springfield, O., has completed a 
new building at N. Fountain Ave. 
and Rockway St. at a cost of $500,- 
| 000. Ray Bowman is general man- 
ager. 





* * * 


L-M Firm Chartered 


Good Lincoln - Mercury, Wads- 
| worth, O., has been incorporated by 
| Howard L, Good, Mable I. Good and 
| Louis R. Wilson. 

* 


* * 


Chamber Elects England 


The new president of the Holly- 
wood (Calif.) Chamber of Com- 
merce is Pontiac Dealer A. E. 
England. England’s other offices 
are: Director of the Pontiac Deal- 
ers Club and of the Hollywood 
State Bank; member of the Lin- 
coln Club; director of the Civic 
Light Opera Assn.; vice-president 
of the Trojan Club, and president 
of the Wilshire Country Club. 

| * of a 


West End Names Two 


West End Nash, Cleveland, has 
|appointed Jim Thorpe as _ sales 
| manager and Bill Felton as service 
| Manager. a 


Fisher Turns to Nash 
| Fisher Motors, Dallas, formerly a 
| Packard dealership, has opened for 
business with a Nash franchise af- 
ter remodeling its showroom and 


| service facilities. 
* * * 


Clark Joins Standard 
Harry Clark has joined Standard 
Motor Co. (DeSoto-Plymouth), Den- 
| ver, as service manager. He had 
been in the same capacity with 
Leeman Auto Co. for 22 years. 
* x * 


California Cadillac Club 


Meets on Catalina Island 

The Southern California Cadillac 
Parts and Service Managers Club 
held a meeting on Catalina Island, 
| (Continued on Page 41, Col. 1) 
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according to D. G. Gannon, presi- 
dent. 

The club’s aim is “the develop- 
ment and promotion of the ex- 
change of ideas, experiences and 
practices pertaining to the problems 
of Cadillac retail service and parts 
management.” 

* * 


Leventhal’s 25th Year 


Lou Leventhal’s Mid-State Auto 
Co. (Cadillac), 1025 N. Meridian, In- 
dianapolis, is celebrating its 25th 
anniversary. 

s * * 


Wambaugh to Move 


Harvey Wambaugh, Inc. (Buick), 
Elkhart, Ind., is holding a removal 
sale of used cars, equipment and 
parts, preparatory to moving to a 


new location. 
a +. * 


Dingeman Honored 
The Ventura County (Calif.) 
Chamber of Commerce has be- 
stowed a citation for achievement 
and outstanding service upon Al 
Dingeman, head of a Ford dealer- 
ship in Oxnard, Calif. 


° + * 
Ginsberg Top Optimist 
Ira Ginsberg, head of the Dodge- 
Plymouth dealership in Wilming- 
ton, Calif., has been elected pres- 
ident of the Optimist Club of Wil- 
mington. asia 


Deal Changes Hands 


Simmons Auto Co., Inc., Spenc- 
er, W. Va., now is Arnold Reed 
Motors, Inc. (Dodge - Plymouth), 
owned by T. J. Arnold and Hes- 


sel Reed. 
* * . 


Studebaker for Murphy 


Studebaker nas named Reed 
Murphy Motors, Inc., as its dealer 
in Covington, Ky. Reed F. Murphy 
is president; Gilbert Duechle, sec- 
retary-treasurer, and Harry K. Au- 
randt, vice-president. 

* ¢ *& 


Farber-Young Opens 


Farber - Young, Inc., is a new 
Packard dealership in St. Louis. 
Blaine Farber is president; John 
Young, secretary, and Herbert 
Allen, service manager. 

* * . 


Roaches Buy Klier’s 


Klier Chevrolet Co., Anthony, | 
Kans., has been sold to Beryl and 
Herschel Roach, brothers, by Homer 
Klier. The firm name is now Roach 
Motor Co. 

* ¢ *# 
Television-Radio Department 


Added by Nethling 


Nethling Chevrolet Co., 517 
Lincoln Ave., Millvale, Pa., has 
added a television and radio de- 
partment to its business. 


The television-radio department | 
handles sales and service to 
supplement the company’s new 
and used-car sales, truck sales, 
and service departments, accord- 
ing to William Nethling, owner 
of the dealership. Richard Grund- 
ler is manager of the television- 
radio department. 


Keystone Expanding 
Keystone GMC Truck Co., Pitts- 
burgh, has remodeled two offices 
and plans to enlarge its parts and 
service departments, Lester M. 
Tylavsky, sales manager, an- 
nounced, 


* . * 


Va. Appoints McGinnes 
_ T. D. McGinnes, Chevrolet dealer 
in Kilmarnock, Va., has been re- 
appointed by Gov. Thomas B. Stan- 





ley to the board of administration 
of the Virginia Fisheries Labora- 
tory. 

_ . 


7 
Pontiac Dealer, U. C. Firm 


Swap Lots in Cleveland 

Andy Schain, Cleveland Pontiac 
dealer, and Harry Frolich, president 
of Jays Auto Sales (used cars), have 
Swapped lots. ‘ 

Schain moves 1,200 to 1,400 used 
cars a year while disposing of 
around 800 new Pontiacs. Jays re- 
talls about the same number of 


vehicles. The move brings Schain’s 
used-car operations closer to his 
dealership. 
* * 
Bates Opens in Paola 

Bates Pontiac, 125 W. Wea, Paola, 
Kans., has opened in the building 
formerly occupied by Thomas Mo- 
tor Co. Bates Pontiac formerly had 
been in Louisburg, Kans. 


* * * 


Rhode Island G.O.P. Appoints 


Carkin Committee Chairman 

Herbert B. Carkin, president of 
Union Motor Sales (Lincoln-Mer- 
cury), Providence, has been elected 
chairman of the Republican State 
Central Committee of Rhode Island. 
He succeeds Charles H. Eden, who 
resigned at the end of the session 
of the General Assembly. 

Carkin, who has taken a leave of 
absence from his dealership until 
Dec, 1 so that he may devote full 
time to his new duties, was a rep- 





resentative from Warwick for a 
number of years, and also served 
as city chairman of the G.O.P. in 
Warwick. 
* + * 
Bacon Heads Deal 
Les Bacon has been named head 
of a Ford dealership in Hermosa 
Beach, Calif. 
* + * 
Taggart Names Schopf 
Samuel G. Schopf has been ap- 
pointed service manager of John 
D. Taggart Motors, Inc. (Dodge- 
Plymouth), Buffalo. 
* * - 
Nole Opens Shop 
Daniel A. Nole has left the serv- 
ice department of Enyeart Chevro- 
let, Inc., Michigan City, Ind. to 
open his own body repair shop. 
a * * 


Dutton Names Smith 

The appointment of Tracey Smith 
as general manager of Clay-Dutton, 
Ine. (Lincoln-Mercury), 1535 Poy- 
dras St., New Orleans, has been 

announced by Tom W. Dutton. 

* * * 
Car for Va. Fire Chief 


Burroughs-White Chevrolet Corp., 
Martinsville, Va., has presented a 





“Stop worrying about convert- 
ing our business into an airplane 
dealership, son! Remember, the 
auto replaced the horse, but the 
horse is still around!” 





fire chief. The car was presented 
by Gorman T. White, president of 
the dealership. Burroughs - White 
has presented cars to the fire de- 
partment on three previous occa- 
sions. , 

* * 


Carter Heads Sales Club 
David S. Carter, vice-president of 


new car to the City for use by the | Tarratus Oldsmobile Co., Savannah, 
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Ga., is the new president of the 
Sales Executives Club of that city, 
succeeding Fred Ray. 

* + * 


Pemmi Elects Piper 
Donald Piper, Franklin (N, H.) 
automobile dealer, has been elected 
secretary of the Pemmi Corp., a 
new firm which has purchased the 
factories, water rights and needle 
production machinery of Franklin 
Needle Co. 
* * + j 
Fire Damages Brunson 
A fire caused an estimated $14,000 
damage to the body shop of Brun- 
son Pontiac Co., Hampton, S. C., re- 
cently. There also was slight dam- 
age to Hampton County Motor Co.’s 
building at the rear of Brunson’s. 
. * s 


Pynn in Spotlight 

At the annual meeting of the 
Meredith High Schoo] Alumni Assn., 
the entire class of 1904 was present 
in the person of Leander Pynn, pio- 
neer Ford dealer here. Pynn was 
the lone graduate 50 years ago. 

a * + 

2 on Staff Buy Burkholder 

A. B. Burkholder, Inc. (Chevro- 
let), Grand Rapids, Mich., has been 

(Continued on Page 42, Col. 3) 


Blinding Glare can be Brutal! 


Nagging, blinding glare of sun and sky bright- 
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with the shaded windshield 


ness ... eyestrain and fatigue . 


plain dangerous. 


. . can be just 


Protect yourself and your drivers by mak- 
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shields of glare-reducing E-Z-Eye Safety Plate 


Glass. 


K-Z-EYE also reduces incoming solar radia- 
tion — filters out much of the sun heat that 


would pour right through regular glass—a 
great advantage in the summer. 
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Angeles district sales manager. 


Los Angeles L-M Dealers Meet— 


Lincoln-Mercury dealers of the Los Angeles area hear a report by Lyle A. Byers 
(at podium, left), of Berkeley Motors, on sales plans for 1955. Standing with Byers 
are George S$. Coats, western regional sales manager, and George L. Boggs, Los 
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os ' purchased by James I. Nischan, 


general manager of the firm, and 
| Loring W. Gordon, sales manager. 
Nischan said the sale price was 
$354,000, not including the build- 
ings. 


* * * 


Pontiac Picks Prize Winners 


For San Francisco Zone 


Winners of the “Let's Go 
Places” sales contest, have been 
announced by G. D. Dennis, San 
Francisco zone manager. 


Two-week paid vacations were 
awarded to James C. Scripture, 
San Francisco; Larry Cameron, 
North Sacramento; Donald Flour- 
noy, Alturas, and Berny Ander- 
son, Eureka, 

* 





* * 


GMC Names Olivit 


Olivit Motors, of Monrovia, Calif., 
has been selected as a distributor- 


Wondering how new-car and truck production and sales are making out? AUTOMO- | ship for GMC trucks in this area. 


| Company officials said the firm 





will specialize in light trucks and 
suburban models. Olivit will main- 
tain a service and parts depart- 


ment. 
* * a 


Baumbach Joins Arnstine 


Henry G. Baumbach jr., formerly 
with Sleeth Motors, Inc., Kaiser- 
Willys distributorship has joined 
the sales force of E. J. Arnstine 
Co., Ine. (DeSoto-Plymouth), 737 
W. Genesee St., Syracuse. 

* * * 


Kaiser Bros. Celebrates 
The 37th anniversary of Kaiser 
Bros. (Oldsmobile), 1540 S. Figueroa 
St., Los Angeles, is being celebrated 
this year. 


* * * 


Garner-Randall Names 2 

Bob Garner, president of Garner- 
Randall Motors, Inc. (Oldsmobile- 
Cadillac), Amarillo, Tex., has an- 
nounced that Gene Horn has been 
promoted to general manager. J. R. 
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MANUFACTURING COMPANY 
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3004 NORTH BURDICK alli KALAMAZOO, MICHIGAN 


Leverett succeeds Horn as used 


car manager. 
* * * 


Twin Falls (Id.) Ford Deal 


Sold to Schiffler and Roth 


One of the oldest dealerships i: 
Twin Falls, Id. changed hands 
when Enos Schiffler and Jake Roti: 
purchased Union Motors (Ford) 
from Central Services of Kansas 
City. 

Union Motors was established i: 
1928. Schiffler and Roth were em- 
ployed by Union Motors from 1935 
until 1949, when they left to form 
Twin Falls Motor Co. (Studebaker). 

* + ” 


Chevrolet for Ziegler 


Karl Ziegler has acquired the 
Chevrolet dealership in Palmyra, 
N. Y., from Harmon Poray. The 
new firm is named Palmyra Mo- 
tors. Howard Van Bortle is sales 
manager. 

a” * * 


Koch, Peskin Get Deal 


James C. Koch and Leon D. Pes- 
kin are partners in a new Packard 
dealership at San Gabriel, Calif. It 
has been named Century Motor 
Sales. 


* * * 


Arcure Takes Studebaker 


Studebaker has announced the 
appointment of Arcure Motor Sales 
as its dealer in Ann Arbor, Mich. 
Stephan L. Arcure is the owner. 

* * * 


Mangin, Spencer Honored 


For Studebaker Sales 


Paul Mangin and Lowell Spen- 
cer, members of the sales staff of 
Charlie Stuart, Inc, (Studebaker) 
Indianapolis, were honored by 
Studebaker at a dinner in South 
Bend. 

The two tied for -.top national 
honors in a March sales contest. 

* * cd 


O’Neal Changes 
Dutch O’Neal Motors, Inc., 3934 
Tulane Ave., New Orleans, has re- 
linquished its DeSoto - Plymouth 
franchise to take on Ford. 
* * * 


Slater Gets Mercury 


Slater Motor Corp., Port Sulphur, 
La., has been appointed a Mercury 


dealer. The firm is headed by 
Charles D. Slater. 
* * * 


Montana Deal Assigned 


Farm Equipment Co. has been 
named a Studebaker dealership 
in Havre, Mont. Otis A. Brende 
and Orville Larson are the own- 
ers. Brende is a son of O. A. 
Brende, former Studebaker dealer 


in Havre. 
* + oF 


Gateway Appoints Monro 


Bryan W. Monro has been ap- 
pointed manager of Gateway Mo- 
tors, 312 S. Chaparral St., Corpus 
Christi, Tex., to succeed S, P. 


Brown. 
* oe * 


Third-Lot Theme 


Koster-Swope Buick Co., St. Mat- 
thew, Ky., has opened its third 
used-car lot at 849 S. Third St. 

x ad ” 


Haring Appoints Mitich 
Leroy Mitich has been appointed 
service manager of O. E. Haring, 
Ine. (Chrysler - Plymouth), 1625 
Canal St., New Orleans. 
x * * 


Chamberlain Gets Nod 


Gordon Chamberlain has_ been 
appointed new-car sales manager 
of Santa Monica Pontiac, Santa 
Monica, Calif. 

* 


* x 


Lippert Sold to Schott 
Lippert Buick Co., 4301 Mont- 
gomery Rd., Cincinnati, has been 
sold to Charles Schott, son of 
Cincinnati industrialist. The sale 
price reportedly was $900,000. 
OK * * 


F-88 on Display 
City Oldsmobile, Edmondson Vi! 
lage, Md., displayed an F-88, Olds- 
mobile’s experimental sports car, 2 
the three-day grand opening of th: 
dealership’s new building. 
* * * 


Cranston (R. 1.) Dealers Joir: 


In City Anniversary Parade 
Cranston (R.I.) auto dealers 
joined with the rest of the com- 
munity in a parade marking the 
city’s 200th anniversary. 
Taking part were Hurd & Gold- 
(Continued on Page 43, Col. 1) 
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berg (Chrysler); Central Motors 
(Oldsmobile); Harry Sandager, 
(Ford); Speedway Motor Sales 
(Dodge); Puritan Motors (De- 
Soto- Plymouth); Cann Motor | 
Sales (Kaiser), and LaPolla Mo- 
tors (Nash). Out-of-town dealers 
who cooperated included White 
Pontiac, Capitol Cadillac, Kohl 
Chevrolet, Providence Buick, Elli- 
ott Lincoln-Mercury and West- 
minster Motors (Studebaker). 


* * * 


Purdue Safe Robbed 
Burglars broke into the safe at 
Purdue Motor Co., 5829 Easton 
Ave., St. Louis, and escaped with 
$500. 
* of * 


C of C Reelects Beck 


Charles H, Beck, Fredericks- 
burg (Va.) dealer, has been re- 
elected president of the Fred- 
ericksburg Chamber of Com- 


merce, 
* * * 


Mecklenburg Reopens Lot 
Mecklenburg Motors (Lincoln- 
Mercury), 226 W. Third St., Char- 
lotte, N.C., has reopened its used- 
car lot at 314 E. Stonewall St. 
* = . 


Scott Gets N. M. Permit 


Scott Chevrolet, Inc., La Tuna, 
Tex., has been granted a New Mex- 
ico charter. La Tuna is across the 
border from Anthony, N. M. 

* + * 


Oldsmobile for Casner 


Casner Motor Co., El Paso, Tex., 
has received an Oldsmobile fran- 
chise. The firm formerly had been 
a Studebaker dealership. Norman 
Casner is president. i 


Ruffner Opens 
Ruffner Motor Sales, Inc. (Kaiser- 
Willys), Charleston, W.Va., has 


opened for business. The dealership | 
is owned by H. O. Ruffner. 
* * * 


Leppere Names Hamilton 
Leppere Pontiac, Orlando, Fila., 
has appointed Wilbur Hamilton as 
used-car Manager, according to 
Ward J. Leppere, president. 
* * 





Gas Fails to Rout Yéggs 
A tear-gas mechanism failed to 
halt safecrackers from taking $300 
from the safe of Moulder Motor Co., | 
South Bend. 
te * ~ 
King in New Job 
Charles M. King has been ap- 
pointed used-car manager for City 
Oldsmobile, Baltimore. 
* ” * 





Sid Bacon Anniversary 


Sid Bacon Motor Co. (Dod ge- 
Plymouth), 315 N. Main, McPher- 
son, Kans., has observed its 20th 
anniversary of doing business in 
McPherson. Open house was held. 

o * 


Weilert Gets K-W 


Weilert Motor Co., Hays, Kans., 
is now a Kaiser-Willys dealership. 
a + * 


Jones Remodels 


Dale Jones, proprietor of Jones 
Garage (Ford), Willshire, O., has 
enlarged and modernized his ga- 
rage and lot. 

. 


= * 


Munson Birthday Offer 


Munson Motor Sales (Chevrolet), 
Warsaw, Ind., celebrated its 38th 
anniversary for one week by offer- 
ing with the purchase of each new 
Chevrolet car or truck a radio, 
heater and undercoating. 

* * * 


George Buys Out Nielson 


_ Harry George has purchased the 
interest of Jack Nielson in George- 
Nielson Motor Co. (Dodge-Plym- 
outh), Dodge City, Kans. The firm 
will continue to operate under the 
same name, 

* * * 


Jensen Chevrolet Opens 
In Mt. Pleasant, Mich. 

Jensen Chevrolet has succeeded 
J. F. Battle Motors in Mt. Pleas- 
ant, Mich. Robert L. Van Arman is 
President of the new firm. 

W. D. Kuni, sales manager, was 
formerly on the Chevrolet factory 








AUTOMOTIVE NEWS, JULY 19, 


Bacon, Bob Bacon and Roger! 
Bacon. 
> * * 

i 
| 


Ford Aide Maroone to Deal 


John J. Maroone, former indus- | 
trial relations executive for the) 
Ford Motor Co.’s stamping and as- 
sembly plants in Buffalo and now 
in Dearborn, has been appointed a 
franchised Ford auto dealer in Buf- 
falo. 


Doings 


sales staff. Sam Jenson is service 
manager. The building at 706 E. 
Broadway has been remodeled. 


* * * * * 


+ 
Sarow Appoints 2 
Sarow Sales Co. (Chrysler-Plym- 
outh), Saginaw, Mich. has an- 
nounced the appointment of Robert 
Herrman as new-car sales Manager 
and Gerald Connor as used-car 
’ manager. 
Dreisbach Incorporated a 
Tom Dreisbach Chevrolet Co., Flohr Joins Girard 


Dowagiac, Mich., has been incor- Richard T. Flohr, former Chev- 
porated. rolet sales official, has been ap- 
pointed general manager of Girard 
Chevrolet, Philadelphia, according 
to David T. Robinson, owner. 


* ” * 


Day Gets Chevrolet 


Duncan Joins Eastern 
H. C. Duncan has been appointed 
sales manager of Eastern Motor 
Co., Augusta, Ga, He formerly was 
with B&T’s used-car department. 


* * * 





* * * 


Les Bacon & Sons Holds 


Grand Opening Fete 

Les Bacon & Sons (Ford), started 
business in Hermosa Beach, Calif., 
with a grand opening celebration. Day Chevrolet Corp. has succeed- 
Featured were radio, TV and film| ed F. E. Fulwider & Bro. Garage 
personalities, an orchestra and free| as the Chevrolet dealership at Ra- 
gifts. phine, Va. Robert W. Day, formerly 

The dealership is owned by Les} with Warren’s Chevrolet Sales in 








1954 





O'Loughlin Cited— 


A “Citation for Service" is awarded to 


ee 


ration. E. H. Fulwider, former op- 
erator, died recently. j 
* s * 


Cleveland Plymouth Dealers 


Elect Stearns President 

Walter Stearns, of the dealer- 
ship bearing his name, has been 
elected president of the Plymouth 
Dealers Assn. of Greater Cleve- 
land 


A. R. Holladay, of Krist-Holla- 
day, Inc., was named vice-presi- 
dent and David L. Blaushild, 
secretary. Blaushild is retiring 
president. 


* * * 


Conde, La Barbera Team Up 


In Brooklyn Dealership 


Conde Motors, Inc., Brooklyn, 
N. Y., has been awarded a Stude- 
baker franchise. Angelo F. Conde 
is president and secretary, and 
Vincent C. La Barbera is vice- 


L. B. O'Loughlin (left), sales manager of president and treasurer. 


| Electric Auto-Lite Co.'s spark plug division, 


by Jack Cole, president of American 
Trucking Assns., for his cooperation with 
the industry in disseminating information 
about the importance of truck transpor- 
tation. 


Buena Vista, Va., is president and 


Pederson Retiring 


Henry E. Pederson, owner of 
Pederson K-F Motors (Kaiser), 
Minneapolis, is retiring from busi- 
ness. All of his equipment, tools 
and office equipment were auc- 


general manager of the new corpo-| tioned off. 


50 YEARS OF SPECIALIZING GIVE DITZLER 
ITS EXCLUSIVE 
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DITZLER RIP-RAP 
OFFERS YOU THESE 


3 GREAT FEATURES 


Unusually high solid content with more 
film-forming materials gives maximum 
filling—fewer coats are needed. 


Unequalled adhesion contributes to 
durability of finish and keeps paint 
jobs looking better longer. 


Superior hold-out assures the uniform 
appearance and maximum lustre of 
finishing coat. 


1 
2 
3 
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Available in dark gray, neutral gray, 
red oxide and white. 
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ERY DITZLER PRODUCT is the best that more than 
half a century devoted exclusively to the making 












of fine automotive finishes can produce. 


@ Ditzler began by making fine japan colors for carriages. 
These finishes were used on many of the earliest auto- 
mobiles. As these vehicles evolved into the modern 
motorcar, Ditzler contributed to its improvement by 
developing and perfecting more attractive and longer- 
lived finishes. These coatings are now used in varying 
quantities by most of today’s manufacturers of motor 
cars, trucks and buses. This acceptance was earned the 
hard way—by consistently dependable performance. 


@ Today, Ditzler’s complete line ‘includes everything 
needed to make an automotive vehicle look better 
longer. That’s why so many paint shops use Ditzler 
Finishes exclusively. They know these superior finishes 
do the job more efficiently, more economically and with 
greater satisfaction to the car owner. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 
Detroit 4, Michigan 


DITZLER 








VALVE GRINDER—The Ritex weighs 18 
ounces and is controlled by automatic air 
pressure. Its speed is 2,000 to 3,000 
strokes per minute, with lower speeds pos- 
sible if desired, says Decor: Mfg. Co., 
Inc., 1518 Park Ave., Emeryville 8, Calif. 

e 


aoe 


COMPRESSION PISTON—The TQ (Tur- 
bulence-Quench) high-compression piston 
for Studebaker Commander V-8 engines 
is said to be matched in weight to the 
original stock piston, so that no rebalanc- 
ing of the crankshaft is needed. Applica- 
tion is for stock, race and sports-car con- 
versions as well as for the Studebaker V-8 
truck engine. Frank Morgan Co., Marys- 


ville, Calif. 
e 


CAMSHAFT REPLACEMENT—Kit GW-199 
is designed for removing and replacing 
engine camshaft gears in 1937-54 Chev- 
rolet engines and 1940-54 General Mo- 
tors gasoline truck engines. Usual installa- 
tion time is cut by 75 percent because it 
is unnecessary to dismantle the engine, 
says National Machine Works, Inc., P. O. 
Box 4305, Okichome City, Okla. 


SPORT SPARE WHEEL—The Sport Spare 
carrier, for all 1952-54 Fords, swings to 
the left for easier access to the trunk and 
gas filler. It is held automatically by spring 
tension when in off-center position. Of- 
fered as optional accessory, it is available 
from all Ford dealers. 

* ¢ ®* 


Penetrating Rubber Lubricant 
Marketed by duPont 


A new rubber lubricant, named 
Orel, has been added to its line of 
automotive products by E. I. du- 
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NEW PRODUCTS 


Pont de Nemours & Co., Wilming- 
ton, Del. 

Orel is described as having such 
penetrating qualities that it goes 
where other lubricants cannot 
reach, eliminating squeaks from 
rubber bearings and parts. 


BEARING PACKER—Croft Model G-31 is 
a bench-type bearing packer that can be 
used with power or hand-operated grease 
gun. One model will service bearings from 
one-half inch to four inches, and the other 
will handle those from one-half to eight 
inches. The bearing is placed on the cone- 
shaped cup and held down with the lever 
while the lubricant is pumped into the 
bearing. William Turk Co., 11070 S. Ala- 
meda St., Lynwood, Calif. 

eo 
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VINYL SEAT COVERS—Transparent plas- 
tic covers, made of .20 gauge vinyl plastic 
with nylon cloth trim, are paid to fit well 
and ride comfortably. They are non- 
porous, flameproof and crackproof and 
can be cleaned by wiping with a damp 
cloth, according to Newark Auto Top & 
Body Co., 80 Central Ave., Newark, N. J. 


FOR PLASTIC BODIES — Catalyst Gun 
aids in the preparation of plastic auto 
bodies for paint applications. In surface 
coating, the maker says, the “rough” body 
resins and a catalytic agent are mixed in 
the spray from the gun, which eliminates 
the difficulty of having the solution harden 
when mixed prior to application. The gun 
is adaptable to assembly line operations, 
according to DeVilbiss Co., 296 Phillips 
Ave., Toledo 1, O. 


ON-CAR BALANCER — This device bal- 
ances wheels while on the car or truck. 
It comes in three models: Standard, deluxe 
and twin-motor. It has built-in tool and 
weight trays. The spinner has a self- 
centering feature even on run-out or bent 
wheels, according to Bear Mfg. Co., Rock 
Island, ll. 


TIRE REPAIR—The No. 77 vulcanizing 
clamp is for use in repairing punctures 
in tubeless tires with vulcanizing patches. 
H. B. Egan Mig. Co., Muskogee, Okla. 


TUBE REPAIR—The Weldboy vulcanizer 
is said to repair any size of tube, whether 
natural or synthetic rubber. It does not 
patch a hole but instead fills it, repairing 
length, width and depth of damage with 
a fused feather-edge weld, according to 
Stenor, Inc., 10 Bridge St., New York 4, 
N. Y. ; 


BRAKE CYLINDER — The Mico Power 
Brake Cylinder, which can be used on 
most cars, is a compound hydraulic brake 
cylinder which is said to add to the brak- 
ing power of the standard master cylinder. 
The brake pedal forces the braking fluid 
through a relief valve and into a reservoir. 
When the fluid is released and the de- 
pression of the pedal continued, the inner 
piston more than doubles the power of 
the master cylinder, says Minnesota Auto- 
motive, Inc., 1101 N. Front St., Mankato, 
Minn. 


SEAT COVER — This fiber seat cover, 
which is made of fabrics woven from a 
neoprene-treated yarn, is said to resist 
water. It can be washed and won't fray 
or pull apart if it gets wet, according to 
E. 1. DuPont de Nemours & Co., Wilming- 
ton, Del. SPO ae 


Modern Adds Rattan Design 


To Line of Arm-Rest Covers 


Modern Accessories Co., 3839 S. 
Madison Ave., Cincinnati 12, O., has 
announced a new Rattan vinyl- 
plastic design for its PDQ line of 
snap-on arm-rest covers. 

Tt is available in two-tone com- 


binations of red, blue, green, yellow, 
black, gray and brown to fit most 
cars, the company says. 


EXHAUST TUBE—Made of neoprene, this 
hose for carbon-monoxide ventilating sys- 
tems is said to be non-crushable and 
corrosion proof. It is made without wires 
and will not stiffen or deteriorate from 
heat, cold or oil, according to Car-Mon 
Products Co. 4554 N. Broadway, Chicago 
40, Wl. 


GEAR PULLER—Hydragrip consists of a 
hand-operated pump, connecting hose and 
single-ram hydraulic actuating unit. The 
tool is said to thrust up to 35,000 pounds. 
The power unit has a single ram placed 
concentrically in the cylinder to assure 
accurate alignment of thrust along the 
center line of the forcing screw, says 
Armstrong-Bray & Co., 5364-76 Northwest 
Highway, Chicago “30, Ill. 


PAINT CATALOG—Catalog 956 lists 
1,100 products and accessories in 11 sec- 
tions for fast reference. Free copies are 
available from Binks Mfg. Co., 3122 Car- 
roll Ave., Chicago 12, lil. 


VIBRATOR PULLER—Model C-905 is de- 
signed to release the vibrator ground 
clamp, and permit removal from the 
most confined auto radio chassis. James 
Vibrapowr Co., 4036 N. Rockwell St., 
Chicago 18, Ill. 


CHECKS BRAKE FLUID—wilbur Shaw, 
president of the Indianapolis Speedway, 
inspects a glass jar which permits a visual 
check to determine if brake fluid is leak- 
ing from the braking system. It is avail- 
able for all makes of cars and trucks. 
Parts division, Chrysler Corp., 7000 E. 
Eleven Mile Rd., Center Line, Mich. 
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CAR VISOR—The Sky-Vue is contoured 
to blend with the lines of the car. It is 
said to eliminate most infrared and ultra- 
violet rays. It is molded in green and bive 
Lustrex and has a rustproof stainless steel 
trim. Santay Corp., 351 N. Crawford, Chi- 
cago 24, Ill. 


PARTS CLEANER—The Hydra-Blast re- 
moves grease, carbon or oil with the use 
of an abrasive compounded with a rust 
inhibitor. Special features include a gal- 
vanized iron, rectangular cabinet, square 
hopper for thorough mixing and sealed 
agitator shaft. Lempco Products, Inc., 5490 
Dunham Rd., Bedford, O. 

* 8 8 


PARKING GUIDE—The Guide Post is 
attached to the headlight frame, thus 
helping the driver avoid scrapes. A stain- 
less steel spring-lock is said to make the 
posts breakproof. International Mfg. Co., 
Roxbury, Mass. 


BUG DEFLECTOR—This unit is devised 
to blend with the contour of any car >r 
truck hood and may be folded down fiut 
when not in use. Santay Corp., 351 N. 
Crawford Ave., Chicago 24, Ill, 
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By Marty Whitmyer 
Staff Writer 

“Because advertising is the big- 
gest factor in the mass production 
of customers, so advertising is a big 
factor in job making, because jobs 
depend on customers,” says Thomas 
D’Arcy Brophy, chairman of the 
board of the Kenyon & Eckhardt 
ad agency. 

Speaking at the 5ist annual 
convention of the Advertising 
Assn. of the West in Salt Lake 
City last week, Brophy said that 
“because of its ability to accel- 
erate the rate of acceptance of 
new products, and lift the level of 
acceptance of established ones, 
advertising unleashes a tremend- 
ous flood of new demand and new 
employment.” 

He warned, however, that adver- 
tising must not lose sight of its 
primary objective of selling goods. 

“Advertising is not designated to 
promote premiums, deals, shelf dis- 
plays—its sole function is to pre- 
sell people; to get them to go out 
and buy merchandise,” he said. 

Stressing his point that advertis- 
ing increases the chance for the in- 
dividual business to survive, Brophy 
said “the mass production of cus- 
tomers is the only avenue to stabil- 
ity and security for the individual 
company in our dynamic economy— 
and this applies with equal force to 
both retailer and manufacturer.” 

Remarking that advertising is 
to selling what the machine is to 
production, Brophy declared that 
advertising “is an essential in- 
gredient of our American econ- 
omy. 

“Effectively and properly used,” 
he said, “it increases company profit 
and makes possible the only secur- 
ity a company can hope to obtain 
in an uncertain world.” 
eg * * 


Ford Films Dearborn 


“Dearborn Holiday,” a 27-minute 
color travel movie produced by 
Ford Motor Co., has been released 
for free distribution to schools, 
churches, civic groups and other 
organizations throughout the U.S. 

ammenall featured locales in the 
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STAINLESS STEEL 
Door Edge Protector 


@ Prevents chipping of auto door 
® Follows curve of any car door edge 


® Adds “that finishing touch" 

® Easily installed by car owner 

® Retails at $4.95 for 2 Doors— 
$8.95 for 4 Doors 

® Display carton holds 16—2 Door Kits 
(Equivalent to 8 4 Door) 

© Costs you $39.60—Sells for $79.20 


THE SNAP TRIM COMPANY 
P.O. Box 1235, Jacksonville 1, Fla. 
10 Day Money-Back Guarantee 


We Pay Shipping Charges on Prepaid Orders 
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100 Feet of 48-12” x 18” Pennants 

All-Weather Durafilm Only $6.00 

Money refunded if not satisfied. 
MYRLO COMPANY 

2168 W. 25th., Cleveland 13, Ohie, dept. N | 
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Affecting Factories and Dealers. . . 


Auto Advertising 








*|Hopkins has been 






| program, 


film are the Ford Rotunda, Green- 
field Village, Henry Ford Museum 
and the Rouge plant. 

The film may be obtained by 
writing Ford Motor Co. film librar- 
ies at 16400 Michigan Ave., Dear- 
born, Mich.; 15 EB, Fifty-third St., 
New York City, or 1500 S. Twen- 
tieth St., Richmond, Calif. 


* * * 


Parts Firm Wins Contest 


Day & Night Auto Parts, Yakima, 
Wash., has been named a winner 
in the Broadcast Advertising Bu- 


reau’s 1953 “Radio Gets Results” 


contest. 

The wholesaler and retailer of 
parts and accessories uses its en- 
tire advertising appropriation for a 
nightly half-hour disc pockey pro- 
gram. 

* + * 


Oldsmobile Backs New Show 


Oldsmobile has signed a 183- 
week contract to sponsor NBC- 
TV’s new fall show, Spectaculars, 
which the network claims will 
embrace the most celebrated stars 
in show business. 

Beginning Sept. 25, Oldsmobile 
will present the show each Satur- 
day from 9 to 10:30 p.m. (EST). 
It will be presented both in RCA 
compatible color and black and 
white. 

+ *” * 


‘Metropolitan’ Promotion 

The July issue of Harper’s Bazaar 
contains a three-page “Metropol- 
itan” section combining ads for a 
ready-to-wear manufacturer, a fine 
fabric manufacturer and the Nash 
“Metropolitan.” 


The group of dresses shown are} 


known as “Metropolitan” cottons 
and will be displayed and sold as 
such in key cities. 

Nash dealers are being urged to 
tie into this program by arranging 
to have the “Metropolitan” avail- 
able for department store windows, 
through motorcades combining the 
ear and fashions and by displaying 


the fashions on their own show- 


room floors. 
* 


2 Agencies Pool Talents 


Hopkins Agency, of Detroit and 
Wallace-Lindeman, Inc., of Grand 


{| Rapids, Mich., have entered into a 
working association whereby the | 


specialized advertising and public 
relations experience of the two or- 
ganizations will be pooled for 
broader service to clients. 















N. W. Hopkins and Oliver A.| 
Wallace, heads of the two agencies, | 
said that each will retain its own | 


identity, while placing at the other’s 
disposal such facilities as may be 
helpful from time to time. In effect, 


each agency also will act as the| 


other’s branch office. 


Another effect, it is said, will be | 


to expand the Grand Rapids agen- 
cy’s facilities for service in the field 
of automotive public relations. 
in that work 
since 1926. 


+ * * 


Ford Account for Y & R? 


Reports in advertising circles 
say that the Young & Rubicam ad 
agency has received Ford Motor 
Co.’s special-product account. 

Although no official confirmation 
has been made, it is believed that 
the primary duties of the agency 
will be to promote the not-yet- 
introduced Continental. 

x 7” 
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Time to Up Ad Rates 


Time magazine has announced a 
new circulation base of 1,900,000 
and an increase in advertising rates 
of approximately 5% percent effec- 
tive Jan. 3, 1955. 

Rate cards giving complete de- 
tails on rates and specifications for 
all space units and frequency dis- 
counts are being sent to media di- 
rectors of U.S. advertising agen- 
cies, according to John McLatchie, 
advertising director. 

* * * 


| AMC to Back ‘Disneyland’ 


American Motors Corp. will spon- 
sor Walt Disney’s new television 
“Disneyland,” beginning 
| Wednesday, Oct. 27, the corporation 
| announced. 

The corporation’s automotive di- 
visions, Nash and Hudson, will al- 


ternate sponsorship of 30 minutes 
of the weekly show. “Disneyland” 
will be televised over the ABC tele- 
vision network at 7:30 p.m., Eastern 
Standard Time. 
a 


* * 


Withers in New GM Post 


Edgar H, Francois, replacement 
sales manager of the AC Spark 
Plug division of General Motors, 
has announced 
the appointment 
of Roland S. With- 
ers to the newly 
created post of 
general merchan- 
dismg manager 
for the division. 
Withers formerly 
was director of 
the GM customer 
; research staff in 

apr - Detroit. 
R. S. Withers Withers joined 
the customer research department 
in 1933 and traveled with the GM 
Parade of Progress from 1936-39, In 
1944, he was named assistant direc- 





| tor of the department and became | 
| director on Jan. 1, 1949. 


* * * 


Tribune Auto Edition 

A special automobile edition, in- 
cluding 10 articles on dream cars, 
family motoring, trends toward 
multicolor cars, pushbutton power, 
safe driving and care of the auto, 
was published June 20 by the Chi- 
cago Tribune. 

Auto makers and producers of 
gasoline and lubricants used ad- 
vertisements in the issue, entitled 


“The Open Road.” 
* * * 


‘Suspense’ Is Ended 


Because of a notification from the 
Columbia Broadcasting System that 
it would not renew its facilities 
contract, Electric Auto-Lite Co. will 
cease sponsorship of the television 
“Suspense” program Aug. 17. 


“Since the program is the prop-|had mailed a special color comic | 





erty of CBS, we have no alternative 
but to abide by the network’s de- 
cision,” said D, B. Seem, Auto-Lite 
vice-president and director of ad- 
vertising. 

Auto-Lite has sponsored the 
weekly program continuously since 
its debut in 1949. 

* 


* * 


Mack Gets Ad Award 


An advertising campaign that 
promoted the new Thermodyne 
diesel engine has won Mack 
Trucks, Inc., second prize in the 
National Industrial Advertisers 
Assn.’s annual competition. 

Albert G. Crockett, director of 
sales development, accepted the 
award of $1,500 and a citation at 
the association’s convention in 
Montreal. Doyle, Kitchen € 
McCormick is Mack’s advertising 


representative. 
* 


Foster & Kleiser Ups 3 


Foster & Kleiser Co., outdoor ad- 
vertising firm in San Francisco, 
has announced the promotion of 
three officials. 

George E. Mack, a member of the 
firm for 36 years, has been elected 
vice-president and treasurer; Con- 
rad R. Winter, a member of the 
firm for 28 years, vice-president, 
and Charles H. Dana, with the com- 
pany since 1939, assistant to the 


president. 
+ + 


Editors Analyze Comics 


Nine magazine editors give their 
opinion on the popularity and in- 
fluence of comics in a 20-page 
booklet issued by Metro Sunday 
Comics. 

In the pamphlet entitled 
simply “” the editors give their 
opinions on comics as an enter- 
tainment medium, a means of 
communications, a social phenom- 
enon and an advertising force. 

The firm also announced that it 


section to celebrate over $1 million 
worth of food-store products adver- 
tising which ran in April and May. 
The recipients will be 6,500 grocery 
executives. 

Copies of both promotions may 
be obtained from Metro Sunday 
Comic sales offices in New York, 
Chicago, Detroit, San Francisco 
and Los Angeles. 

* * 


Daily News Celebrates 


The New York Daily News has 
celebrated its 35th anniversary. 

In addition to publishing 40 sep- 
arate editions and sections every 
week, the News operates Television 
Station WPIX. 

The newspaper is now engaged in 
a $10 million expansion program, to 
be completed by 1957. All black- 
and-white presses are either being 
replaced or converted to change 
the column width from 12 to 11% 
picas. 

+ * + 


Names 

Barrett K. Mason, formerly with 
This Week magazine, has joined the 
Chicago advertising sales staff of 
Life. 

John M. McCauley has joined 
American Broadcasting Co., New 
York, as an attorney in the busi- 
ness affairs department. McCauley 
previously was with the legal de- 
partment of Hearst Corp. 

Franklin S. Riley jr., former as- 
sistant public relations manager for 
Ford Motor Co.’s southwestern re- 
gion in Kansas City, has joined 
the public relations office of West- 
inghouse Electric Corp., Pittsburgh. 
While in Kansas City, Riley was 
a correspondent for AUTOMOTIVE 
News, 

Hugh Reynolds, advertising sales 
representative for Nation’s Business, 
has been transferred from the Chi- 
cago office to the publication’s ad- 
vertising headquarters in New York 
City. 





Today - ~ eT Exhaust Belongs 
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MAKES GAS GO FURTHER . . 


they paid for 
by installing 





DUAL EXHAUST SYSTEM 


Today smart cor owners everywhere are getting more power 
... smoother performance . . . greater economy with Grand Dual 
Exhaust Systems and Grand Dual Exhaust Header Systems. They 
add more “go” to getaways . . . give extra power to meet 
emergencies, extra speed for adventure. In addition, they increase 
horsepower up to 20% and streich gas mileage 10 to 20%. 
Every purchaser @ satisfied customer .. . every installation 
guaranteed to fit properly . Priced to bring big dealer profits 
ORDER from your jobber now. Every system designed so factory 
replacement type mufflers can be used. 


New! CTA Wa LETT, 


FIBERGLA KED MUFFLERS 


*Fiberglas (Reg. U. S. Pat. Off.) is a trademork of the Owens-Corning Fiberglas Corporation. 


a DUAL EXHAUST HEADER SYSTEM 


. GETAWAY FASTER 
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GRAND AUTOMOTIVE PRODUCTS pep. AN-7 


DIVISION OF GRAND SHEET METAL PRODUCTS CO. 


2055 N. Ruby Street, Melrose Park, ill. 


Pent py ohne. 
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Current Prices on New Cars 





advertised - delivered | Royal V-8—4-dr. sed., $2,372.75; cl. cpe., ; $2,337.09; 2-dr. sed., $2,271.62; Holiday, 

include the retail list price sug- | $2,349; cpe., en i conv., $2,632. | $2,449. Super 88—4-dr. sed., $2,476.71; °- 
factory, provision for | (Fiuid optional at $20.40 on Mead-| dr. sed., $2,410.25; Holiday, $2,688.39. 

and suggested delivery Subeoet Six and Coronet Six sedans and | conv., $2,867.59. Series 98—4-dr. sed., $2. 

club coupes. PowerFlite optional at $189 eee 6; tees $2,826; Deluxe Holiday, 

charges. They do not cover | on all models.) $3,041.75; Starfire conv., $3,248.84. (Hydra- 

costs, state and local FORD — Mainline Six — 4-dr. sed., $1,- tants enlivened at $178.35 on all models ) 
optional equipment or any other | 700.50; 2-ar. sed., $1,651; bus. cpe., $1,548;| PACKAR Special—2-dr. sed, 
be passed on to the | 2.ar. stat. wag., yahoo Customline Six— | $2,544. Clipper Deluxe—4-dr. sed., $2,695 

4-dr. sed., $1,793; 2-dr. sed., $1,743.50; | 2-dr. sed., $2,645; Sportster cpe., $2,830 

ar. sed., $2,265.32; | cl. cpe., $1,753: 2-dr. stat. wag., $2,121.50: | Clipper — 4-dr. sed., $2,815; 2-dr. 

$2,206.86; Riviera, $2,305.43; | 4-dr. stat. wag., $2,202. Crestline Six— | sed., $2,765; Panama hardtop, $3,125 
conv., $2,563.17; stat. wag., $3,163. 4-dr. sed., $1,898; hardtop, $2,054.50; Sky- | Packard — Cavalier 4-dr. » $3,544; 
sed., $2,520.17; Riviera, $2,- | liner, $2,164; conv., $2,164; 4-dr. stat. | Patrician 4-dr. sed., $3,890; Pacific hard- 
ae stat. wag., $3,470. | wag., §2,338.50. (For V-8 models, add | top, $3,827; conv., $3,935; Caribbean conv. 
feet 17; » $2,- | $76.50. Fordomatie optional on all models | $6,100; 8-pas3. sed., $5,610; lim., $5,960 

-dr. | at $184.) (Ultramatic standard in Patrician, Pacific, 


HENRY J— Corsair Four — 2-dr. sed., 


convertible and Caribbean; optional at $199 


Skylark conv., $4,483. ( $1,404. Corsair Deluxe Six—2-dr. sed.. | on see models. ) 
, optional at | $1,566.18. PLYMOUTH—Plaza—4-dr. sed., $1, /c5; 
a oo ote Bae =. * sea. gy ge _ $1,617 =: 
O—Series 62—4- . | sed. 2-dr. utility, $1 5. per wag., . .. woy—4-dr. sed., $1,- 
;  Srupe uevints, | Jet —4-dr. sed. $1,954; 2-dr. sed., §1,- | 872.50; cl. sed., $1,835; cl. epe., $1,842.50. 
conv., $4,404.31. Series 60 Spe- 932.75. Jet-Liner — 4-ar. sed., $2.956.60; spt. 728, $2,064: conv., ee stat. wag., 
-dr. sed., $4,683.32. Series 75—8- | 2-dr. sed., $2,045.85. Wasp — 4-dr. sed., | $2,207 Belvedere—4-dr. -» $1,953.25; 
Automatic Transmission Clinic— pass, sed., $5,874.78; lim., $6,090.17. El- $3,200.21; ae. ont. on.200.48: = cpe., apt ope $2, es a $2,301; Fr Gre. 
x * — 4-dr. ‘ . - optional a ; 
Tony D'Andrea, chief service instructor of the Raybestos division of Raybestos- aaa. ( Matic stand- Sones, Ser. =, $2013.28; ao, | on oa saeéeke “ef PowerFlite at $189.) = 
Manhattan, Inc., explains the operation of automatic transmissions at the New England CHEVROLET — One-Fifty — 4-ar. ved. 465.84; Hollywood, $2,704; conv., $3,004.20. ePONTIAC — Chieftain 6 Special — 4-dr. 
regional automotive show in Boston. About 350 mechanics attended the sessions. $1,680; 2-dr. sed., $1,623; utility sed., . — _— a oe ae eg ed FR » $2,026.64; 2-dr. sed., a ab 2-seat 
539; 6-pass. stat. wag., $2,020. at. = » $2,570.60; c! cpe., $2,619. = stat. wag., $2,364; 3-seat stat. » $2.- 
—4:6P 771: ” . | 4-dr. sed, 768.86; cl. cpe., $2,741.99: | 419. Chieftain 6 Deluxe — 4-dr. a $2.- 
on rte ba 2-dr.' sed., $1,717; | Hollywood, “$8,987.75; conv. $3,287.70. | 130.53; 2-dr. sed., $2,072.28: d-seat’ stat 
E cl. ope., a ; G-pass. stat. wag., $2,133. | (Hydra-Matic optional at $178.03 on all| wag., $2,504. Chieftain 8 — 4-ar. 
® Bel Air—4-dr. sed., $1,884; 2-dr. sed., models in Jet catagory. Borg-Warner auto- | sed., $2,101.62; 2-dr. sed., $2,043.45; 2- 
re u er e Cc e 830; hardtop, $2,061; conv., $2,185; 8-pass. matic transmission optional at $178.03 on | Seat stat. wag., $2,439; 3-seat stat. wag., 
stat. wag., $2,283. Corvette—conv., $3,523. | aii other models.) $2,494. 8 juxe — 4-dr. sed. 
g “jilese cn ah cee one ‘optional ‘ — Fete tt -dr. ee oe $2, eae a. sed., $2, 148: 32 2-seat stat. 
° ° 7 odels. -dr. * . . Manhattan * -» | Wag., 5 Star ‘Chiet 8—Deluxe 4-dr. 
Typical Purchaser Described as Young Dad poser vSLER— Windsor Detuxe—4-dr. eed. $2,670; 2dr. “sed., $2,617. Darrin 161—| sed.,’ $2,301; Custom 4-dr.. sed. $2,394; 
° . (8-pass. 4 ); cl cpe. .* | COMV., 668. (Hy optional at | conv., $2,630. mas—Chieftain 6 De- 
With Earnings of $5,000 to $7,500 .50; Newport, $2,830.75; conv., §3,- | $178.20 on all models except Darrin, which | luxe, $2,316.30; Chieftain 6 Custom. §2.. 








ons. 75 stat. wag., 


$3,321. New Yorker— 


carries overdrive as standard equipment.) 


382.43; 
Chieftain 8 Custom, $2,458; Star Chief 8 


Chieftain 8 Deluxe, $2,391.99; 


NEW YORK. — The man most| prospects for a car sale tham | 40. sat. sssst're (Opie, $4.00); oh |, LAMOULN timoate ‘cor od, fSS1: | Caletdin 9 Certom, 92,058, Sar, Chi 
- es ; , ; 8 “? a * . = » by # 

likely to buy a new car on credit| those without debt. Those who in- | c2¢,, $3,202; Newport, $3,503; stat. wag., | nardtop, $3,040. Lincoln Capri—4-dr. sed., | Custom, $2,557. (Hydra-Matie optional at 

is a skilled or semi-skilled worker| creased their personal debt by | §3'433; cil. ope., $3,406.25; Newport, $3,. | (Hydra-Matic standard on all modeis.) STUDEBAKER — Champion Cu a 

$500 or more during the preced- | 707.25; conv., $3,938.25. Custom MERCURY — Custom — 4-dr. sed., $2,-| 4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. 


who is married, has two children 


. 4-dr. sed., .50; iim., $4,797; New- | 265.50; 2-dr. sed., $2,208.50; sport cpe.,| Champion Deluxe — 4-dr. sed.. $1,918.18: 
under 18, earns $5,000 to $7,500 a| ing year were an likely — port, $4,560.25. Crown Imperial —'8-pass. | $2,330. Monterey —4-dr. sed., $2,347.50; | 2-ar. sed., $1,875.18; 5-pass. cpe., $1,- 
year and has liquid assets ranging| any other group to buy cars an sed., $6,921.50; lim., $7,043.75 (PowerFlite | hardtop, $2,466.50; Sun Valley, $2,596.50; | 971.93; stat. wag., $2,187.23. Champion 
up to $2,000. durables during the current year, standard on ail eight-cylinder models, op- | conv., $2,624.50; stat. wag., $2,791. (Mere- | Regal — 4-dr. sed., $2,026.29; 2-dr. sed., 

and as likely as most groups to tional at $189 on Windsor Deluxe.) 0-Matic optional at $189.77 on all models.) | $1,983.29; 5-pass. cpe., $2,080.04; hardtop, 

This profile was drawn by the DeSOTO — Powermaster Six—4-ar. sed.,| _NASH—M — Hardtop, $1,445; | $2,241.29; stat. wag., $2,295.33. Com- 
survey research center of the spend $1,000 or more. $2,385.75 (8-pass., $3,281); cl. cpe. * | conv., $1,469 (both prices at coastal ports —" a“. =  . sed., $2,179.13; 
an We -dr. sed., .136.13; 5-pass. cpe., $2,- 


University of Michigan for Uni- 
versal C.LT. Credit Corp. The 


On the other hand, the survey 
indicated that those with no debt 


364; stat. wag., $3,107.75; Fire Dome 
sed., $2,673 (8-pass., $3,558. =: 


—4-dr. 


-3 Ree sae Rambler Deluxe—2-dr. sed., $1,- 


-dr. sed., $1,795; 2- 


232.88; stat. wag.. $2,447.88. Commander 
Regail—4-dr. sed., $2.287.23; 5-pass. cpe., 


Super—4 
dr. sed., $1,700; hardtop, $1,800; Suburban, 
Rambler Custom—4-dr 


cl. cpe., $2,651.50; Sportsman, $2,922.50 


center conducts an annual study | change, most of whom had no per-| cony., $3,144.25: stat. wag., $3.381. (Pow- | $1,800. sed., $1,965; | $2,340.98; hardtop, $2,502.23- stat. wag., 
on consumer buying habits for | sonal debt either at the beginning | erFlte optional at $189 on all models.) a —_s 980; 0: 2-Gr. stat oo. oe. oan a a. &.- 
the Federal Reserve Board. of _ ny any _—_, — = — an ee Six—4-dr. sed. Sta man Super—- ge sibs; 2 > “ar. matic ‘Drive SS. Ss ae 
CLT. said that the characteris- ely to buy anything in the nex V-8—4-ar, sea. "$2,175.75: ae =. =" sed. $2332; oa 52,458 ae oe . y cate = .50 on Commander and Land 


tics of new and used-car buyers as 
disclosed by the latest survey, sup- 
ported its contention that today’s 
installment purchaser was a “solid 
citizen.” 

“These young marrieds,” C.I.T. 
said, “are the nation’s biggest ac- 
cumulators of durable goods and, 
as such, are the backbone of install- 
ment buying. And installment buy- 
ing or mass financing, along with 
mass production and mass distribu- 




















year. 
Skilled or semi-skilled workers, 
the research center reported, ac- 


counted for 35 percent of on-credit | 


sales. Persons employed in clerical 
and sales capacities were respons- 
ible for 16 percent of the credit 
sales of new cars, as were profes- 
sional people. 

The most common characteristic 


of the new-car credit buyer was his | 
family status: 54 percent of them | 


WILLYS—Lark—4-dr. sed., $1,823; 2-dr 
sed., $1,737. Ace—4-dr. sed., $1,968; 2-dr 
sed., $1,892. Ace Deluxe—4-dr. sed., b 
023; 2-dr. sed., $1,947. Eagle—Hardtop. 
$2,167; Deluxe hardtop, $2,222; Custom 
hardtop, $2,411. Station Wagon—Deluxe 6- 
cyl., $1,973.09. (Hydra-Matic optional at 
$178.55 on all models except Larks.) 


154.25. Coronet Six—4-dr. sed., $2,136; cl. 
cpe., $2,109; 2-dr. stat. wag., $2,228.50; 
t-dr. 2-seat stat. wag., $2,719.25; 4-dr. 
3-seat stat. wag., $2,790.25. Coronet V-8— 


Super—4-dr. sed., $2,417; 2-dr. sed., $2,- 
365. Ambassador Custom—4-dr. sed., $2,- 
600; hardtop, $2,735. Nash-Healey — Le- 
Mans hardtop, $5,128.05 (at coastal ports). 
Matic optional at $178.85; not 
available on Nash-Healey, which is 
equipped with overdrive, or Metropolitans.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 


t-dr. sed., $2,244.50; cl. cpe., $2,223; spt. | (Hydra - 
$2,513.75; 2-dr. stat. 
wag., $2,- 
$3.0321.25 


New Commercial Car Registrations, 


All States for May, 1954-1953 


cpe., $2,380.25; conv., 
wag., $2,517; 4-dr. 2-seat stat. 
WAN 2K t ar %-c5ont etat wag... 






























































“location not determinable'’ and have been removed 





tion, are the mainsprings in the| were young, were married and had j 
} whole American economy.” children under 18. Young marrieds | ' 
' The study also showed that without children ranked second, Tech cogideations ty dete: 
better | With 12 percent of the new-car 3 
persons with debt were r are released here weekly, as : 
at ____.|credit purchases. Thus, the young complied by ®, 1. Path vapre % 
; - : ld married group accounted for two- sede te ieee ennitde ; 
| thirds of all new-car installment) : 3 
_ DeVilbiss to Ho a < | 
‘ . ‘amili | 40 States Previously 54 89 19137, 194) 4173; 18026; 4471; 5528 475; = 136] = 736! += 632) s«1095.—'s«467) «S519 
' 3 Paint Courses pee es with incomes ranging | pisorted for May 5] —«143)-«-21737) 290) 5526) 16619 5804. «6901S 482,277, «1650 «Ss 858} 1332’ ~~ «S09 «62128 
i | from $5,000 to $7,500 made 38 per- | 47(.5,:3; ‘54 417 3 42. «422 “ % 2 i 12 i 6 1070 
TOLEDO. — The DeVilbiss Co.| cent of the new-car credit pur- 53 2 332 50 249 120 74 29 6 9 373 : 
spray painting school has announced | chases, and the $3,000-$5,000 group | eretoare ‘54 1 1594 2 255 ~ «1581 355 376 3 5 86 29 28° 4 4329 
_ that week-long courses in automo-;| made 34 percent. 3 2 ° . i 1121) 320.2% 18 7 148 20 6 3749 
; tive refinishing and preventive| As for used-car purchases, the °”° =; ; rons . io on - os ; : - : : . . an 
| maintenance of auto finishes will | study revealed that the type of man | Kentucky ‘s4 642 i 87 +45i3. ~~ ~107~—«150 a a 8 1573 
_ begin July 26, Sept. 20 and Nov. 1. | who buys most on credit has char- fie ‘53 642 2 119 538 154 154 2 3 56 13 13 3 1699 
; The spray-painting course begins | acteristics similar to those of the  ‘°v'siene = j na a oe ea a ; 2 2 = 
in the classroom, where the spray | new-car buyers. The big difference | yijiou7 ‘54 nn ee oe 7305 
gun is explained. Theory sessions | ji, that the greatest number of 3! 31205 S| iet| Oe = 2% 310 4 4 8I 55 34 34-2908 
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ant the tog are | ee os Texas 4) Bea a waa 
. . . 19565 424 31 9 1% 124 5 92 
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to the student being his board and| W. A. Grabham, former dealer in > May a Ce set a war joes ae an sa ' bo pe an sigs on wut 
| i an ear } 
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in April have been transferred to New York. Sixty Chevrolets and I5 Fords have been shifted to 


*Fourteen Fords and 20 Chevrolets listed as “location not determinable" me me Seve be od to ation | . eee 
n other year-to-date changes evrolets have been shifte 


from May Year-to-date figures as follows: 59 Chevrolets from Indiana, | Chevrolet from Pennsylvania and 15 Fords from Virginia. Indiana to Ohio. 
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Auto Markets 


(Continued from Page 12) 


6; Hudson, 5; Willys, 3; Jaguar, 
2, and Renault, 1. 

Individual sales by make through 
unauthorized outlets were: Chevro- 
jet, 70; Pontiac, 10; Ford, 8; Plym- 
outh, 7; Buick, 5; Oldsmobile, 3; 
Dodge, 2; Cadillac, 2; Mercury, 2, 
and Lincoln, 1.—(Gordon Hebert.) 


* * * 


Ottawa 

New-car sales in June dropped 
about 10 percent for some Ottawa 
dealers compared with a year ago, 
but increased almost as much for 
other dealers, with a decided spurt 
in sales in the last week helping 
considerably. 


Some of the more successful deal- | 


ers reported that instituting new 
sales policies and boosting sales- 
men’s earnings helped business for 





them.—(M. L. Schwartz.) 
. 


* * 


Fort Worth 


New-car sales in Fort Worth 
during June totaled 1,507 units, an 
increase of 7 percent over May’s 
total of 1,412. 

New-truck sales for June _ in- 
creased 22 percent, totaling 226, 


Dodge, 88; Cadillac, 74; Stude- 





compared with 185 in the previous 
month. 

New-car sales by make were: 
Ford, 449; Chevrolet, 392; Olds- 
mobile, 149; Buick, 137; Ply- 
mouth, 128; Pontiac, 69; Mercury, 
56; Cadillac, 44; Dodge, 26; Nash, 
17; Studebaker, 17; Chrysler, 8; 
DeSoto, 8; Lincoln, 6, and Pack- | 
ard, 1. 

By make, truck sales were: Chev- 
rolet, 113; Ford, 52; International, 
21; Dodge, 16; GMC, 6; Willys, 6; 
D’'amond T, 5; Mack, 2; Reo, 2; 
Hobbs, 2, and Studebaker, 1. 
(Ruby Fenoglio.) 

* 7 


a 


Pittsburgh 

New-car registrations in the Pitts- 
burgh area in the week ended July 
3 were exceeded in only two other 
weeks in 1954, according to the, 
Bureau of Business Research of 
the University of Pittsburgh. 

Business in general, however, 
tumbled to new lows for the 
year, the bureau said. 

The bureau’s index fell to 125.8 
percent of the 1935-39 average for 
the week. It had been 150.0 the 
previous week and 1844 a year 
ago. Steel mills in the area were 
operating at 67 percent of capacity. 
—(Leon M. Leffingwell.) 

* Ok * 


Boise, Id. 


June new-car sales in Ada County 
(Boise) showed a 47 percent in- 
crease over May, when the June 
turnover reached 315 units, com- 
pared with 214 in the previous 
month. 

New-truck sales showed an 
even greater spurt, going up 78 
percent to 89 units, compared 
with 50 in May. 

New-car sales by makes for the 
month were: Ford, 113; Chevrolet, 
72; Oldsmobile, 23; Buick, 20; Pon- 
tiac, 17; Plymouth, 15; Mercury, 
13; Nash, 8; Studebaker, 8; Cadillac, 
7; Willys, 6; Chrysler, 5; Dodge, 
i Hudson, 3; DeSoto, 1, and Kaiser 


Truck sales were: Ford, 46; Chev- 
rolet, 24; Dodge, 5; International, 
4; Willys, 4; White, 3; GMC, 2, 
and Kenworth, 1. 

* * * 


Dayton, O. 


Ford new-car sales during June 
topped all other makes in Mont- 
gomery County (Dayton). 

There were 430 Fords sold, with 
Chevrolet in second spot at 396. 

Other top sellers were: Buick, | 
238, Oldsmobile, 164; Pontiac, 130; 
Plymouth, 91; Cadillac, 82, and 
Mercury, 61. 

Total registration of cars for the | 
Month was 12,095, as compared with | 
12,356 for June of last year. 
(George E. Toles.) 


* * 


Birmingham, Ala. 

Sales of new cars in Birming- 
ham, Ala., in June showed a 9 per- 
cent increase over May, totaling 
1613, compared with 1,482 in the 
Previous month. 

Sales of used cars were about 
the same as for the previous 
month, with prices steady to j 
slightly lower. Dealers continue 


to use large advertising space and 
intensive sales - promotion pro- 
grams, 

New-car sales by make were: 
Ford, 545; Chevrolet, 500; Buick, 
133; Oldsmobile, 105; Plymouth, 93; 
Pontiac, 75; Mercury, 54; Cadillac, 
25; Dodge, 21; DeSoto, 13; Stude- 
baker, 13; Nash, 11; Chrysler, 10; 
Packard, 9; Lincoln, 4; Willys, 1, 
and miscellaneous, 1. (Stuart 
Riddle.) 


* * * 


Dallas 


June new-car sales increased 17 
percent over May in Dallas, while 
truck sales dipped 2 percent. 

The June turnover of new cars 
was 4,452 units, compared with 
3,810 in May, while truck sales were 
473, compared with 481 in the 
previous month. 





New-car sales by make were: 
Ford, 1.458; Chevrolet, 1,270; Pon- 
tiac, 358; Oldsmobile, 323; Buick, 
313; Mercury, 223; Plymouth, 186; 


BEST 


baker, 47; Lincoln, 21; Nash, 21; 
Packard, 16; Chrysler, 15; De- 
Soto, 12; Willys, 9; Hudson, 8; 
Austin Healy, 5; Kaiser, 3; Hill- 
man, 1, and Jaguar, 1. 


New-truck sales were: Chevrolet, | 


193; Ford, 159; International, 38; 
White, 31; GMC, 15; Kenworth, 10; 
Dodge, 9; Mack, 9; Willys, 4; Reo, 
2; Autocar, 1; Crowley, 1, and Dia- 
mond T, 1.—(Ruby Fenoglio.) 

ok * + 


Montreal 
The buyer is boss of the Mont- 
real market right now, but dealers 
say generally that the situation is 
not as dark as it may seem. 


Declining profit, however, con- 


| tinues to be the big problem. 


“We're selling 50 more cars per 


| month than last year,” one dealer 


said, “but we’re making 10 percent 
less.” 


Bigger firms seem to be faring 
best. Since January, eight smaller 
dealers have closed their doors. 
About six more are expected to 
fold during the summer. 


However, one dealer said: “I’ve 


| got three slumps under my belt. 
| One bad season is no reason to get 


excited. 
“A dealer with knowhow, a good 


| 


| 


has nothing to fear.”—(Jules La- 


rochelle.) 
as a +. 


San Antonio 


June vehicle sales in Bexar County 
(San Antonio) totaled 1,358, a gain 
of 194 sales over May. 

Of the 1,358 vehicles sold, 1,176 
| were cars and 182 were commercial 
vehicles. 

Ford led in both fields with 343 
cars and 71 trucks. Chevrolet was 
second, with 260 cars and 59 
trucks. 

Other new-car sales were: Buick, 
108; Oldsmobile, 93; Mercury, 71; 
Plymouth, 64; Pontiac, 49; Dodge, 
38; Cadillac, 34; Chrysler, 26; Nash, 
20; Studebaker, 13; Hudson, 12; 
Lincoln, 12; Packard, 8; DeSoto, 7; 
Jaguar, 3; MG, 2; Mercedes Benz, 
1, and miscellaneous, 9. 

Other truck sales were: Interna- 
tional, 17; Dodge, 11; GMC, 11; 
White, 7; Willys, 2; Studebaker, 1, 


and miscellaneous, 3.—(J. H. Reed.) 
* * * 


Louisville 
June new-car sales in Louisville 
fell below the May level, totaling 
1,671, In May the figure was 1,716. 
Truck sales also declined—to 134 
from 170 in May. 
By make, new-car sales in June 





service setup and a good sales staff| were: Ford, 561; Chevrolet, 516; 





all ‘nound 





PROTECTION 








Pree! 

“GUIDE TO THE WEATHER” 
Folder tells how to forecast 
weather. Write for a copy. 


WOLF’S HEAD OIL REFINING CO., INC. 


OIL CITY, PA. 
Wew York Office: Glendale 27, W. Y. 





Just as an asbestos suit gives all ‘round 
protection to firemen, WoLF’s HEap gives 


all ’round protection to cars. 


The superior protection of WoLF’s HEAD 
against heat, friction, and engine con- 
taminants makes it the finest motor oil 


you can sell. 





Buick, 127; Oldsmobile, 115; Pon- 
tiac, 75; Plymouth, 68; Mercury, 
56; Studebaker, 48; Dodge, 30; 
Nash, 15; Chrysler, 14; Cadillac, 
10; DeSoto, 10; Packard, 8; Lin- 
coln, 7; Hudson, 6, and Kaiser, 5. 

Truck sales were: Chevrolet, 56; 
Ford, 55; International, 11; Stude- 
baker, 2; White, 2; Dodge, 1; Dia- 
mond T, 1, and Plymouth, 1, — (A. 
W. Williams.) 


Chanslor & Lyon 
Starts Building 


SACRAMENTO, Calif.—Chanslor 
& Lyon Co., automotive parts and 


| equipment distributor, has started 


construction of a $150,000 office and 
warehouse building here. 

The one-story, reinforced con- 
crete structure will cover 23,500 
square feet of space. It will house 
the new north Sacramento branch, 
warehousing facilities and the dis- 
trict sales, purchasing and account- 
ing departments. The branch store 
and more than 50 wholesalers in 


|the Sacramento Valley region will 
| be serviced by the new facility. 


Roy D. Adams, president, said 
the firm plans to occupy the new 
warehouse on Oct, 15. 


FINEST OF THE FINE 
SINCE 1879 


Wotr’s Heap—100% Pure Pennsylvania 
—is refined three steps further than ordi- 


nary oil. It is scientifically fortified. It 
cleans as it lubricates . . . protects against 


of service! 


sludge, rusting, and corrosive acids. 


Sell Wo.r’s Heap—best all ’round pro- 
tection for all makes of cars in all types 


WOLF’S HEAD MOTOR OIL AND LUBES 


10Q% Pure Pennsylvania 
Scientifically Fortified 


Gi 


Member, Penna. Grade 
Crude Oil Association 





@7Ete Ores 


Se a a TT LA RT NE IE PT STE IE 


: 
i 
: 
' 
' 
: 
: 
; 
: 





A ER oe SA OY 


Ae hs OO ta ORT a EMER A 


on Ans a 
ae see SA ANNE AIT Pt i eee ETT St AALS D ADT Cre ss 


48 





Used-Car Auction Prices 





Market Trend 


The average price of used cars sold last week at wholesale auction 
declined $6, according to Automotive News’ index. 


All individual models except ’54s and ’53s lost ground on the index. 
The price of 54s went up $7 and ’53s gained $6. 


Losses were: °48s, down $16; 49s, down $15; ’51s, down $14; 47s, 
down $9; 50s, down $6, and ’52s, down $2. 

Declines on ’51s, ’50s, '49s, 48s and 47s brought those models to new 
postwar lows. 

Auction activity was sharply increased to 72 percent. At eight repre- 
sentative sales, 1,161 cars were offered and 835 were sold. At 10 
auctions the previous week, 1,295 cars were sold out of 1,966 offerings 
for a ratio of 66 percent. ; 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of July 8.) 
(Market down slightly from a week 
ago with prices good on clean merchan- 
dise. Sold 76 cars out of 111 offerings.) 
BUICK—'54 Special 4-dr., $2,235*. '53 Spe- 
cial 4-dr., $1,480*. '52 Super Riviera 4- 
dr., $1,265*. '50 Special 4-dr., $570. '47 
RM 4-dr., $250. 
CADILLAC—'49 (62) coupe. $6°4*. 
CHEVROLET—’54 Bel Air 4-dr., $1,975*; 
2-dr., $1,720; (210) 2-dr., $1,595; %-ton 
pickup, $1,500. '53 (210) station wagon, 
$1,425, $1,400; 4-dr., $1,250, 2 at $1.150; 
2-dr., $1,225, $1,130, $1,100; (150) sta- 
tion wagon, $1,400, $1,300; 2-dr., $1,040. 
’52 SL Deluxe 4-dr., $900. '51 SL Deluxe 
4-dr., $700; 2-dr., $650; 1%-ton pickup, 


Wayfarer 2-dr., $480*. °49 2-ton truck, 
$475. '47 %-ton pickup, $230. 

FORD —’'54 Custom (8) Country sedan, §$2,- 
350*. '53 Crest (8) Victoria, $1,385; Cus- 
tom (8) 4-dr., $1,330, $1,250; Main (8) 
Ranch Wagon, $1,440; Main (6) 2-dr., 
$1,075, $990; 4-dr., $1,050. '52 Main (8) 
2-dr., 2 at $925, $850, $835, $755. °51 
Custom (8) Victoria, $870; Country 
Squire, $700; 2-dr., $700; Custom (6) 2- 
dr., $560. °49 Deluxe (6) 2-dr., 2 at $435. 
46 Super Deluxe 2-dr., $170. 

KAISER—’51 Deluxe 4-dr., $470. 

MERCURY—’'54 Monterey club coupe, $2,- 
550*. ‘53 Custom 4-dr., $1,490. '51 Cus- 
tom 4-dr., $825. '49 club coupe, $500. 

OLDSMOBILE—’53 (98) 4-dr., $1,760*. ’51 
(88) Super Holiday, $1,170*; 4-dr., $1,- 
105*. ’50 (88) 2-dr., $825*. 

PACKARD—’51 Custom 4-dr., $690*. 


$685. '50 FL Deluxe 2-dr., $645; SL Spe- | PLYMOUTH — '53 Cambridge club coupe, 
cial 2-dr., $555. ‘49 FL Deluxe 2-dr., $1,000, $985, $975, $950. '52 Cranbrook 
$400, $385. 4-dr., $680. °50 Cambridge Suburban, 


DeSOTO—’49 Custom 4-dr., $190. 


$605. 
DODGE — ’'54 Coronet 2-dr., $1,600. '50' PONTIAC—’51 Silver Streak (8) Catalina, 


KAISER — 


$990*; 2-dr., $675*. 

STUDEBAKER—’54 Commander 4-dr., $1,- 
510. '53 Champion 2-dr., $900. '49 %- 
ton pickup, $300. 

WILLYS—’'53 Aero 2-dr., $740. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Tueeday. Prices are for sale of July 6.) 

(Strong demand for smart, clean re- 
tail cars of all years and makes kept 
today’s auction humming, with buyers 
galore. Prices were comparable with last 
week’s report. Due to the holiday week 
end, and many used-car managers on 
vacation, consignment was cut to 118 
autos. Sold 105 cars out of 118 offer- 
ings.) 
BUICK—'54 Special 2-dr., $2,145*. '53 RM 


Riviera coupe, $1,870* (ps). '51 Super 
4-dr., $960*; RM 4-dr., $910*; Special 
4-dr., $890. ‘49 Super conv., $435. °47 


Super 4-dr., $250; conv., $150; RM conv., 
$180. 

CADILLAC—'51 (62) $1,810°*. 
(62) 4-dr., $1,250°*. 

CHEVROLET—'54 Bel Air 4-dr., $1,875; 
2-dr., $1,840. '53 Bel Air Sport coupe, 
$1,510* (ps); 2-dr., $1,280; (150) 2-dr., 
$1,120, $1,010; (210) 2-dr., $1,025. °52 
SL Deluxe 4-dr., $1,000; sedan delivery, 
$610; SL Special 4-dr., $570; %-ton 
panel, $600; %-ton pickup, $475. '51 SL 
Deluxe 2-dr., $750, $711; club coupe, 
$800; SL Special 2-dr., $660; FL Deluxe 
4-dr., $750*, $630°; 2-dr., $630*, $590*; 
2-ton cab and chassis, $570. 50 SL De- 
luxe 4-dr., $610, $500; FL Deluxe 2-dr., 
$580. °49 SL Deluxe 4-dr., $440; %-ton 
pickup, $390. ’48 SM club coupe, $235; 
2-dr., $570. '47 SM club coupe, $300. '39 
4-dr.. $200. 

CHRYSLER—’52 Windsor 4-dr., 

DeSOTO — ’50 Custom 4-dr., 
Custom 4-dr., $450*. 
All, $185*. 

DODGE — '51 Coronet 4-dr., 
Wayfarer 2-dr., $400. 

FORD—'53 Crest (8) Country Squire, $1,- 
760. ‘52 Crest (8) Victoria, $1,243*; 
Main (6) 2-dr., $660; %-ton panel, $535. 
‘51 Custom (8) Victoria, $880; conv., 
$810; 4-dr., $650. '49 Custom (8) conv., 
$490, $460*; 2-dr., $350. '48 Super De- 
l.xe (8) club coupe, $250. 

HUDSON—’51 Hornet 4-dr., $750*. 

"51 Deluxe 4-dr., $450*. 


4-dr., "50 


$970*. 
$570*. '49 
48 Deluxe Carry- 


$750*. °49 


"49 





F or fast action in an $8,000,000,000 market, aim your advertising 


at the three-and-a-half-million members of the U.S. Armed Forces through 


Army Times, Air Force Times, Navy Times and The American Daily .. . largest- 


selling newspapers in the Military field. Call or wire for rates & full information. 


@ NEW YORK 
41 E. 42nd St. 


@ CHICAGO 
203 N. Wabash Ave. 


@ PHILADELPHIA 
R. W. McCarney, 1015 Chestnut St. 





ARMY TIMES PUBLISHING CO. 


3132 M St., N.W. © Washington 7, D. C. 


DESOTO—’50 Custom 4-dr., 
DODGE—’52 


FORD—'54 Crest 


OLDSMOBILE 


$865*. 
STUDEBAKER — 


Wednesday. 


BUICK—'53 RM 4-dr., 


CADILLAC—’54 (62) coupe, $4,855* 


DeSOTO—'52 Custom 4-dr., 


DODGE—’49 Coronet club coupe, $375. 
FORD—’54 Crest (8) Skyliner coupe, $2,- 
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Traveler 4-dr., $160. '48 4-dr., $140. 
LINCOLN—’50 Cosmopolitan 4-dr., $820*. 


MERCURY — '51 4-dr., $820*. '50 conv., 
$650; 4-dr., $585. ‘49 4-dr., $470*. ‘48 
club coupe, $260. °47 4-dr., $170. 

OLDSMOBILE — ’54 (88) 4-dr., $2,550* 
(ps). '53 (98) Holiday, $1,920*. "52 (88) 
4-dr., $1,200*. ‘51 (88) 4-dr., $955*, 
$920*. ‘50 (88) 4-dr., $690*, $635*; (98) 


4-dr., $490*. '49 (88) 4-dr., $510*, $450*. 
"48 (98) conv., $530*. 

PACKARD — ’51 4-dr., 
$220. 

PLYMOUTH — '53 Cambridge 2-dr., $990, 
$960. '52 Cranbrook 4-dr., $810, $640*. 
‘50 Special Deluxe conv., $525. °48 Spe- 
cial Deluxe 4-dr., $200. '46 Special De- 
luxe club coupe, $230; 2-dr., $170. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
620*. '52 Chieftain (8) Catalina, $1,240; 


$760*. '47 4-dr., 


4-dr., $930. '50 Silver Streak (8) club 
coupe, $560*. °49 Silver Streak (8) club 
coupe, $450*; 4-dr., $410. °48 Torpedo 
(8) 2-dr., $310*. '47 Streamliner (8) 2- 
dr., $220. 

STUDEBAKER — '51 Champion 2-dr., 
} "50 Champion club coupe, $360*, 

0. 
WILLYS—’53 station wagon, $740*. 
MISCELLANEOUS — ’53 MG 2-dr., $935. 


’52 International %-ton stake, $580. 
Crosley sedan, $110. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of July 7.) 

(Prices were slightly lower than last 
week and buyers were bidding with cau- 
tion. Sold 38 cars out of 88 offerings.) 


"50 


BUICK—’'53 RM 4-dr., $1,630* (ps). '52 
Super Riviera, $1,310*; Special 4-dr., 
$1,095. ‘47 Super 4-dr., $140. 

CADILLAC—'53 (62) club coupe, $3,215* 
(ps). ‘51 (62) 4-dr., $1,715* (ps), 
$1,595* (ps). 


CHEVROLET—’54 (150) 2-dr., $1,290. '52 


SL Deluxe 4-dr., $890. Bel Air, $725*; 
%-ton pickup, $400. "50 SL Deluxe Bel 

Air, $625*. °49 SL Deluxe 4-dr., $360, 

$305; FL Deluxe 4-dr., $300. 

$415*. 
$610. ‘49 

Wayfarer coupe, 


%-ton 
4-dr., 


express, 
Coronet $375; 
$190. 

(8) Victoria, $1,825*. 
‘51 Custom (8) station wagon, $700; 
club coupe, $685. 
“51 (88) 


2-dr., $795*. 


PACKARD—'51 (200) club sedan, $725. 


PLYMOUTH—'53 Cranbrook 4-dr., = 
’50 Cambridge club coupe, $360. 
PONTIAC — '51 Chieftain (8) Catalina, | 


°53 Commander club 
coupe, $1,325*. °51 Commander 4-dr., 
$460; Champion 4-dr., $400; 2-dr., $375. 
’50 Commander 4-dr., $300; Champion | 





4-dr., $300. 
WILLYS—’'53 (6) 2-dr., $690. 
MISC.—’51 Henry J (6) 2-dr., $200. | 


OAKLAND, CALIF. 


(Pollock’s Used Car Auction. Sale every | 
Prices are for sale of July 7.) | 

(Market strong on all clean cars ex- | 
cept °54 models; somewhat lower on 
these. Sold 111 cars out of 145 offer- 
ings.) 





$1,935* (ps). *49 | 
‘47 Super 4-dr., $290. 


RM conv., $500*. 
*46 RM 4-dr., $130. 
(ps). | 
’53 (62) coupe de Ville, $3,750* (ps). '49 
(61) 2-dr., $1,000*. '48 (62) conv., $800*. 


CHEVROLET—’54 Bel Air conv., $2,030*; 


4-dr., $1,830; (210) 4-dr., $1,695. ’52 SL 
Deluxe 4-dr., $1,015, $970, $825; 2-dr., 
$945, FL Deluxe 2-dr., §€935*. '51 SL 
Deluxe 4-dr., $820; 2-dr., $900; SL Spe- 
cial 2-dr., $785. ‘50 SL Special 4-dr., 
$665, $555; SL Deluxe 4-dr., $555; club 
coupe, $595. 49 SL Deluxe 4-dr., $385. 
’47 FM conv., $270; 2-dr., $260. 

$1,305 (ps). 
*50 Custom 4-dr., $605, $555. '48 Custom 
conv., $160. '46 Custom 4-dr., $175. 


130°; Victoria, $2,265*. ‘53 Crest (8) 
conv., $1,610*; Custom (6) 2-dr., $1,200. 
"52 Custom (8) 4-dr., $1,015. '51 Custom 
(8) club coupe, $740, $715; 4-dr., $720. 
"50 Custom (8) club coupe, $655*; De- 
luxe (6) 2-dr., $500; %-ton pickup, $535. 
49 Custom (8) 2-dr., $495*; Deluxe (6) 
4-dr., $300; %-ton panel, $425. ’46 Super 
Deluxe (8) 4-dr., $125; Deluxe (6) club 
coupe, $220. 


HUDSON—’51 Pacemaker 4-dr., $390. '48 
Super (8) 4-dr., $225. 

KAISER—'48 (6) 4-dr., $100. 

MERCURY — °49 4-dr., $605*. °48 club 


coupe, $345. °47 conv., $180. 


NASH—’'51 Rambler Country Club sedan, 


$650* °50 Statesman 4-dr., $345*. ‘48 
Ambassador 4-dr., $165*. 
OLDSMOBILE — ’51 (88) 4-dr., $2,865* 
(ps); Holiday, $2,850*. '53 (88) Super 2- 
* BOSTON dr., $1,.720*. '52 (88) Super 4-dr., $1,- 
H k Bida. 445*; Deluxe 2-dr., $1,015. °51 (88) 2- 
mn Wes 9 dr., $1,000*. '47 (76) conv., $155*. 


@ LOS ANGELES 
6399 Wilshire Blvd. 


@ SAN FRANCISCO 
Monadnock Bidg. 


LONDON + PARIS - FRANKFURT * ROME + CASABLANCA * TOKYO 


PLYMOUTH — 


PONTIAC — '54 Chieftain (8) conv., 


’52 Concord 4-dr., $830, 
$800, 2 at $775, $770, $765, 2 at $755, 
$730; Cranbrook 4-dr., $825. ‘47 station 
wagon, $145. 52 


575* (ps); 4-dr., $2,250*. °53 Chieftain 
(8) Catalina, $1,855*; 2-dr., $1,550*; 4- 
dr., $1,360*. '52 Chieftain (8) Catalina, 
$1,465*; 4-dr., $1,260*. '51 Silver Streak 


(8) Catalina, $1,000*. ’50 Silver Streak 
(8) club coupe, $540. °49 Silver Streak 
(8) 4-dr., $485*. °48 Torpedo (8) 2-dr., 
$230°. 


Average Used-Car Prices 


(Compiled by Automotive News) 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 














July 1954 
To Date 


June 
1954 


Ma; 
1954 


1,347 1,401 1,459 

1,002 1,002 1,034 
693 7137 763 
516 540 56 
371 393 397 
247 258 282 
171 210 210 





Average... $ 789 $ 824 §$ 847 


STUDEBAKER—'50 Champion 2-dr., $335*; 


Commander Land Cruiser, $410*. ‘48 
Commander 4-dr., $285*; Champion 4- 
dr., $275*. 

MISCELLANEOUS — '53 Henry J 2-dr., 
$715*; GMC %-ton pickup, $800. °50 In- 
‘ernational %-ton pickup, $455. ’48 Aus- 


tin 4-dr., $160. 


MANHEIM, PA. 


‘Manheim Auto Sales & Auction, 
Sale every Friday. 
July 9.) 

(Market good. Sold 137 cars out of 
193 offerings.) 


Inc 
Prices are for sale of 


BUICK—'54 RM 4-dr., $2,700* (ps). °53 
RM 4-dr., $1,970* (ps). ’52 Super Riv- 
jera, $1,360*. ‘51 RM Riviera 4-dr., 
$885* (ps); conv., §$875* (ps); Special 
4-dr., $810. ‘50 Super Riviera 4-dr., 
$600*; RM 4-dr., $560*. °47 Super 4-dr., 
$155. 

CADILLAC—’54 (62) 2-dr., $4,500* (ps). 
"53 (62) conv., $3,460* (ps), $3,430* 
(ps); coupe de Ville, $3,400* (ps); 4- 


dr., $3,200* (ps). '52 (62) 2-dr., $2,700* 


(ps). 

CHEVROLET—’54 (210) 2-dr., $1,655*; 4- 
dr., $1,580*; Bel Air 2-dr., $1,645*. '53 
(210) conv., $1,650*; (150) 2-dr., $975; 
4-dr., $740. '52 SL Deluxe 2-dr., $925*. 
*51 SL Deluxe Bel Air, $980*; 2-dr., 
$685; SL Special 4-dr., $690. 50 SL De- 
luxe conv., $750. "49 SL Deluxe 4-dr., 
$440. "48 SM 2-dr., $370. 

CHRYSLER—’52 Windsor conv., $1,230*. 
‘51 Saratoga club coupe, $840*; Windsor 
4-dr., $830*. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,580*. 
‘51 Custom club coupe, $850; 4-dr., $850. 
DODGE—'47 Custom 4-dr., $260; Deluxe 
coupe, $250; 1%-ton pickup, $165. 
FORD—’54 Crest (8) Sunliner conv., §$2,- 
150*. ‘53 Crest (8) Victoria, $1,500*; 
Custom (8) 2-di., $1,110; Custom (6) 4- 
«a1., $1,000. "52 Custom (6) 4-dr., $865; 
Main (6) 2-dr., $850. ‘51 Custom (8) 
2-dr., $775. °50 Deluxe (6) 2-dr., $510. 
"49 Deluxe (6) 2-dr., $400. '48 Custom 
(6) 2-dr., $210. '46 Deluxe (8) 2-dr., 

21 


$220. 

HUDSON—’51 Pacemaker 4-dr., $600. ‘49 
Commander 2-dr., $405. '48 Commander 
4-dr., $190, $115. 

LINCOLN—’53 Capri coupe, $2,220* 

MERCURY—'S53 Sport coupe, $1,600*; 4- 
dr., $1,510*; 2-dr., $1,410*. ’50 club 
coupe, $530; 2-dr., $475. ’49 conv., $550. 
"47 conv., $210. 

NASH—’'52 Rambler 2-dr., $765. 

OLDSMOBILE "54 (98) conv., $3,560* 
(ps), (88) 4-dr., $2.240*. "50 (88) 4-dr., 
$675; (98) 4-dr., $660*. 

PACKARD—’'52 conv., $1,040*. 


(ps). 





PLYMOUTH—’'53 Cranbrook conv., $1,460; 
Cambridge 4-dr., $895. ‘52 Cranbrook 
econv., $895; club coupe, $880. ’51 Cam- 


bridge 2-dr., $675. °50 Special Deluxe 4- 


dr., $600. 49 Special Deluxe station 
wagon, $500. °48 Special Deluxe 2-dr., 
$250. 

PONTIAC—’53 Chieftain (8) 2-dr., $1,350*. 
‘52 Chieftain (S) 4-dr., $1,125*, $1,000 
‘51 Silver Streak (S) conv., $875*. °50 
Silver Streak (8) 2-dr., $555. ‘48 Tor- 


(Continued on Page 49, Col. 1) 
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9 SYSTEMS | 
TO CHOOSE FROM! 


E Underfloor aap ape type—3” 
. Underfloor tw type—3 
3. Underfloor twin soak ope 
4. Underfloor single plug-in type—3” 
= peanees disappearing type—3 
7. Overhead wall eek yee J ; 
8. Underfloor disappearing duty—4 
(for trucks and buses). 
9. Overhead hanging heavy P 
(for trucks and buses). 


Write for ovr new Illustrated catalog. 
“The Worlds Finest Exhaust System” 


ENGWALD CORPORATION <4 


357 Lafayette Ave., Brooklyn, N. Y. 
REGALO ASAT PORT TITER: 
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Used-Car Auction Prices 


(Continued from Page 48) 

































pedo (8) conv., $290. '47 Torpedo (6) ‘51 Custom (8) Victoria, $805; 2-dr., 
club coupe, $135. $685*. '50 Custom (8) 4-dr., $565, $445; 
STUDEBAKER — ‘54 Commander coupe, Deluxe (6) 2-dr., $300. 

$1,870*. '52 Champion 4-dr., $750. '51| suDsON—’53 § : 
Gummanger Sar, $700, "86, Campion | "Sao" Commegore a)" ae pa Pi 
4-dr., ¥” ampion coupe, lo s at . > 
'23 4-dr., Touring, $210. Ran wee te 


WILLYS—’52 Aerc Lark 2-dr., $610, $400. 


"51 (4) station wagon, $570. KAISER—'53 Manhattan sedan, 


"51 Special 4-dr., $350. 


$1,430". 


OMAHA LINCOLN — '51 Cosmopolitan conv., 
$1,125. 

(Cliff Soderberg Auto Auction. Sale every |} MERCURY—'52 Sport coupe, $1,180. °51 

Thursday. Prices are for sale of July 8.) 4-dr., $825, $800*, $715*, $590*; 2-dr., 
(Great demand for clean used cars. $670*. '50 4-dr., $545, $430*. °49 2-dr., 
Prices steady. Sold 36 cars out of 98 Ssoe. $320, $310; 4-dr.. $345. ’48 conv., 
offerings.) > 

BUICK — ’54 Century 4-dr., $2,375*. '52| NASH — '51 Ambassador 4-dr., $635*; 
Special 4-dr., $930, $885. '51 Special 2- Rambler club coupe, $495. °50 Ambas- 
ar., $845. sador 4-dr., $310*. "49 (600) 4-dr., $300. 

CHEVROLET—’54 (210) 4-dr., $1,580*. ’53 | OLDSMOBILE—’54 (88) Holiday, $2,905* 
(150) 2-dr., $935. ’52 SL Deluxe 2-dr., (ps). °53 (98) Holiday, $2,125* (ps). 
$775. '51 SL Deluxe 4-dr., $745, $620. 52 (98) Holiday, $1,500*; 4-dr., $1,380* 
*50 SL Deluxe Bel Air, $635; 4-dr., $615, (ps). ‘51 (88) Holiday, $1,200*; 4-dr., 
$510, $440. ‘49 FL Deluxe 4-dr., $435, $785*; (98) 4-dr., $900%, $760*. '50 
$405. (88) 4-dr., $585°*. 

CHRYSLER—’54 NY 4-dr., $2,310*. PACKARD—'51 (200) 4-dr., $765*. 

DODGE—’52 %-ton pickup, $745. PLYMOUTH — '53 Cambridge Suburban, 

FORD—’'52 Main (8) 2-dr., $810; Main (6) $1,195, $1,185; 4-dr., $645. °51 Cran- 
2-dr., $770. '49 Custom (8) conv., $485; brook Belvedere, $695; 2-dr., $580; Cam- 
club coupe, $390; 4-dr., $560, $325. ‘47 bridge 4-dr., $410, $360. ’50 Special De- 
Custom (8) 2-dr., $180. luxe conv., $550. °'49 Special Deluxe 

LINCOLN—’51 4-dr., $805*. 4-dr., $245. °47 Special Deluxe 4-dr., 

NASH—’51 Rambler station wagon, $530. $155. 

OLDSMOBILE—'51 (98) 2-dr., $1,060*. '50] PONTIAC — ‘54 Star Chief (8) 4-dr., 


(88) 2-dr., $695*. '49 (88) 4-dr., $470*. 


$2,295*; Chieftain Deluxe (8) 4-dr., 
PLYMOUTH—’52 Cambridge 4-dr., $725. oneness 


PONTIAC — ’49 Silver Streak (6) 4-dr., 
$515. '47 Torpedo (6) coupe, $125. °46 
Torpedo (6) sedan, $165; 4-dr., $105. 


STUDEBAKER — '48 Commander Land 
Cruiser, $205. 


DYER, IND. 


(Dyer Auto Auction. Sale every Fri- 
day. Prices are for sale of July 2.) 

(Sold 171 cars out of 266 offerings.) 
BUICK—’54 Century 4-dr., $2,575* (ps); 

Special 2-dr., $2,225* (ps). '53 RM 4-dr.. 


$2,160* (ps); Super Riviera, $1,865*, 
$1,740*, $1,365*, $1,220*, conv., $1,850*; 
4-dr., $1,635*. ‘52 Super 4-dr., $1,330*, 
$1,265*, $1,100*. 51 Super 4-dr., $985 
CADILLAC—’51 (62) 4-dr., $1,800* (ps). 
*50 (62) coupe deVille, $1,425* (ps) 
"49 (62) 2-dr., $1,000*; coupe, $770. 


CHEVROLET—’53 Bel Air 4-dr., $1,380", 
$1,365*; (210) 2-dr., $1,275, $1,160*, 
$1,095; (150) 2-dr., $850, $760. ‘52 SL 
Deluxe conv., $1,025; Bel Air, $1,095, 
$975; 4-dr., $860, $820, $700. ‘51 SL 
Deluxe 4-dr., $680, $615*, $575, $560; 


club coupe, $625; FL Deluxe 2-dr., $650. 
’50 SL Deluxe 4-dr., 2 at $515, 2 at 
$500, $470; 2-dr., $485, $430. 49 SL 
Deluxe 2-dr., $395. 

CHRYSLER—’52 Windsor 4-dr., $950*. '51 
Imperial 4-dr., $805*. 

DESOTO—’52 Custom 4-dr., $900. 

DODGE—’51 Coronet 4-dr., $570*. 
Coronet conv., $390. 

FORD — ’54 Main (8) Ranch Wagon, 
$1,915. '53 Custom (8) 4-dr., $1,265; 2- 
dr., $1,170; Main (8) 2-dr., $870. ‘52 
Crest (8) Victoria, $1,240*, $1,025", 
$930*; Custom (8) 4-dr., $915*, $910*; 
%-ton pickup, $605. ‘51 Custom (8) 
conv., $820; 4-dr., $650*, $645*, $640; 
Deluxe (6) 2-dr., $300. 

HUDSON—’51 Wasp 4-dr., $915*. ’50 Com- 
modore 4-dr., $200. 


"50 


LINCOLN—’52 Capri coupe, $1,525*. °49 
Cosmopolitan club coupe, $240. 
MERCURY—’54 4-dr., $2,125. ‘53 conv., 


$1,715; 2-dr., $1,425*. °52 sport coupe, 


$1,370*. °49 club coupe, $165. 

NASH—’52 Ambassador 4-dr., $1,105*. '51 
Statesman Super 4-dr., $450; 2-dr., $375. 
’50 Statesman Super 2-dr., $230. °49 
(600) 4-dr., $130. 

OLDSMOBILE — '54 (88) 4-dr., $2,420* 
(ps). °53 (98) Holiday, $1,890*; (88) 
4-dr., $1,800*. ’52 (88) conv., $1,515*; 
4-dr., $1,340*, $1,315*. ‘51 (98) conv., 
$970*. °50 (98) conv., $7£0*. 


PLYMOUTH—’53 Cranbrook 4-dr., $965; 
Cambridge 4-dr., $955; club coupe, $910. 
’52 Cranbrook 4-dr., $770; Cambridge 
4-dr., $395. °49 Special Deluxe 4-dr., 
$315, $215. 

PONTIAC—’53 Chieftain Deluxe (8) 4-dr., 
$1,325*, $1,255*; 2-dr., $1,400%. ’52 
Chieftain (8) 2-dr., $825; Chieftain De- 
luxe (8) 4-dr., $1,130*. '51 Silver Streak 
(8) 4-dr., $750*. °50 Silver Streak (8) 
4-dr., $595*; 2-dr., $420*. 

STUDEBAKER—’52 Champion club coupe, 
$575. '51 Commander 4-dr., $495*; club 
coupe, $440; Champion club coupe, $300. 
'50 Champion 4-dr., $480, $330, $245, 
$145; club coupe, $300. 

WILLYS — 'E3 (6) station wagon, 
Jeepster, $765. ‘50 (6) Jeepster, 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of July 6.) 

(Sold 182 cars out of 293 offerings.) 
BUICK—'54 Super conv., $2,810* (ps); 
Century 4-dr., $2,475*; Special 2-dr., 
$2,355. ‘53 Super 2-dr., $1,930° (ps); 
Riviera 4-dr., $1,810*; RM Riviera 4- 
dr., $1,695* (ps). ’52 RM Riviera 4-dr., 
$1,385* (ps), $1,295* (ps); Super Riviera 
4-dr., $1,320*. '51 Special Riviera 2-dr., 
$1,045*. 

OADILLAC—’54 (62) coupe, $4,500* (ps). 
"53 (62) conv., $3,385* (ps); coupe de- 
Ville, $3,355* (ps); 4-dr., $3,025* (ps); 
(60) Special 4-dr., $3,330* (ps). ’51 (60) 
Special 4-dr., $1,750*. 

CHEVROLET—'53 (210) 4-dr., $1,235°, 
$1,215*; 2-dr., 2 at $1,195*, $1,175*, 
$1,135*, $1,135, $1,125, $1,050. '52 SL 
Deluxe station wagon, $1,100; Bel Air 
$1,060*; 2-dr., $900, $880, $830. 
Deluxe Bel Air, $890*; 4-dr., $625°; 2- 
dr., $625; FL Deluxe 4-dr., $675. 
SL Deluxe Bel Air, $635*; club coupe, 
es’ conv., $470; FL Deluxe 2-dr., 
480. 

CHRYSLER — '50 Windsor club coupe, 
$440*. ‘48 NY 4-dr., $290°%; Windsor 
conv., $110°*. 

DESOTO—’51 Custom 4-dr., $540*. 

DODGE—’53 Meadowbrook 2-dr., $990*; 
%-ton pickup, $735. °52 Meadowbrook 
2-dr., $655*. '51 Coronet station wagon, 
$725*; 4-dr., $630*, $580*, $425°. ‘50 
Coronet 4-dr., $465*. 
RD—’54 Custom (6) 4-dr., $1,425. °53 
Crest (8) Victoria, $1,490*; Custom (8) 
conv., $1,370*; 2-dr., $1,135; 4-dr., 
$1,130, $1,125, $1,100; Main (8) 2-dr., 
$1,050. ‘52 Custom (6) 4-dr., $700°. 


$730; 
$315. 
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DeVilbiss booth, with its observation windows, merchan- 
dises painting service. Scientific filters guard against dust. 





DeVilbiss Traveling Infrared Oven speeds production at 
Cooperson Bros. Even synthetics dry in 30 minutes or less. 


1954 


FORD - ‘54 Custom (8) sedan, $1,740; 
Custom (6) sedan, $1,675. '52 Crest (8) 
Victoria, $1,100; Custom (8) sedan, §$1,- 


$2,005". '53 Chieftain Deluxe (8) conv., 
$1,720° (ps); 2-dr., $1,380; 4-dr., 
$1,375*, $1,300. "52 Chieftain Deluxe (8) 


Catalina, $1,260*, $1,220*; 2-dr., $1,140*, 000*; Main (6) sedan, $720. '51 Custom 
$550. (3) sedan, $740; Deluxe (8) sedan, $700; 
STUDEBAKER — ‘51 Commander 2-dr.,| Deluxe (6) sedan, $575, $550. '50 Deluxe 
$500. ‘50 Commander Land Cruiser, (8) sedan, $495, $470; Business coupe, 
$325. $350. °49 Custom (8) sedan, $395, $390*, 
WILLYS—'52 Aero 2-dr., $485. $320. 
KAISER—’51 Special sedan, $325*. ‘48 
4-dr., $120. 
HORSEHEADS, N. Y. MERCURY—’51 club coupe, $900. ’50 club 
(Horseheads Auto Auction. Sales every coupe, $600. 


Tuesday and Friday. Prices are for sales 

of July 6-9.) 

BUICK—’53 Super Riviera 2-dr., 
(ps). °52 Super Riviera 2-dr., 
Special Riviera, $850. ’51 Super Riviera 
2-dr., $1,090*; conv., $810. ’50 Super 2- 
dr., $695*; Special 2-dr., $600, $520. '49 
RM 2-dr., $350*; Super conv., $355. '48 
Super conv., $230. '47 RM sedan, $205. 

CADILLAC—’52 (62) 4-dr., $2,400* (ps). 
'49 (62) coupe, $1,000*. 


NASH—’53 Rambler Hard Top, $1,160. ’51 
Ambassador sedan, $735*; Rambler sta- 
$1,630* tion wagon, $535, $455. '50 (600) sedan, 
$925°*; $355. 
OLDSMOBILE—’52 (98) sedan, $1,360* 
(ps). °51 (98) sedan, $945*, $870*. °50 
(88) sedan, $775*; (98) club coupe, $525. 
"49 (88) conv., $525*. 
PACKARD—'51 (300) sedan, $825*. °'50 
sedan, $480. '48 sedan, $190. 
PLYMOUTH—’ 54 Belvedere conv., $1,700*; 


CHEVROLET — '54 (210) sedan, $1,570, Plaza sedan, $1,575. '53 Cranbrook se- 
$1,550. °53 (210) sedan, $1,170*; (150) dan, $1,000, $930. '51 Cranbrook sedan, 
sedan, $1,140, $1,025, $965; %-ton pick- $715. '50 Deluxe sedan, $470. '48 Deluxe 
up, $850. '51 SL Deluxe sedan, $810, 2 sedan, $150. 
at $600, $580. '50 SL Deluxe sedan, $600, | PONTIAC — ’'53 Chieftain (8) sedan, 
$580; %-ton pickup, $400. '49 SL Deluxe $1,535*. °52 Chieftain (8) sedan, $685. 


sedan, $510, $500, $415, $405, $375; SL 
Special sedan, $325. '48 FM sedan, $245; 
SM sedan, $280; FL Aerosedan, $305. 
’47 FL sedan, $270, $240. 

CHRYSLER—’54 Windsor club coupe, §2,- 
160* (ps). °50 Royal sedan, $625*; NY 
sedan, $500*. 

DeSOTO—’'53 Powermaster sedan, $1,360*. 


’49 Silver Streak (8) sedan, $525*. 
STUDEBAKER—’47 Champion sedan, $190. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of July 2.) 
(Sold 166 cars out of 240 offerings.) 


‘52 Fire Dome (8) Sportsman, $1,020* | BUICK—’54 Super Riviera, $2,865*; Cen- 

(ps). °50 Deluxe Carry-All, $460. '47 De- tury Riviera, $2,675*; Special 4-dr., 

luxe sedan, $155. $2,250. °53 Super 4-dr., $1,750*%. ’'52 
DODGE—’53 Coronet sedan, $1,340*. '52 Special 4-dr., $1,100*. '50 Special 4-dr., 

Coronet Diplomat, $1,070*, Meadowbrook $400. 

sedan, $875. °'50 Coronet club coupe,| CADILLAC — ‘54 (62) coupe deVille, 

$635*. *49 Coronet conv., $480. ’48 Cus- $5,100* (ps). °51 (62) 4-dr., $1,850* 


tom sedah, $265. '42 Custom sedan, $125. (ps). ’49 (62) 4-dr., $1,050* (ps). 


with DeVilbiss paint shop! 


Bros., Camden, N.J. body 


shop volume. 


for itself.” 


on all jobs. 


49 


CHEVROLET—’'54 Bel Air 4-dr., $1,850° 
(ps); 2-dr., $1,650; (210) 4-dr., $1,700*; 
(150) 4-dr., $1,625, $1,450; %-ton pick- 
up, $1,205. ‘53 (210) station wagon, 
$1,460*; 4-dr., $1,215*; Bel Air conv., 
$1,375; 2-dr., $1,265. '52 SL Deluxe Bal 
Air, $1,100*; station wagon, $1,055*; 2- 
dr., $920; 4-dr., $870. '51 SL Deluxe 
Bel Air, $790; 2-dr., $710*. ‘50 SL 
Special 2-dr., $525. '49 SL. Deluxe coupe, 


CHRYSLER—’53 Windsor 4-dr., $1,450*, 
’51 Windsor 4-dr., $840*, 
DODGE—’53 Coronet 2-dr., $1,100. °’52 
Coronet 4-dr., $705; Wayfarer 2-dr., 


(8) Victoria, $2,005, 
$1,925; conv., $1,930; Main (8) 4-dr., 
$1,680; Custom (6) 2-dr., $1,550. °53 
Main (8) Ranch Wagon, $1,425; Main 
(6) 2-dr., $1,095; Custom (8) 4-dr., 
$1,315; 2-dr., $1,300. '52 Crest (8) Vic- 
toria, $1,280, $1,225*; conv., $1,160; 
Custom (8) 2-dr., $1,150; Main (6) 
coupe, $725. ‘51 Custom Deluxe (8) 
4-dr., $735; club coupe, $705. °50 Cus- 
tom Deluxe (8) 4-dr., $735. '49 Custom 
(8) 4-dr., $520. 

HUDSON—’53 Jet 4-dr., $800. °49 Super 
4-dr., $245. 

MERCURY—’51 '60 4-dr., 


$550. 

NASH—’53 Rambler conv., $1,135. °52 
Statesman 4-dr., $900*. "51 Ambassador 
4-dr., $515; Statesman 4-dr., $380. 

OLDSMOBILE—’54 (98) 4-dr., $3,460* 
(ps), $2,850*; Holiday, $3,350* (ps); 
(88) Super 4-dr., $2,720*. °53 (88) 4- 
dr., $1,768*; conv., $1,725*; Super 4- 
dr., $1,700*. ’52 (98) 4-dr., $1,275*. '51 
(88) 4-dr., $975*. °'50 (88) Holiday, 
$900*. 

PLYMOUTH—’54 Belvedere 4-dr., $1,675*. 
‘53 Cranbrook 4-dr., $1,200; Cambridge 
Suburban, $525. ‘50 4-dr., $550. 


(Continued on Page 52, Col. 1) 





$600. 
FORD—'54 Crest 


2-dr., $750. 


Ee 





Cooperson Bros., Camden, N.J. body shop have complete DeVilbiss facilities for factory-quality paint jobs. 


Cooperson Bros. handle 500 jobs a month 


F THE 650 to 700 repair tickets written monthly by Cooperson 
shop, over 500 require partial or 
complete paint jobs. Complete refinish jobs account for 25% of paint 


To eliminate bottlenecks and keep their painting operation running 
fast and smooth, Cooperson Bros. rely on their DeVilbiss paint shop. 
Leon Cooperson, secretary-treasurer, says, “We have used DeVilbiss 
equipment for 30 years and we are continuing to use it. This speaks 


To handle more volume and save space, Cooperson Bros. recently 
installed a new DeVilbiss Showroom Booth with Traveling Infrared 
Oven. Two DeVilbiss Booths which had been in continuous service 
for 18 years were replaced. DeVilbiss spray guns, air transformers, 
exhaust system, hose and accessories are integrated for peak efficiency 


Get your full share of the profitable paint business with a modern 


a call today. There’s no cost or obligation. 


THE DEVILBISS COMPANY 
Toledo, Ohie 


Sento Clara, Calif. ¢ Barrie, Ontario 
London, England 


Branch Offices and Distributors in Principal 
Cities Throughout the United States, Canada 
and the World 


DeVilbiss shop! Your DeVilbiss jobber will tailor facilities to fit your 
requirements — make you money with equipment that gives factory- 
quality finishes at the lowest possible cost. Give your DeVilbiss jobber 


FOR BETTER SERVICE, BUY 


DeViLBiISS 








Look what happened when} 


51 Nash dealers boosted salesj, 
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DIVISION OF MASH+KELVINATOR SALES CORPORATION % 

12727 GREENFIELD ROAD 
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Mr. Warren King : 

#9 Rockerfellow Plaza ? 

New York 20, New York ‘ 

‘ 


Dear Mr. King: 


We have just completed a Life Promotion with the Nash Dealers in our 
Detroit Zone, We tied this promotion in with the announcement ad- 
vertising of our All Weather Eye Air Conditioning System which appear- 
od in the May 17th iseve of Life, 


The material which was supplied our dealers was very attractive and 
colorful, Many of our dealers made a wonderful display of this mt- 
erial in their salesrocms. We feel that the display of this material A 
attracted many visitors to the dealerships. 2 





Many of our dealers have told us that they would like to do a “repeat” 
performance at some future date, Our Nash sales enjoyed a very 
satisfactory increase through the use of the Life Promotion. 


We wish to express our appreciation for the fine cooperation given us 
by your Life representatives from the very beginning to the end of 
this promotion. Kindest regards. 


The Nash dealers in the Detroit area were look- 
ing for an idea to stimulate sales of Nash air-condi- 
tioned cars and the new Metropolitan. What happened 
—after they teamed up with LIFE—is summed up in 
the letter at the left from B. E. Thompson, manager 
of Nash’s Detroit Zone. 


Very truly yours, 





Dealers had this to say about the 
Nash-LIiFE tie-in promotion: 





‘* During the promotion our showroom attracted much more attention 
than usual. People stopped in to see what all the excitement was 
about, affording us some terrific sales openings. We know that a lot of 
people, when they see Nash ads in LIFE, will think of Charlie’s Nash.” 


DOUGLAS DALGLEISH, Treasurer and Sales Promotion Director 

Charlie’s Nash, Inc., Detroit, Michigan 

Ba ~T_T>- 
‘* Our ‘Advertised-in-LIFE’ promotion material drew a lot of traffic and eel i a rh 

got a most favorable customer reaction. But far more important to TO) 






us, we know it increased our sales.” 


CASS MOGIELNICKI, Sales Manager 
Nortown Nash, Inc., Detroit, Michigan 


** We were delighted with the recent LIFE promotion and got a great 
many compliments on it. Our displays really stopped traffic; customers b 
told us so. We’re looking ahead to our next ‘Advertised-in-LIFE’ 


promotion.” 
DONALD BENNETT, General Manager 


Highland Nash Company, Detroit, Michigan 





‘* The ‘Advertised-in-LIFE’ promotion was certainly a worthwhile un- 
dertaking for us. It helped us achieve one of our biggest months ever 
in sales. Our showroom traffic was heavy all during the promotion.” 


TED PETERSON, Sales Manager 
R. T. Keller Nash Company, Toledo, Ohio 


** We'd like to see more LIFE-Nash promotions. This last one certainly 
got us a lot of attention and definitely helped build sales. The yellow 
Metropolitan model featured in our window really sold.” 


OMER H. VANDEPUTTI, Sales Manager 
Farley's Nash, Detroit, Michigan 4 








Nash teamed with [f]7i in Detroit! 


siduring zone-wide promotion! 


Residents of Grosse Pointe Park, Michigan were greeted with this impos- 
ing interior display at Farley’s Nash. Notice how the LIFE-Nash tie-in 
is apparent everywhere you look. 





Here's how Nash dealers used LIFE's “local impact"! 





Royal Oak Nash of Royal Oak, Michigan didn’t spare the merchandising 
pieces in reminding their customers that Nash is a big LIFE advertiser. 
This exciting interior display really pulled traffic. 
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Highland Nash of Detroit, Michigan carried the Nash-LIFE motif right 
into their accessories display. Full-page LIFE ads for Nash were shown 
throughout the showroom. 


This impressive exterior view of Oakdale Motors, Inc. shows how a suc- 
cessful Grand Rapids, Michigan dealer capitalized on the pulling power 
of LIFE. Note how LIFE stickers completely encircle showroom. 





Why not put LIFE in your new-car sales? 


LIFE reaches your customers, and potential customers, with car-owning households.* 


greater sales impact than any other magazine ever has before. Obviously —a lot of that coverage is right in your own town, 
in your own neighborhood. For every community in the country, 


LIFE is turning cool prospects into hot customers. 


3 For example: 
A single issue of LIFE reaches 11,880,000 households includ- 


ing 8,720,000 households with one or more cars. In the course 
of 13 issues, this audience grows until it includes 18,410,000 


ie cs ; ; 
[hat’s why automobile manufacturers invest more dollars 
for new-car advertising in LIFE than in any other magazine. 





( 
An industry as big as yours 
needs a magazine as big as... 
First in circulation 
‘ 
%* Source: A Study of the Household Accumulative Audience of First in magazine audience 
LIFE (1952), by Alfred Politz Research, Inc. 
First with new-car advertisers 
~~ 
4 


9 Rockefeller Plaza, New York 20, N. Y. 
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Used-Car Auction Prices 





(Continued from Page 49) 


PONTIAC — '54 Star Chief (8) 4-dr., "50 (98) 4-dr., $535*. °49 (76) club 
$2,425. '53 Chieftain (8) station wagon, coupe, $400. 
$1,550*. ’52- Chieftain (8) 2-dr., $900.| pLYMOUTH—'52 Cambridge 2-dr., $680. 
"50 Silver Streak (8) Catalina, $795*. ’51 Cranbrook Belvedere, $690; ce. 
STUDEBAKER—’50 Champion 4-dr., $400. $575. °48 Special Deluxe 2-dr., $225. 


PONTIAC—’53 Chieftain (8) 4-dr., $1,530* 
(ps). °52 Chieftain (8) 4-dr., $915*. 
‘51 Chieftain (8) sedanet, $850*. 

STUDEBAKER—’51 Champion 2-dr., $485. 
*50 Champion coupe, $395. 

MISC.—’49 Morris Oxford 4-dr., 


WILLYS—’53 4-dr., 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of July 6.) 
(Holiday consignment low. A _ good 
many buyers with little change in prices. 
Sold 76 cars out of 108 offerings.) 
BUICK—’52 Super Riviera 2-dr., $1,345*; 
Special conv., $1,150*%; 2-dr., $1,140, 
$1,120. '51 Super 4-dr., $855*; Riviera 2- 
dr., $815*. °50 Super 4-dr., $595; RM 
4-dr., $590*. '49 Super conv., $525. 
CHEVROLET—’52 SL Deluxe 2-dr., $825. 
"51 SL Deluxe 2-dr., $550. '50 SL De- 
luxe 4-dr., $565*°. °47 FM 4-dr., $160. 
DESOTO— 52 Fire Dome (8) 2-dr., $1,150* 


(ps). 

FORD — '52 Main (8) Ranch Wagon, 
$1,285, $1,180; Custom (8) 2-dr., $1,000*, 
$960*. °51 Custom (8) 4-dr., $695; De- 
luxe (6) 2-dr., $505. '50 Custom (8) 2- 
dr., $560; Custom (6) 4-dr., $340. 

LINCOLN—’51 Capri 2-dr., $875*. ‘49 4- 


dr., $285. 
MEROURY — ‘52 Monterey 2-dr., $1,100, 


$545. 


$195. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of July 8.) 

(Market off slightly, possibly due to 
holiday week-end. Sold 85 cars out of 
108 offerings.) 

BUICK—’51 RM 4-dr., $900*. '48 Super 4- 
dr., $285. '46 Super 4-dr., $160. 
CADILLAC—'52 (62) 4-dr., $2,300* 

'49 (62) 4-dr., $1,000*. 
OHEVROLET—’53 (150) 4-dr., $955; 2-dr., 
$1,030. °51 SL Deluxe 4-dr., $795, $725°; 
FL Deluxe 4-dr., $580; SL Special 2-dr., 
$510; %-ton panel, $475. °50 SL Deluxe 
2-dr., $560*; FL Deluxe 2-dr., $565. '49 
FL Deluxe 2-dr., $460; SL Special club 
coupe, $440. '48 FL Aerosedan, $405; 4- 
dr., $370, $320, $260. °47 FM conv., 
$265; 2-dr., $225. '46 SM 2-dr., $280. '41 





(ps). 


$1,005. '51 Custom 4-dr., $730*. 2-dr., $120. 
NASH—’51 Rambler Country Club, $605. | OHRYSLER—'48 NY 4-dr., $390; Windsor 
47 Ambassador 4-dr., $100. 4-dr., $260. 


OLDSMOBILE—’51 (88) 4-dr., $1,202*. | DeSOTO—'49 Custom conv., $488. 
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~ How new High HP Purelube 


DODGE—'53 Meadowbrook 4-dr., 
*47 Custom conv., $105. 

FORD-—'53 Custom (8) 4-dr., $1,075*. '52 
Crest (8) Victoria, $1,200*%; Main (6) 2- 
dr., $750. '51 Custom (8) Victoria, $845°. 
‘50 Custom (8) 4-dr., $590*; 2-dr., $400. 


$1,030. 


"49 Custom (8) 4-dr., $385; 2-dr., $330, 
$320; Custom (6) club coupe, $350. °47 
Super Deluxe (8) 2-dr., $225; (6) 2-dr., 


$180; %-ton pickup, $250. ’46 Super De- 
luxe (8) 2-dr., $140, $135. 
HUDSON—’'53 Jet 4-dr., $1,000. 
(6) Hollywood, $835. 
dr., $450. 
KAISER—’'49 4-dr., $145. 


‘562 Wasp 
‘51 Pacemaker 4- 


MERCURY—’51 4-dr., $690, $670*. '49 4- 
ar., $320*. '39 4-dr., $135. 

NASH—'48 (600) 4-dr., $155. 

OLDSMOBILE—’52 (83) 4-dr., $1,250. '51 
(98) 4-dr., $820*. '50 (98) 4-dr., $515*. 
’49 (88) 2-dr., $535*, $405*. °46 (78) 4- 
dr., $125*. 40 (6) 2-dr., $105; (8) 4- 
dr., $145. 

. od ‘ 
PACEARD—'46 4-dr., $206. “This is the only one I have in 
PLYMOUTH—’53 Cranbrook 4-dr., $1,060, : but it’ 

$930*; Cambridge 4-dr., $965. '52 Cran.| YOUr price range—but it’s a pretty 


heavy car and I’m afraid you'd 
never be able to push it home.” 


brook 2-dr., $765. °'48 Cranbrook 4-dr., 
$380, '39 4-dr., $180. 
PONTIAC — '51 Chieftain 


(8) Catalina, 








$895*. '50 Silver Streak (6) 2-dr., $650, 

$565. °49 Silver Streak (8) 2-dr., $550*,| BUICK—’52 Super Riviera, $960*. ’51 

$400*. '47 Torpedo (6) 4-dr., $175. Super 4-dr., $840*. °50 Super 2-dr., 2 
STUDEBAKER—’'53 Champion 4-dr., $865*. at $690*. 


*52 Champion 4-dr., $700. 

2-dv., $355. 
MISCELLANEOUS—’53 Jaguar, $1,925. ’48 

International %-ton pickup, $190; Frazer 


‘50 Champion | CADILLAC—’52 (62) 4-dr., $2,205* (ps), 
$2,100* (ps). ’51 (62) 4-dr., $1,790* (ps). 
‘50 (62) 4-dr., $1,640* (ps). 

$1,150, 


CHEVROLET—’'53 (210) 4-dr., 


4-dv., $130. $1,140, 2 at $1,120; 2-dr., $1,110; (150) 
$705; pag ’51 SL Deluxe 4-dr., $735, 
05, $690. '50 SL Deluxe 2-dr., $575, 
MINNEAPOLIS $495, $435. °49 SL Deluxe 4-dr., $430, 
(Minneapolis Auto Auction. Sale every 2 at $405. 
Wednesday. Prices are for sale of July 7.) | CHRYSLER—'51 Windsor 4-dr., $705*. 
(Sharp autos still bringing good money | DESOTO—’47 Deluxe 4-dr., $140*. 
with prices continuing to drop on ’51s | DODGE-—-’51 Meadowbrook 4-dr., $635*. 
= °562s8. Sold 73 cars out of 121 offer- ‘49 Meadowbrook 4-dr., $450, $410. 
ngs.) 


FORD—'53 Custom (6) 2-dr., $1,170*, 


combats excessive engine wear 


The “heart” of the superiority of new 
High HP Purelube consists of a new, ex- 
clusive additive combination. This 
special additive combination prevents ex- 
cessive wear in all parts of all engines... 
a brand new feature for such a high-deter- 
_gent, anti-pre-ignition oil! 


Valve lifters showing bottom surface whic 
lifter, a good used lifter, a flaked lifter an 
High HP Purelube prevents the excessive 


Be sure 
with Pure 






Sales Offices located in more than 500 cities, including: 

Minneapolis @ Madison @ Chicago @ Columbus, O. @ Detroit 

Toledo @ Cleveland © Memphis @ Norfolk © Charlotte @ Birmingham 
Atlanta @ Pensacola @ Jacksonville @ Miami 





Extensive tests at Pure Oil’s Research 
and Development Laboratories have 
proved this wear-preventing quality be- 
yond all doubt. 

Give your service customers the bene- 
fit of this great new oil. It’ll make their 
cars run better than ever before. 


h takes most wear. Left to right, a new 


da badly worn ‘'fatigued” lifter. New 


wear shown in the two on the right. 


One of the major problems created 
by increased engine power in this 
‘*High-Horsepower Age.”’ 


FREE! Send for this FREE book- 
let which gives you full details on 
this great new oil. 


The Pure Oil Company, Dept. V47 
35 E. Wacker Drive, Chicago 1, Illinois 





Gentlemen: Without incurring any obligation, I'd like to get 
your FREE booklet on the inside story of High HP PURELUBE. 


Neme_ 





cast scmertenisniptaiaiieesaieiorlc 
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$1,135, $1,110. ‘52 Custom 4-dr 
$860*, $850, 2 at $810. °51 Custom (5s 
4-dr., $675*, $660*, 2 at $640, 2 at $61: 


(6) 


‘50 Deluxe (8) 4-dr., $550, 2 at $51u 
3 at $500. 49 Deluxe (6) 2-dr., $330 
2 at $305. 

KAISER—’51 Custom 4-dr., $505*. 

MERCURY—’51 Custom 4-dr., $805", 2 
at $790*, $710. '50 Custom 2-dr., $595-, 
$560*, $500. '49 2-dr., $470*, $450, $410 

NASH—’51 Deluxe 2-dr., $415. 

OLDSMOBILE — ‘51 (88) Super 2-dr.. 
$900*, 2 at $870*. 

PLYMOUTH — ‘50 Special Deluxe 4-dr 
$425, $410. 


PONTIAC—’52 Chieftain (6) 4-dr., $870* 
’50 Silver Streak (8) 4-dr., $505. 

STUDEBAKER 50 Champion 2-dr 
$475*, $410, $315. 

MISC.—’51 Henry J 2-dr., 


NO. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of July 7.) 

(High percentage sold from post-Holi- 
day offering slightly lower than usual. 
Clean autos still bringing good prices. 
Sold 68 cars out of 97 offerings.) 


$220. 


BUICK—’50 Super sedan, $670*, $600"; 
Special sedan, $675, $610; RM _ sedan,. 
$485*. 

CHEVROLET—’53 (210) sedan, $1,150*. 


’52 SL Deluxe sedan, $805*, $800*, $775, 
$735. '51 SL Deluxe Bel Air, $910, $850; 
sedan, §$770*, $760*, $725, $705; SL 
Special sedan, $665, $620. '50 SL Deluxe 
sedan, $615, $580, $525. "49 SL Deluxe 
sedan, $425, $410. °47 FM sedan, $200, 
$160, $150. 

CHRYSLER—'50 Windsor sedan, 

DESOTO—'51 Custom conv., 

DODGE—’53 Coronet sedan, 
Coronet sedan, $700. 

FORD—’53 Crest (8) Victoria, $1,510*. 
’52 Custom (8) sedan, $935, $890; Main 
(8) sedan, $815, $810, $780. '51 Custom 
(8) Victoria, $680*; sedan, $595, $575. 
*50 Custom (8) sedan, $600, $590, $510. 
49 Custom (8) sedan, $410, $365, $320, 
$310. ’48 Custom (8) sedan, 2 at $300. 

MERCURY—’'54 Monterey 4-dr.. $2,070*. 
’51 sedan, $690, $670. °49 sedan, $330. 

OLDSMOBILE—’52 (88) sedan, $1,275*, 
$1,050*, $1,040*. °50 (88) sedan, $630*. 

PACKARD—'53 sedan, $1,330*. ‘50 sedan, 
$250. 

PLYMOUTH—’54 Plaza sedan, $1,335. °51 
Cranbrook conv., $760; Cambridge sedan, 
$570. °48 Deluxe sedan, $175. 

PONTIAC—’51 Chieftain (8) sedan, $975*. 
'46 Silver Streak (8) sedan, $280. 

WILLYS—'47 Jeepster, $350. 

MISC,.—’52 -Hillman-Minx 4-dr., 

* * * 


$710". 
e, 
$1,350. ‘51 


$460. 


— Auctions in Brief — 
N. LITTLE ROCK, ARK. 


Arkansas Auto Auction. Every Tuesday 


(July 6). Sold 47 out of 81. 
* * * 


DANVILLE, VA. 


Danville Auto Auction. Every Wednes- 
day (July 7). Excellent holiday sale. Sold 
50 out of 78. 





U.S. Businessman 
Has Conscience, 








Ford Tells Finns 


HELSINKI, Finland. — Henry 
Ford II, president of Ford Motor 
Co., said last week that although 
the American businessman “is no 
saint,” he has a new awareness 
of social responsibility to his cus- 
tomers, his employes and his com- 
munity. 

Speaking before the Finnish-Am- 
erican Club and the Finnish-Amer- 


| ican Society in Helsinki, Ford said 


it once was thought that the pri- 
mary responsibility of a business- 
man was to make a profit. 

“That is still true today,” he 
asserted, “but in a very different 
sense. 

“The situation has changed, and 
the American businessman and the 
American business corporation have 
changed with it. They are expected 
to be good citizens, they want to 


| be good citizens, and like all good 


citizens they are called upon to 
discharge social obligations and 
responsibilities.” 

Ford cited business contributions 
to private education as an example 
of how American industry is living 
up to its social responsibilities. 

“The American businessman is no 
saint,” he concluded, “and I am not 
here to canonize him. I believe, 
however, that his conduct, from 
the standpoint of social respon- 
sibility, will stand comparison with 
the conduct of any other social or 
economic group, either in America 
or abroad.” 


9 Bank Robberies 
Net 30-Year Term 


FORT WAYNE, Ind. — Bernard 
E. LaClair, used-car dealer who 
turned bank robber, has been sen- 
tenced to 30 years and fined $50,000 
for nine bank raids that brought 
him almost $160,000. He was known 
as the “lunch-hour” bandit. 


Electric Truck Data 


PHILADELPHIA—The new 
Safety Silhouette electric fork truck 
is described in a booklet (Bulletin 
5001) available from the Yale Ma- 
terials Handling Division, Yale & 
Towne Mfg. Co., Philadelphia, Pa. 
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Purchasing Agents Forecast Further Gains .. . 
Pickup in Business Continues 


USINESS improvement which 

started in March continued 
through June, according to the 
business survey committee of the 
National Assn. of Purchasing 
Agents. 

Belief was expressed by the 
purchasing agents that third- 
quarter industrial activity will 
show a gradual increase after the 
usual vacation letdown in July 
and August. 

Production during June was 
somewhat above May, the commit- 
tee found, with orders reported to 
be fully supporting the advance. 
Some of the new June business was 
attributed to advance orders to 
cover requirements while suppliers 
are on July vacations. 

Industrial material markets 
showed stability and strength dur- 
ing June, according to the survey. 
Stocks of purchased materials were 
reported to have been reduced 
sharply from May levels. 

* * * 
oe that industrial buying 
policy is still in a conservative 
short range, the committee said it 
runs from the hand-to-mouth type 


MoPar Ups Lewis 
To Vice-President; 


Wall Heads Sales 


DETROIT.—Election of Lee Lewis 
as vice-president and director of 
MoPar Motor Parts Corp., a divi- 








Lee Lewis 
was an- 


s. J. Wall 


sion of Chrysler Corp., 
nounced last week. 

T. E. Waterfall, president of Mo- 
Par, also announced the appoint- 
ment of S. J. Wall as sales director. 

During his 38-year career in the 
automotive parts business with 
Chrysler and its predecessor, Max- 
well Motor Car Co. Lewis has 
served in production, administra- 
tive, retail sales and managerial 
positions. For the past six years, 
he had been the operating manager | 
of MoPar. 

Wall joined Mo-Par in 1934 at the 
Boston parts depot where he 
worked in retail sales until 1937. He 
became director of_parts wholesal- 
ing for MoPar in 1948, and since 
last December he had served as as- 
sistant sales manager. 


K-W Names Chief 
Of Midwest Sales — 


TOLEDO.—Appointment of M. A. | 
Saunders as midwestern divisional 
manager of the Kaiser-Willys sales | 
division, with| 
headquarters in 
Chicago, was an- 
nounced last week 
by Roy Aberne- 
thy, general sales 
manager. 

Saunders start- 
ed in the auto 
business in Pitts- 
burgh in 1938, 
serving as secre- 

7 tary-treasurer and 
M. A. Saunders jater as general 
Manager of a dealership. 

After World War II service in 
the Navy, he joined Packard as 
dealer business manager. Later he 
served Packard as assistant zone 
Manager and zone manager in 
Pittsburgh, and was Chicago zone 
Manager until joining Kaiser- 
Willys. 

In his new position he will super- 
Vise marketing of Kaiser and Willys 
vehicles in an 18-state area. 








Studebaker for Petrillose 
Studebaker has appointed John | 


e Petrillose as a dealer in Ithaca, | 
1 2 





to 60-day commitments, A few in- 
dustrial buyers have gone on to 
cover needs from 30 to 90 days, it 
was reported. 

The committee found that pur- 
chasing agents generally do not 
believe in the possibility of in- 





Institute Backs Curb 
On Brake-Drum Repair 


NEW YORK. — A resolution 
asking the board of directors to 
“approve the safety theme em- 
bodied in the standardization pro- 
gram of the National Wheel & 
Rim Assn.” has been adopted by 
the Friction Materials Standards 
Institute. 

The recommendation, which has 
the support of the service man- 
agers of the Automobile Manufac- 
turers Assn., said that worn brake 
drums should not be remachined 
where the inside diameter of the 
brake drum would be increased 
by more than .060 inches. 








creased steel wages setting a 
general pattern for price in- 
creases, but look for competition 
to keep steel prices in line. 

On the other hand, the survey 
report said, no price weakening in 
steel is seen for the summer. 


Commodities posting price in- 
creases in June included brass cast- 
ings, soda, sugar, lead, some lum- 
ber, mercury, rubber, salt cake, 
shellac, steel scrap and zinc. Of 
these, the committee said, only zinc 
registered an important advance. 


Stephens Motors Abandons 
Location After 24 Years 


After 24 years in the same leca- 
tion, Stephens Motors (DeSoto- 
Plymouth), Phoenix, has moved in- 
to the building formerly occupied 
by Stewart Motor Co. (Studebaker). 





The new site provides 23,000 Wilde, 


square feet of floor space, with an 
additional 14,000-foot lot. Russell 





Amateur Radio Fans Thank Dodge— 

Dodge officials are thanked by walkie-talkie radio for the Route-Van truck they 
gave to the Inter County Amateur Radio Club for use as an emergency mobile radio 
unit in the Detroit area. Shown (from left) are William C. Newberg, president of 
Dodge; Fred J. Lamborn, general manager; L. J. Purdy, general truck manager; George 
a trustee of the radio club; Al Thomas, communications coordinator of the 
Detroit Office of Civilian Defense; Ted Hoffman, Detroit assistant executive director 


Drowne has been appointed sales | of the American Red Cross, and John Saver, coordinator for the mobile unit of the 


manager. 


American Radio Relay League. 





On the Job or on the Trade 


Eaton 2-Speed 
Axle Trucks 


More than two million 
Eaton Axles in trucks today! 


are worth more 


a 










Eaton 2-Speeds double the conventional number of gear ratios. Trucks make more and 
quicker trips, with full payload, over all kinds of roads, in all types of service, at 
lower operating cost, with minimum upkeep. Engines operate within their best speed 
range; stress and wear are held to a minimum. Eaton 2-Speed Axle trucks last 


longer, earn more, and are worth more on the trade-in. 


EATON 


© 





MANUFACTURING 





AXLE DIVISION 


COMPANY 


CLEVELAND, OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves eTappets eHydraulic Valve Lifters » Valve Seat Inserts eJet 


Engine Parts - Rotor Pumps e Motor Truck Axles » Permanent Mold Gray Iron Castings «Heater Defroster Units » Snap Rings 
Springtites eSpring Washers «Cold Drawn Steel eStampings eLeaf and Coil Springs eDynamatic Drives, Brakes, Dynamometers 
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Canadian 





M, L. Schwartz 
Staff Correspondent 

OTTAWA.—Dealers suffered a re- 
verse in May by selling 44,007 new 
vehicles, compared with 47,201 in 
April, after scoring steady gains 
each month since the start of the 
year, the Canadian Government has 
reported. 

However, it was emphasized that 
a similar situation was recorded a 
year ago when May sales involved 
52,978 units, against the previous 
month’s 56,261. 

Compared with last year, May’s 
sales were down 16.9 percent. In 
the first five months of this year 
sales to 189,255 units 
from 227,969 a year ago, down 17 
percent. 

New-car sales in May declined 
to 35,996 units, against 39,148 in 
April and 40,783 a year ago. 

In first five months such sales 
were down to 153,795 units from | 
177,333 last year. 

The downward trend in new com- | 


Auto Total for May Declines After Increases 
Posted in 4 Straight Months 
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Sales Dip 


mercial-vehicle sales continued in 
May, when 8,011 units were sold, 
compared with 8,056 in April and 
12,195 in May last year. 

In the first five months of this 
year such sales were down to 35,460 
from 50,636. 

Financing of sales of new ve- 
hicles increased, however. Some 
16,978 units were financed in May 
for $32,329,000, compared with 16,- 
925 for $31,247,000 in April, though 
below the 19,844 for $36,735,000 in 
May last year, with the gain be- 
ing entirely for cars. 

A total of 13,973 new-car sales 
were financed for $25,578,000 in 
May, against 13,787 for $24,835,000 
in April, but below the 14,978 for 
$25,878,000 in May a year ago. 

New commercial vehicle sales 
financed involved only 3,005 units 
for $6,751,000 in May, compared 
with 3,138 for $6,412,000 in April and 
4,866 for $10,859,000 in May last 
year. 

In the first five months of this 






year 55,360 new vehicles were 
financed for $99,771,000, compared 
with 64,061 units for $108,130,000 
last year, Of these, 13,035 were new 
commercial vehicles financed for 
$27,939,000, against 18,979 for $39,- 
591,000 a year ago. 

Financing of sales of used vehicles 
jumped to 41,062 units for $34,510,- 
000 in May, compared with 39,386 
for $33,071,000 in April and 48,443 
for $47,048,000 in May last year. 


Used-car sales financed in May 
involved 35,129 units for $29,410,- 


000, against 33,685 for $28,302,000 | 


in April, though last year May 

accounted for 41,172 used cars for 

$25,207,000. 

Used commercial vehicles financed 
rose to 5,933 for $5,100,000 in May, 
against 5,701 for $4,769,000 in April 
and 7,271 for $6,841,000 in May last 
year. 


Used-car sales financed in the 
first five months dropped to 132,684 
units for $111,678,000, compared 
with 163,103 for $138,828,000 a year 
ago. Used-vehicle sales financed in- 
volved 22,970 units for $20,097,000, 
compared with 28,328 for $26,497,000 
last year. 

New-car dealers in Nova Scotia 
increased their sales in May over 
April, but dealers in all other prov- 


Polish Co. in Pasadena, Calif. The plant 





Mirror Bright Opens New Plant— 


More than 500 persons attended the opening of a $150,000 plant of Mirror Bright 


covers 10,000 square feet. 





inces registered losses in this pe- 
riod. 


Nova Scotia sales rose to 1,692 
units from the 1,367 in April and 
1,186 in May last year. 

Dealers’ sales of new cars in May 
|showed the following, figures in 
brackets being for April: 
| Ontario, 16,914 (17,091); Quebec, 

7,424 (9,342); Newfoundland, 401 
(407); Prince Edward Island, 139 
| (185); New Brunswick, 883 (1,105); 








HARRISON’S RUNNING A TEMPERATURE... 





Testing 6 Harrison radiators 
in rigorous “life-cycle” test. 





Testing a Harrison heater at 
sub-zero in the cold tunnel. 





Testing radiator performance 
on huge dissipator machines. 


HARRISON 


to keep You comfortable! 


The heat’s on . . . at Harrison! 100 degrees in the hot tunnel and 















there isn’t any shade! Wind velocity up to 100 miles per hour! 
Here in this modern inferno, we test the performance of 
Harrison radiators and air conditioning systems. Hour after 
hour, scorching air blasts the front of the car. Actually, 

it’s like driving across the desert in the teeth of a high, 

hot, August wind! Tests like this prove beyond doubt that 
Harrison radiators and air conditioners are designed to stand 
up under every kind of driving condition. If you have a 


cooling problem, look to Harrison for the answer. 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N. Y. 


TEMPERATURES 
MADE 

0 

ORDER 


~ 


Manitoba, 1,771 (1,999); Saskatch- 
ewan, 1,906 (2,200); Alberta, 2,286 
(2,573), and British Columbia, 2,580 
(2,879). 


Imports of cars, trucks and parts 
declined in the first four months of 
1954. Cars and trucks dropped to 
$30,575,000 in this period, against 
$35,432,000 last year, and automobile 
parts fell to $76,886,000, against 
$81,938,000. 

However, imports of cars and 
trucks have increased steadily late- 
jly, rising to $11,130,000 in April, 
compared with $9,774,000 in March 
and $5,527,000 in February, though 
| below the $14,395,000 in April a year 
| ago. 
| Imports of parts dropped to 

$17,917,000 in April from $22,287,- 
000 in March and $19,063,000 in 
February. The total was $22,459,- 
000 in April last year. 

Sales of new buses in Canada 
dropped to 27 units in May, com- 
pared with 31 units in May, 1953. 
| 


Used-Car Notes 


| DETROIT.—For what is believed 
| to be the first time in the 45-year 
| history of Detroit’s used-car row on 
|Livernois Ave., a group of inde- 
pendent dealers has formed an or- 
ganization to raise the standards of 
their business. 

| The organization, known as The 
| True Seal Used Car Dealers of 
| Livernois, has 43 members, each of 
| whom has agreed to adhere to a 
| code of business ethics and a stand- 
ard of high quality. Harvey Geller 
is president. 

Dealers display banners identify- 
ing them as members, and all ac- 
ceptable cars on each member’s lot 
are marked with an official] True 
Seal sticker on the windshield. 
Member dealers are pooling their 
advertising resources to urge the 
public to deal with independent 


* * * 


Jury Orders R.I. Dealer 


To Complete Purchase 


PROVIDENCE. A Superior 
Court jury has ruled that Sebas- 
tian Calabro, a used-car dealer, 
must go through with the auction 
purchase of a 1948 convertible even 
though he didn’t think the car was 
fit to drive. 


Calabro stopped payment on a 
$562.65 check for the car after 
buying it from Merlin Motor Sales, 
Everett, Mass. The jury ruled that 
Calabro must pay Merlin for the 
car. 





* * * 


| Toronto Plans to Prepare 


U. C. Licensing Code 


TORONTO.—The Toronto Board 
of Control has agreed to set up 
| licensing standards for used-car 
dealers. 


The action came after Controller 
Ford Brabd told of shady dealings 
in used cars and said, “I’ve got 
stuck on car deals myself.” 

* * ” 


| Florida Dealers Pave Way 
For NUCDA Convention 


| 


| MIAMI—Preparations are unde: 
| way for the November convention 
re the National Used Car Dealers 
Assn. at the Empress Hotel, Miami 
| Beach. 

| Stacy Rowell, president of the 
| Florida used-car dealers, is direct- 
| ing arrangements, and the stat 
group will be host. A record ai 
tendance is anticipated. This wi!! 
be the first time the national grou» 
has met in Miami. 
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With the Staff... 
ALONG DETROIT’S AUTO ROW 


Applause for Metros 


A survey of Detroit-area Nash 
dealers reveals that they have been 
both surprised and pleased at public 
reaction to the Metropolitan in the 
first three months after the small 
car's introduction. 

“The acceptance of the Metro- 
politan indicates to me that there 
is a definite place in the U. S. 
auto market for a small car,” 
says Charles Dagleish sr., presi- 
dent of Charlie’s Nash. 

“Many people seem sick and tired 
of the parking, storing and other 
problems connected with cars that 
keep growing larger and larger,” 
he said. 

Although far from enthusiastic 
about the chances of the Metro- 
politan in the tough Detroit market 
three months ago, another Nash 
dealer says that 25 percent of his 





sales volume now consists of Metro- | percentage of profit on the Metro- | 


politans, with the hardtop model 
being the more popular. 

Two dealers report that there 
was considerable demand for the 
Metros in the first three weeks 
after introduction, when they were 
hard to get, but that “they’ve gone 
cold in the last month.” 


Most of the dealers are enthu- 
siastic about the quality of the 
deals they are making on the 
Metropolitan. 

As one dealership president re- 
marks, “We don’t have to listen 
to those real or bluffed threats to 
go down the street for a better 
deal.” 

“Why, for the first couple of 
months after introduction, we were 
making full profit on these cars. 
Now that the demand has slack- 
ened, we're still making a larger 





Discussing White's Prospects— 

Some of the principals attending the fifth annual conference of White Motor Co.'s 
factory-distributor council get together for a chat. Seated (from left): Robert F. Black, 
president of White, and W. H. Moran, Springfield, Mass., newly elected president of 


the council. 


Richmond, Va., junior past president of the council, 


manager of White’ s wholesale division. 


Standing: J. N. Bauman, sales vice-president of White; W. |. 


and N. O. Gresham, sales 


White Distributors Valeo 
Optimism Over Sales 


CLEVELAN D—Delegates to 
White Motor Co.’s distributor coun- 
cil here expressed optimism 
about prospects for higher volume 
sales and increased service business 
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during the last half of the year. 


The council’s eight members 
were surveyed at the fifth annual 
conference of the organization, 
which represents more than 200 
White distributors and 110 dealers. 


“We are gearing our program) 


for the rest of the year on obtain- 
ing an even greater diversification 


of uses for our heavy-duty trucks | 


and a higher penetration of the 


market in the 19,501 gross vehicle . 


weight and up classification, said 


| President Robert F. Black. 


“We're in a field that accounts 
for over a half-billion dollars of 
heavy truck sales a year. It’s a 
healthy business and one where we 


| can all grow up together. 


“We are currently receiving 


| about 19.5 percent of the available 
| volume in the 19,501-pound weight 


and up. We hope to expand this 


percentage as the Autocar division | 


becomes more fully integrated into 


| the White organization.” 
Autocar was acquired by White 





in 1953. 
Although White has experienced 


| @ moderate decline in volume so far | 
this year, J. N. Bauman, sales vice- 


president said, “This has been much 


| smaller than the truck industry as 


a whole. Signs point to a healthy | 


increase in new orders in the fu-'| 


ture.” 
For the first quarter of the year, 


| White sales were down about 3) 
percent; the rest of the industry | 


about 6 percent, Bauman said. 

W. H. Moran, Springfield, Mass., 
was elected chairman of the coun- 
cil, succeeding W. I. Shipp, Rich- 
mond, Va. Other council members 
attending were R. A. Smith, Madi- 


| son, Wis.; L. Parker, Rochester, N. 
| ¥.; E. Ahiquist, Billings, Mont.; J 


C. Gill, Long Beach, Cailif.; 
Slaughter, Jacksonville, Fla., 


J. S. 
and 


| L. G. Jackson, Odessa, Tex. 





politan than on any other car. 


“Another thing, these cars are 
quite easy to sell. The people seem 
to know what they’re getting and 
they know the variations are 
limited. On a couple of occasions, 
prospects have walked in and closed 
the deal in a matter of minutes.” 

Harold Vohnenstiehl, owner of 
Great Lakes Nash, admits that 
he was a little dubious about the 
public acceptance of the British- 
made vehicle, and ordered spar- 
ingly, much te his regret. 

Says Vohnenstiehl: “We could 
have sold quite a few more if we 
had had them at first. Now when 
the supply is better, the demand 
has lessened, but sales are still 
pretty fair.” 

He reports that one of his cus- 
tomers, a conservative driver, is 
getting 42 miles to the gallon in 
his Metro. 

One dealer declares: “If this car 
could be made to sell for about 
$1,395, I think we'd have one of 
the hottest cars in the history of 
the industry.” 

Dealers say that there have been 
no particular service problems con- 
nected with the Metropolitan. 

A couple offer suggestions for 
improvement of the car. They 
propose that (1) the Metropolitan 
can be made a little larger so 
that a usable back seat could be 
installed, and (2) that a door 
be placed on the glove compart- 
ment. 

All the dealers assert that the 
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Metropolitan has been worthwhile 


in stepping up salesroom traffic. 
| * * * 


Too Price-Conscious 

“People today are too price-con- 
scious,” says a dealer in one of 
the recently merged lines. 

“A lot of them figure they’re 
farther ahead buying a late-model 
used car. In fact, it looks like a 
| fellow might be better off in the 

used-car business.” 

+ + 


* 


Pays to Advertise 


Sign painted in foot-tall letters 
on Detroit showroom window: 


CUSTOMER WANTED 
No Experience 
Necessary 


* * * 
Chrysler Bonuses 

Several Detroit Chrysler Corp. 
dealers, although expressing some 
disappointment that the $30 to $90 
trading bonuses given them weren’t 
higher, still said they feel that the 
bonuses will be a definite help in 
keeping them afloat. 

Some dealers said the fact that 
the bonuses won’t be paid until the 
end of the year may tend to keep 
dealers from trading it away. 

However, one dealer says: 

“Right now I’m just waiting to 
see whether my brother Dodge 
dealers are going to give it away 
or use it as a cushion to absorb 
some of their overhead. 

“At present, I firmly intend not 
to give it to the public, but, of 
course, I'll be compelled to do what- 
ever they do.” 

Other dealers took the position 
that they couldn’t give away some- 
thing that they did not have as yet. 

Another dealer comments: 

“I think the new allowance is 
going to hurt some dealers be- 
cause the payoff won’t come un- 
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new 
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Adjustment 


til after the '55 models are intro- 
duced. 

“It’s not easy to play with that 
discount when you know you’re not 
going to be reimbursed for another 
four or five months. They’re going 
to have to push cars just as hard 
as before, because they have no 
more of a margin to play with now 
than before.” 

A Chrysler-division dealer sees 
the trading allowances as a “big 
help,” although he says he heard 
from zone officials that the allow- 
ances were going to range from 
$90 on the Plymouth to about 
$200 on the Ohrysler. He con- 
tends that there has been no 
price-softening at his dealership. 

Says this dealer, “If they had 
cut the price of the Plymouth by 
$90, we could have given Chevro- 
let a real run for their money.” 

Remarking that he is happy 
to have the $30 to $90 “in the 
hand,” rather than a lot of vague 
promises “in the bush,” a DeSoto 
dealer says the allowances will: 

1. Help bring in more business. 

2. Help him meet his expenses. 

The dealer adds “It’s definitely a 
step in the right direction. The last 
time the factory cut the price, they 
cut the retail price also. But retail 
sales didn’t rise appreciably. 

“This time they did the intelligent 
thing, I think, by merely cutting 


the price to the dealers. I suppose ° 


most dealers will refrain from giv- 
ing the bonus away, simply because 
the factory won’t give it to them 
until the end of the year.” 

* * * 


More to Depreciate 

One dealer in the low-priced field 
is irked at the customer who com- 
plains about the depreciation of 
late-model cars. 

“Cars aren’t depreciating any 
faster today than they did before 
the war,” the dealer says. “It just 
looks that way because they cost 
more to start with.” 
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They Shape Business, Bank Says... 


Importance of Distributors Told 


BOSTON. — Importance of the!creased by $5 billion, much more 


role of distributors in shaping the 


stressed by the First National Bank 
of Boston in the current issue of its 
New England Letter. 

Pointing out that the consumer 
is the most important spender, the 
bank notes that personal consump- 
tion expenditures in 1953 aggregat- 
ed approximately $230 billion and 
constituted 62 percent of gross na- 
tional product, as against 23 per- 
cent for Government purchases of 
goods and services, and 15 percent 
for gross private domestic invest- 
ment. Since 1939, personal consump- 
tion expenditures have increased 
3.4-fold. 

Further noting that there has 
been a revolutionary redistribu- 
tion of income in this country in 
the past 25 years, the bank adds: 

“In 1929 the net income after 
taxes of those in the income group 
under $5,000 a year constituted a 
third of total disposable income, 
while in 1953 it amounted to around 
|two-thirds. The top tenth of the 
| nation’s families in 1929 were get- 
ting 46 percent of all personal in- 
come before taxes, but by 1950 the 
share had dropped to 29 percent. 
What has happened is that a large 
proportion of the people who used 
to be in the bottom brackets have 
graduated into the middle class.” 

The narrowing of the gap has 
taken place not only between the 
lower and upper-income groups, but 
also on a regional basis, according 
to the bank, which observes: 

“Industrialization and improve- 
ment in agriculture have brought 
the southeast, northwest and 
southwest into a stronger eco- 
nomic position, while the rest of 
the country has lost ground rela- 
tively. In the northeast, for in- 
stance, the share of total income 
payments has declined from 36.4 
percent in 1939 to 29.7 percent in 
1952. On the other hand, the south 
gained from 20.6 percent to 23.8 
percent and the Pacific coast rose 
from 9.4 percent to 11.9 percent.” 
Noting that one result of the 
changes has been that with a much 
larger proportion of income avail- 
able for optional spending, the con- | 
sumer has become more unpredict- | 
able, the bank continues: 

“Since the first quarter of 1953 to| 
the end of the first quarter of 1954, 
there were increases of $4.4 bil- 
lion in disposable income, of $2.1 
billion in consumer expenditures, 
and of $2.3 billion in personal net 
savings. During this period, ex- 
penditures for personal services — 
including housing, power, light, 
travel, education, and so forth—in- 


50-Y ear Story 


Life at Tung-Sol Sketched 


By New Book 


NEWARK, N. J.—“Life at Tung- 
Sol,” a picture-packed, slickly edited 
volume, has been published by 
Tung-Sol Electric, Inc., in com- 
memoration of the firm’s 50th an- 
niversary. 

The book covers the firm’s his- 
torical background, its manage- 
ment team, its workers and the de- 
velopment of its products since 1904. 

The book was written by Robert 
K. Leavitt within the framework of 
a@ project conceived and directed by 
Harold F. Cook, Tung-Sol’s man- 
ager of advertising, sales promotion 
and market analysis. 

Air Reduction Board 
OKs Colton Acquisition 

NEW YORK.—The board of di- 
rectors of Air Reduction Co., Inc., 
has approved acquisition of the 
assets and business of Colton 
Chemical Co., Cleveland, in ex- 
change for Air Reduction common 
stock. 

The acquisition is subject to ap- 
proval of Colton stockholders. It is 
anticipated that Colton will operate 
as a division of Air Reduction with 
headquarters remaining in Cleve- 
land. 

Simultaneously, John A. Hill, Air 
Reduction president, announced 











plans for the construction by Air 
Reduction of a vinyl acetate mono- 
mer plant at Calvert City, Ky. The 
plant will be designed to produce 
30 million pounds of vinyl acetate 
monomer per year. 


future course of business trends is | 


than offsetting the $2.8 billion de- 
cline in the purchase of goods.” 
The publication added that the 
Federal Reserve index of industrial 
production declined nearly 10 per- 
cent, while unemployment during 
this period showed a substantial in- 
crease. This situation, it said, is 


cline in purchases of durable goods, 
or of 7 percent for the 12 months 
ended March, 1954. 

Consumers have been cutting 
down on the purchase of durable 
goods because of heavy credit 

| commitments, and it is likely that 
repayment of debts will continue 
in excess of new borrowings until 


| at least mid-summer, it said, 


“Not only have consumers been 
paying off more debts than they 
have been contracting, but also in 












DOUGLAS ALSO 
MANUFACTURES 


| accounted for by the $2 billion de- | 


DOU 





were at the annual rate of $20 bil- 
lion, or $2.3 billion more thar for 
| the same period in 1953,” the }.ank 
| said. “Since by their nature the pur. 
|chases of durable goods can be 
postponed, and as a large prcpor- 
tion of sales are financed by the 
extension of credit, demand is sub- 
ject to wide swings. 


“Accordingly, effective distribu- 
tion today requires scientific anal- 
ysis of potential markets, distribu- 
| tion costs, types of outlets, classes 
of customers to be solicited, designs 
}and quality best suited to thé spe- 
|cific product, prices that capture 
| the broadest markets, and products 
| that a company is best equipped to 
| produce profitably. 

“The extent to which distributors 





| can meet the challenging problems 
| before them will have an important 
|influence upon the future trend of 


| the first quarter of 1954, savings! business in this country.” 
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Devee & Raynolds Buys 


West Coast Paint Firm | 
NEW YORK.—Devoe & Raynolds | 
Co., Inc., 200-year-old paint manu-| 
facturer, has purchased the River- 
side (Calif.) industrial and marine 
t manufacturing concern of 
Hart & Burns, Inc. 

Hart & Burns will continue mak- 
ing and selling Durahart and 
Navicote brands of industrial and 
marine coatings. Its 32,000 square 
feet of plant floor space will also 
provide manufacturing facilities for 
Jones-Dabney’s automotive and in- 
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dustrial finishes. The latter firm is 
owned by D&R. J. Mack Creager 
has been named president of Hart 
& Burns. 


Operating Fork Trucks 
CHICAGO. — Mercury Mfg. Co. 
has produced a four-page reprint 
titled “Proper Operator Judgment 
Cuts Cost of Fork Truck Opera- 
tions,” a discussion of operator 
training methods. Copies are avail- 
able free from the company at 4044 

S. Halsted St., Chicago 9, Ill. 
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Québec Truckers 
Cool on Plan for 
Highway Control 


MONTREAL. — A Federal -Bill, 
proposing that interprovincial and 
international highway transporta- 
tion control be handed over to the 
provinces, met with a cool recep- 
tion from Quebec truckers. 

The Trucking Assn. of Quebec 
said it supported the Quebec pro- 
vincial government’s stand on the 
bill. Quebec has refused to accept 
control, as offered by Ottawa. 


Camille Archambault, association 
spokesman, maintained that ap- 
peals from the bill should be di- 
rected to the Exchequer Court of 
Canada, rather than to the Federal 
Cabinet, as stipulated in the bill. 


“Should the Federal Government 
modify its attitude, the proposal 
would be more acceptable to the 
Province of Quebec,” he said. 


The bill contains a clause by 
which the Federal Government re- 
serves right of exemption in appli- 
cation of the law. 

“This,” said Archambault, “means 
the Federal Government, which 
owns the Canadian National Rail- 
ways, becomes the legislator and 
the competitor at the same time. 

“This situation is unusual and 
resembles war measures of the 
Government,” he said. 


Ford Tractor Unit 
Gets New Depot 


BIRMINGHAM, Mich, — A new 
parts depot will be established by 
the tractor and implement division 
of Ford Motor Co. at 25500 W. 
Outer Drive, Lincoln Park, Mich., 
according to Irving A. Duffy, gen- 
eral manager. 

Parts will be distributed from 
the depot to distributors in 35 cities 
in the U.S. Canada, Mexico and 
Cuba, Duffy said. 

All divisional parts warehouse 
operations now located at 2500 E. 
Maple Rd., Birmingham, are to be 
moved to the new depot during the 
next few months. 

Two regional sales offices — the 
Northeast and Canadian regional 
offices managed by J. B. Legler jr., 
j}and J. M. Swetland, respectively— 
also will have offices in the new 
building. 


Legal Speeder 
Acceleration in Police Model 


Upped 20% by Ford 

DEARBORN.—Ford’s new safety 
enforcement vehicle—the Intercep- 
tor police car—has improved accel- 
eration nearly 20 percent over the 
| 1953 model and is capable of speeds 
in excess of 100 miles per hour, ac- 
cording to L. W. Smead, general 
sales manager of the Ford division. 

Ford has been supplying special 
police vehicles for 22 years and at 
| present 56 percent, or more than all 
| other makes combined, of the na- 
| tion’s police cars are Fords, Smead 
| said. 
| The new model’s emergency per- 
|formance capability has been 
| achieved by fitting a specially de- 
veloped 160 - horsepower overhead- 
| valve V-8 engine into the 1954 chas- 
| sis. The police model is available 
with Fordomatic drive, overdrive or 
| Manual transmission. 
| To meet the rigorous demands of 
| police work, a heavy-duty clutch 
'and heavy-duty brakes are speci- 
| fied for the Interceptor. 
| The car is available with heavy- 
| duty front and rear seats having 
| extra-heavy cushion and seat-back 
springs. Brown vinyl upholstery in- 
| terior trim and special long-wearing 
| front and rear floor mats are avail- 


| able, 
Calendar 


(Continued from Page 4) 


Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Oct. 25-27—National Association of Inde- 
pendent Tire Dealers, Sherman Hotel, 
Chicago. 

Oct. 25-29 — American Trucking Associa- 
tions, Inc., Waldorf-Astoria Hotel, New 
York City. 

Oct, 28-30 — Western Parts and Service 
Managers Association Convention, New 
Washington Hotel, Seattle. 

Nov. 15-17 — American Finance Confer- 
ence, Commodore Hotel, New York City. 

Dec, 6-7—National Standard Parts Associ- 
ation, Hotel Sherman, Chicago. 

Dec. 8-10 — Automotive Service Industries 
Show, Navy Pier, Chicago. 














U. S. Withdraws Tax Levy 
On American Fidelity 


RICHMOND, Va.—Jeopardy tax 
assessments against American Fi- 
delity & Casualty Co., Inc., which 
originally exceeded $3 million, have 
been dropped by the Bureau of In- 
ternal Revenue, according to Irvin 
S. Markel, president of the truck 
and bus insurance company. 

Coincident with the announce- 
ment of the final elimination of the 
jeopardy tax assessments, the bu- 
reau’s Richmond office released $1,- 


57 


560,000 in securities to the insur- 
ance company, The original jeop- 
ardy assessment of $3,211,738.83 was 
levied against the company on Dec, 
29, 1951. 


Cleveland Eyes Lot Curb 


CLEVELAND.—The City Council 
has received legislation aimed at 
controlling the number of auto sales 
lots. The bill would make it a mis- 
demeanor to conduct new or used- 
car sales from a lot without first 
having registered with the City. 
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In the Letterbox 


(Continued from Page 4) 





awaken some morning without a 
retailing organization. 

Automobile manufacturers will 
continue high-pressure methods 
and sleight-of-hand promotion 
stunt as long as dealers are willing 
to make huge profits for the fac- 
tory and accept an overabundance 


bootlegging th rough the Depart- | franchised dealers. are still fright-|of new cars at little or no profit 


ment of Justice. Even though they 
are successful at a later date to) 
have some type of anti-bootlegging | 
law placed upon the statutes, boot- | 
legging will never cease being a 


menace under present new-car pro- | 


duction schedules. 

The automobile manufacturers, 
although they do not openly con- 
done bootlegging, will do very 
little or nothing to actually hind- 
er it as long as they can force 
dealers to accept all the new cars 
they build. They care very little 
as to how new cars eventually 
land in the hands of an owner as 
long as the manner in which it 
was sold does not affect new-car 
production. 

Recently one manufacturer made 
a feeble attempt to make their 

dealers believe they were out to get 
the bootlegger. It received headlines 
in the press and apparently lulled 
some of their dealers into thinking 
they were sincere. It was a swell 
publicity stunt but otherwise ac- 
complished exactly nothing and 
that was the intention in the first 
place. 

The preponderance of the new 
cars appearing in bootlegging 
circles are produced by two auto- 
mobile manufacturers who are fool- 
ishly involved in a production race. 
As long as these two manufactur- 
ers produce more cars than their 
dealers organization can absorb 
and the dealers are gullible enough 
to have more cars than they can 
sell at profit shoved down their 
throats, bootlegging cannot and 
never will be eliminated. 

As a group, the vast majority of 





ened into bad business practices by 
the threats of their respective fac- 
tories. If they would only reflect 
awhile on present day economic 
| trends, they would commence to)! 
realize that today they are in the| 
driver’s seat and no longer subject | 
to high-pressure tactics of their | 


| factory. They are now in a position | 
of taking full command of their | 


dealerships and to operate accord- 


ing to their own judgment insofar | 
as it pertains to their local condi-| 


tions without the actual loss of 
their franchise. 


During the immediate postwar 
period, manufacturers were del- 
uged with requests for dealer- 
ships by the “quick-money” boys 
who merely wanted in for three 
or four years to skim the cream 
from a new-car-starved public, 


During that period, the manufac- 


turer was king and walked rough- | 
shod over his subject dealers. The | 
dealers were forced to kow-tow and | 


to like it. In order to hold their 
franchises, they were forced to ac- 
cept many crackpot promotional 
ideag that were not only expensive 
but ridiculous as well. 

They were led into extensive 
building programs and forced to 


buy equipment facilities far beyond | 


their actual needs. 


Now that the bloom is gone from | 


the rose, manufacturers. are no 
longer besieged by individuals with 
pockets full of cash looking for new 
car dealerships. They still can huff 
and bluff but inwardly they know 
that they cannot force their present 
dealer body too far or they will 


accruing to themselves. 
However, manufacturers are 

| fully aware that the worm is 

bound to turn and that they are 

now operating on borrowed time. 
| They are ready and fully pre- 
| pared to operate on reduced pro- 
| duction schedules once their deal- 
ers realize there isn’t any per- 
centage in maintaining industry 
position for the factory on a 
profitless basis for themselves, 

If every new-car dealer in the 

country would state emphatically 
|to his factory—“I want to give you 
|the best representation possible in 
my community. I will carry an ade- 
quate stock of new cars. I will 
carry an adequate stock of parts. I 
| will render the best service obtain- 
|able at equitable prices to my cus- 
|tomers. However, effective as of 
this instance, I am going to oper- 
ate my dealership on a basis of 
what is best for myself and my 
organization.” 

“IT will be a representative and 
| aggressive dealer but I will only 
order and accept the number of new 
cars that I can conveniently sell at 
a reasonable profit within my own 
trade area.” 

“I will be the sole judge in ac- 
|cepting or declining factory sales 
and promotional ideas, and will 
only accept such activities which 
in my opinion have my interests 
;and welfare at heart, and which 
come within the scope of sound 
business practices.” 

If every dealer in the country 
would take this stand and adhere 
to it — bootlegging, overproduction, 
blitz sales, price cutting, drastic 
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A New Balancer that’s a 
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New Dodge Dealer— 


Carl E. Altman (left), 
franchise for Huntington County, Ind. With 
him is C. J. Kramer, his partner in Alt- 


signs his Dodge 


man-Kramer Motors. Standing is lL. G. 
Rice, Dodge district manager. awe 
used-car losses, promiscuous whole- 
saling of used cars and other pres- 
ent day ills of the retail automobile 
business would soon disappear. 

Another foolish mistake made by 
franchised dealers is the improper 
wholesaling of excess used-car in- 
ventories. 

Dealers must realize that every 
used-car dealer in business today 
is a direct competitor, This com- 
petition cannot be controlled or 
limited to a reasonably equitable 
competitive basis unless fran- 
chised dealers use some sort of 
measuring stick to determine into 
what channels their excess used 
cars are sold. 


Used-car dealers are the prime 
violators in new-car bootlegging, 
and this type of used-car operator 
should be denied the privilege of 
buying used cars from franchised 
dealers. He is in business today 
only through the grace of the fran- 
chised dealers because he cannot 
buy enough cars at the curb from 
individual owners or obtain enough 
cars from leasing or rental con- 
cerns to stay in business. 

No one should be silly enough to 
advocate the elimination of all 
used-car dealers. They are a vital 
and necessary adjunct to the retail 
automobile business. However, 
there are too many gyp operators 
who owe their being established in 
business to faulty wholesaling on 
the part of the franchised dealers 
and who seriously disrupt both the 
new and used-car market by new- 
car bootlegging, dishonest advertis- 
ing and shady business tactics. 

There are thousands of ethical 
used-car dealers who are a credit 
to the industry. They operate on 
sound business standards. They re- 
fuse to bootleg new cars. They do 
not indulge in questionable adver- 
tising. They respect and desire the 
goodwill of the new-car dealer. 
This type of used-car dealer de- 
serves the support of the franchised 
dealers. 

Used cars, during normal pe- 
riods, have always been a prob- 
lem to the retail dealer. Sensible 
retailing of new cars, increased 
activity in the merchandising of 
used cars at the retail level and 
intelligent wholesaling of used 
cars can greatly mitigate this 
condition. 

Because the automobile business, 
like every other business, is in- 
fested with a few bloodsucking 


|dealers whose operations will al- 
| Ways be at cross purposes with the 
| good dealers, bootlegging cannot be 


abolished overnight. It can be di- 
minished to the degree that it will 
be harmless providing the majority 
of new car dealers will conduct 


| their dealerships with that object 


in mind. 

Eventually, the bootlegger would 
be forced out of the picture, be- 
cause his bootlegging activities 
could be pin-pointed and pressure 
brought to bear with his factory to 
either eliminate him ag a dealer or 
cut his quota of new cars to such 
an extent that bootlegging would 
not be profitable. The manufactur- 
ers cannot afford to protect the 
minority of bootlegging dealers at 
the cost of losing a majority of 











their good dealers. — 
DEALER. 


A Mipwes' 


| Universal Muffler 


We understand that there is be- 
ing put on the market a 100 percent 
universal auto muffler made some- 
where in New Jersey. 


This would be a wonderful thing 
if it can be done. 


Can you tell us if there is such 
a thing possible and who is pro 
ducing same ?—Harry A. R. Kiemn, 
Imported Motor Car Co., Montclair 
N. J. 


Eprror’s Note: We know of no 
muffler being made today that is 
100 percent universal in its appli- 
cation. Perhaps your nearest local 
automotive jobbing house might 


have some information on it. 
* ¢ @ 


Sensible Approach 


Your very interesting article 
about “Brown’s Salesmen All Deal- 
ers” in the June 28 issue of AvurTo- 
Motive News was one of the best 
and most sensible articles appearing 
in your publication for some time. 

This type of “success” story does 
a@ great deal of good by selling the 
“Johnnie-come-lately dealers” that 
“wheel-and-deal” and “blitz sales,” 
which border on shyster methods, 
are not the answer in the long run. 
—JoHN R. CUNNINGHAM, Brace 
Oldsmobile Co., Kansas City. 

* + & 


Favors FRB Control 


I have read and re-read John 
Munn’s article in the June 14 issue 
of Automotive News regarding 
credit controls. 

I felt it was a mistake when con- 
trol was taken from the Federal 
Reserve Board, and I believe that 
unless that power is restored so 
that a damper can be placed on 
credit, we will eventually have 
nothing but chain dealers and fi- 
mance companies, such as Hull- 
Dobbs. 

No one likes the word control 
but unless we have some way, not 
politically controlled, to regulate 
credit and the life blood of our 
economy, we could have something 
much worse. 

We now have some large dealers 
advertising new cars at approxi- 
mately $50 per month for 4 
months. What will be the end result 
for the average dealer and what 
about the used cars that can’t be 
financed on any such terms? 

The strong will get stronger and 
the weak will get weaker, and 
eventually the automobile manu- 
facturers will have rental or chain 
outlets—A. L. Burnett, Burnett 
Motors (Pontiac-Cadillac), Morris- 
town, Tenn. 


Tips on Sales Training 


NEW YORK.—A new 20-page 
booklet, “A check List and Plan- 
ning Guide for Your Sales Training 
Program,” is available free from 
Porter Henry & Co., Inc., sales- 
consultant firm and producer of 
train'‘ng programs and materials. 
The address is 507 Fifth Ave., New 
York 17, N. Y. 








MORE AUTO DEALERS SPECIFY 
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PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 


WRITE POR STEMAC 32": 1281 eee 


OETAILS— 








ATTENTION 
DEALERS!! 


Genuine 
Cowhide 
KEY CASE 
Holds 3 Keys 
200 — 14c ea. 
500 — 13c ec. 
1000 — 12c ec. 
Will imprint 3 lin« 
Ad in gold at thes: 


very low prices 


F.0.8. Gary, Ind. 
Semple sent upon request 


DAVENPORT'S ADV. 
SPECIALTIES 


550 Broadway Gary, Indian« 
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Correspondent George Glaser Writes .. . 
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Auto Letter from Europe 


valve posts. These guide the air|in this engine: Elimination of the 


By George L. Glaser 
European Correspondent 
RANKFURT, Germany.—Inquir- 
ies from the U. S. show that} 
there is considerable interest 
the construction of the low-noise 
MAN diesel engine. 
A few details about this engine 
may therefore be in order. 
MAN is a German concern 
which, besides diesels, also builds 
bridges and similar items. 
The “M” diesel engines have 
forged-on guide vanes to the intake 





Ford to Construct 
Additions at Two 
Stamping Plants 


DEARBORN.—Plans to construct 
additions to Ford Motor Co. stamp- 
ing plants at Cleveland and Buffalo 
were announced last week by R. H. 
Sullivan, group executive. 


An addition of 300,000 square feet 
of floor area to the new Cleveland 
stamping plant, now under con- 
struction in Walton Hills, O., will 
increase manufacturing space in 
that building to 1,260,000 square 
feet. ‘ 


The Buffalo plant will be ex- 
panded by 80,000 square feet. Most 
of the added area will be devoted 
to tool-and-die room facilities to 
serve the 21 major press lines now 
operating there. 

Both plants will produce steel 
body parts and finished subassem- 
blies. 

Six major press lines will be 
added to the 16 lines originally 
planned for the Cleveland plant. 
Production is expected to get un- 
der way late this year, with full 
operation scheduled for early 1955. 
The plant will employ approx- 
imately 2,400 persons, 


Ned Jordan—famous for the Jordan car, 
and the classic copy that advertised it— 
gives you an inspiring look at the world 
each week in Automotive News. 





YOU CAN PUT 

300 SALESMEN 
TO WORK SELLING YOUR 
NEW AND USED CARS FOR 


$29.75 


More than 3,000 Dealers in the 
United States and Canada are 
using our plan to increase Sales 


and cut their inventory. 
* 
PROSPECTS EVERY DAY 


Write or wire for Free Sampies 
and Details of this AMAZING 
PLAN 


SANZO SPECIALTIES 
Mfrs. of the used car teg with 
the beaded chain 


Box 68-A Endicott, N. ¥. 











ADVERTISEMENT 





A Local Magazine 


We don't go in for store-bought, pat- 
ent inside Sunday supplements. 


We had a little rotogravure section for 
© few months, threw it out and got only 
3 kicks. 


Instead of mail order roto, we print 
ur own Florida Magazine, a 16 to 20 
standard newspaper page book every 
week. This is equal to 32 or 40 tabloid 
Pages. And we use quite a bit of color 

- + MO process color, but enough color 
fo create an impression. 


And national accounts are using our 
Florida Magazine because it is the only 
way to reach Cenfral Florida's 250,000 
People. , 

Orlando Sentinel-Star 


Orlando, Florida 
Nat. Rep. Burke, Kuipers & Mahoney 
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stream, regardless of whether the 
engine is blown or not. 
The design of the injector is such 


in| that the fuel is injected in two 


separate streams. The combustion 
chamber is in the center of the 
piston, This chamber is cooled from 
underneath as an oil stream is 


directed against each piston. 
+ + * 


Intake Air Cooled 


OX THE engines which are su- 
percharged by an exhaust-driven 
turbine, the intake air is cooled 
down for greater efficiency of the 
combustion process. 

The water-cooled system is in- 
dependent from the engine cool- 
ing system. The water pump has 
two sections, one for the regular 
cooling system, the other for the 
intake air cooling. 

Maximum rotation of the super- 
charger wheels is 36,000 revolutions 
per minute. The weight of the rotor 
wheels is kept as low as possible 

in order to permit the quickest 
possible pickup when the engine is 
accelerated. 

Three achievements are claimed 





V-8 Diesel— 


This V-8 MAN diesel engine, featuring 
the silent-type combustion process, de- 
livers 155 horsepower. 
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Combustion Chamber— 


This is the center piston combustion | 
chamber of the MAN diesel engine for | 
trucks and buses. Not shown is the air, 
stream guide vane on the intake valves. 
The combustion chamber in the piston oil 
stream is cooled from underneath. 





| 
| 
| 
| 
| 
| 
| 








| 
| 


Turbine Wheel— 


This is the light-weight exhaust gas | 
turbine wheel and air blower of the MAN 
supercharged diesel. It is said to deliver | 
up to 40 percent more power in opera- | 
tions at great heights. | 
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typical diesel engine noise at any 
speed, lower fuel consumption and 
greater elasticity of the engine than 
before. : 

* 


* 

3-Wheeled Scooter 

NOTHER interesting develop- 

ment in the German auto field|, 7 

is a three-wheeled “cabin scooter,” 
which is produced in Fulda. 

The scooter, which sells for ap-| ~~ , corr ews 
roximately $700, features an all-| 
cen hear with seats for two| The MAN Diesel Rear Axle— 
and a rear engine which is air-| The MAN diesel rear axle, which also is the same as the front axle on four-wheel 
cooled. | driven types, features a solid carrying axle with differential and drive shaft housings 

The interior also can be con- | behind it. Reduction drives are on outsides of rear axle. Not shown is the cam- 
verted to sleeping facilities for | operated piston pump which circulates the lubricant through the differential and the 
two persons. The seat bench is 


two reduction drives. 
moved back and then tilted for- 
ward, thus providing a full-len 1 
bed. - r sth | 2 Arizona Outlets Added that dealerships would be set up 


The vehicle has successfully par- For Superior Car Coolers [in Fort Worth in time for 1955 


ticipated in long-distance competi-| _AMARILLO, Tex.—Superior Mfg. | business. 

tions and has been seen on the|Co., which began making car air Superior air conditioners are sold 

highest roads in the Alps. | conditioners early this year, now! in Amarillo, Tex., by Plains Chevro- 
Present production is 150 units| has dealerships in both Phoenix | let Co.; Don McMillian, Inc. (Ford) 

per month. | and Tuscon, Ariz. and Garner-Randall (Cadillac). 
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Bob Clements, president, stated 
















Minutes saved meant extra profi 
Get the ump on competitors with 


ECO ISLANDERS 
and TIREFLATORS 


You know that every minute your shop staff can save 
is like money in your pocket. And one place you can 
save steps and time handling routine jobs is by cen- 
tralizing your air and water service right at your lift. 


ECO Remote Control Tireflators give you precision 
automatic tire inflation in seconds with overhead reel 
convenience — or by attachment to present air reel of 
any make. ECO Islanders provide complete automatic 
water and air service right at your fingertips — with 
fully automatic hose retraction. 


Ask your Bennett Representative for full details today 
— and remember, the business goes to the shop that’s 
most modern. 


FREE 


Write for your copy of AIR-31, John Wood 
Company's new guide to saving man-hours, 
increasing shop ovtput...and profits. 





JOHN WOOD COMPANY, Bennett Pump Division 
Muskegon, Michigan * Offices In Principal Cities , 
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Calif. Oil Outlets to Sell 


Products of U. S. Rubber 

NEW YORK. — U.S. Rubber Co. 
has announced completion of a 
marketing arrangement with Cali- 
fornia Oil Co., Perth Amboy, N. J., 
for the sale of U.S. Royal and Fisk 
car and truck tires. 

Two lines of tires, as well as bat- 
teries and other automotive acces- 





THE MARKET’S WIDE OPE 


for pulling in 
profits 
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sories, will be made available by 
the oil company to its Calso dis- 
tributors. 

These products now are marketed 
by independent dealers in all six 
New England states, New York, | 
New Jersey, Pennsylvania, and 
parts of Delaware, Maryland and) 
Virginia. 





“We coulda bought the customer a new transmission for 
the cost of Chadwick's time and the parts he’s broken!” 





11'S MEW! IT'S FREE! 


com complete 
info a on the 
entire line of 50 


over 
Kent-Moore “Rate- 
Maker” Service T 





That’s right! Whatever the repair operation, 
you'll find it can be done more profitably with Kent- 
Moore Special ‘“‘Rate-Maker” Service Tools. And for 
good reasons, too! Because engineered-for-the-job “Rate- 
Maker” Tools save time, eliminate damage to costly 
parts, and, in fact, easily accomplish many commonly 
required adjustments and repairs that just can’t be done 
at all with ordinary standard shop tools. 


But that’s only part of the “‘Rate-Maker” profit picture! 
Consider, too, the specialized service market! Automatic 
transmissions, power brakes, power steering .. . 
representing a new potential volume of highly profitable 
service business that’s wide open . . . to the shop that’s 
equipped with the right tools. And for most leading 
makes of cars you'll find that Kent-Moore “‘Rate-Maker” 
Service Tools are the right tools! 


KENT-MOORE ORGANIZATION, INC. Ni 
5-105 General Motors Building + Detroit 2, Michigan 
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News in Brief 


COLUMBUS, O.—Ray Branden- 
burg, Washington C. H., O., who 
is rounding out his sixth year as 
NADA director for Ohio, has asked 
that he not be renominated for 
that office. 


* * * 


New Trailer Maker 


ARGOS, Ind.—John Ritzenthaler 
has resigned as vice-president and 
general manager of the Elcar Coach 
division of Mid-States Corp. to start 
his own house-trailer manufactur- 
ing business here. The new plant is 
slated to employ 80 to 90 persons. 

+ * * 


Colorado Looks to °55 


DENVER.—Gov. Dan Thornton 
has approved a $156,672 contract 
for manufacture of 1955 motor 
vehicle license plates. The plates 
will have black letters and nu- 
merals on a white background. 

* * * * 
Sound and Fury 

MILWAUKEE.—Common Council 
has authorized the Police Depart- 
ment to install a decibel meter to 
spot noisy mufflers. Anything below 
85 decibels will comply with the law. 

- a + 


Battery for Atomic Sub 

ST. PAUL.—The storage battery 
used in the Nautilus, the Navy’s 
first atomic submarine, was sup- 
plied by Gould-National Batteries, 
Inc., it was disclosed last week by 
Albert H. Daggett, president. 

7 af + 


Mich. Tax Take Hiked 


LANSING.—Motor tax collections 
in Michigan for the first five months 
of the year totaled $35,984,000, an 
increase of about 4 percent over 
last year, according to Owen J. 
Cleary, secretary of state. 


” * * 
Design Firm Expands 
DETROIT. — Sundberg-Ferar, in- 
dustrial design firm, has opened an 
office at 10 E. Forty-ninth St., New 
York. The eastern office will be in 
charge of Richard W. Figgins. 
* a * 


Seller’s Guide 

WASHINGTON. — Capital Re- 
search Co., 1424 K Street, North- 
west, Washington, D.C., has issued 
a directory of more than 1,200 pur- 
chasing units of the Federal Gov- 
ernment. A foreword gives facts on 
contact procedures. Price is $7.50 
per copy. 

es oe 


Trim Trends in Canada 


TORONTO. — Trim Trends, Inc., 
Detroit manufacturer of name 
plates and automobile molding ac- 
cessories, has leased space at Ajax, 
just east of Toronto, to house oper- 


- ese 
ompetition 
Big Business Is Subject 
Of New Film 

DETROIT.—The top is a slippery 
place in industrial America today. 
Competition keeps businessmen 
scrambling for more secure posi- 
tions. And to stay big, big business 
needs the consistently high-cali- 
bered application of ideas and 
imagination. 

These are some of the dramatic 
conclusions of a new sound motion 
picture, “Big Enterprise in the 
Competitive System,” produced for 


the Brookings Institution and The | 


Alfred P. Sloan Foundation by Jam 
Handy Organization. 

Highlighting the research of 
Brookings’ economist, A. D. H. 
Kaplan, the color movie makes 
available to businessmen, econo- 
mists and interested citizens some 


facts on free competitive business 


during the past 40 years. 

Prints of the 45-minute film may 
be obtained from Encyclopedia 
Britannica Films, Wilmette, II. 


Canadian Banks Free 
To Make Car Loans 


Canadian chartered banks now 
are free to make loans on cars 
and other chattel mortgages, 

Legislation passed by the last 
session of Parliament, authoriz- 
ing the banks to enter this lend- 
ing field for the first time in 





Canada’s banking history, has 
been in the Canada 
Gazette. 














ations of a subsidiary, Trim Trends 
(Canada), Ltd. Initial manufactur- 
ing plans include stainless steel 
moldings and pressings for automo- 


tive trim. C. Crossman will be gen- | 


eral manager. 
* * * 


Data on LOF Yarns 


TOLEDO. — A folder providing 
specifications for its series of textile 
yarns has been published by the 
fiber glass division of Libbey- 
Owens-Ford Glass Co. and is avail- 
able to weavers of industrial and 
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New, Improved 


Du Pont 
© 





PREMIUM QUALITY, STOPS SQUE 


KEEPS OUT SQUEAKS, WONT WASH OUT 


“Orel’’isanexclusive DuPont 
formula. Unlike petroleum- 
based lubricants, it cannot 
harm rubber. It contains no 
castor oil or graphite . . . does 
not dry out or “‘wash away,” 
even with repeated e: ure 
to rain and washing. ‘‘Orel’”’ 
stops squeaks and keeps them 
stopped.Order new,improved 
Du Pont “‘Orel’’next time you 
talk to your jobber—there’s 
nothing else like it! 





BETTER THINGS FOR BETTER 


PENETRATING RUBBER LUBRICANT 


decorative textiles. The firm’s ad- 
dress is 608 Madison Ave., Tc edo 


’ 
* * * 


NAM Moves 


NEW YORK.—The Natio~al] 
Assn. of Manufacturers has mc ved 
its headquarters. The new add»ess 
is 2 E. Forty-eighth St., New York 
Ad, BN: Se 


* * * 


Canadian Job for GM 


MONTREAL.—The Canadian e- 
partment of Defense Production in 
the first half of May awarded con- 
tracts valued at $34,639,200. The 
largest, covering 1,978 trucks of 
2%-ton capacity, went to General 
Motors Products of Canada, Lid, 
and was valued at $9 million. 





YOU NAME IT — WE BUILD IT 
There is a HERMAN BODY 
OI Ce ee 
specific needs... 
HERMAN REFRIGERATED 
Nha ae 2 a ea 8 ee 
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COLDAIRE 
Drive-On-The-Road Refrigeration 
. SELF REFRIGERATED M 


RIGHTLOADER 
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Plug-In Refrigeration for OVER 
NIGHT LOADING M 
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Just fill this polyethyl- 
ene squeeze-bottle with 
new, improved Du Pont 
“Orel” and you have a 
powerful ‘‘Anti-Squeak 
Gun.” One shot stops 
stubborn squeaks for 
keeps. 


AKS FAST 





Use OREL to lubricate all 
these and many more 
Bushings in Shock Absorber Arms 
Spring Shackles 
Sway Eliminator Bars 
Motor and Body Mountings 
Pads Insulating Springs from Axles 
Rubber Insulations between Spring Leaves 


Metal-to-Metal Contacts between Chassis 
and Frame 


Steering Column Rubber Bushings 
Fan Belts 

10. Knee-Action Units 

11. Rubber Hood Seals 

12. inner Tubes when Mounting Tires 


SP ~SPFPYPrE 


DU PONT NC"“7” PRODUCTS 


GU PONY 


REG. U. 5. PaT.OFF 


LIVING...THROUGH CHEMISTRY 




























Ever striving to improve and better ride 
controls, Gabriel engineers have now de- 
veloped the first fool-proof adjustable shock 
absorber to meet individual preferences in riding 
comfort. It’s the brand-new 3-way Gabriel AjustO- 
matic Shock Absotber. Easy to adjust for a “Soft”, 

“Normal” or “Firm” ride. A click of the shock and you 
select the ride you like for the road you ride. 


Here is the latest idea in shock absorbers for all cars, 
whether new or driven a year or more. Be among the first to 
feature this newest of GABRIEL FIRSTS, 

Gabriel’s crowning achievement in shock ab- 

sorber engineering. 


Detailed information free on request. 


HEG A BRIE Leompany 


CLEVELAND 15, OHIO 
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Bear’ 








Feamt & AIL STOARAT TRING 
WEADLIGNT & BRAKE TESTING 






.o.in Extra Profits Alone, 
it’s WORTH MORE than what 
you pay for “Bear” Equipment! 


When you compare wheel aline- 
ment and balancing service 
equipment, “Bear” wins out in 
ision, speed, quality. . and 
ion’t overlook the “Bear” Sign! 
maande alone, an & comes to 
king money and bringing in 
business. No other sign is so 
oan advertised in the 
“OST. No other safety service 
sign is displayed by as many 
shops, coast-to-coast. No other 
ae aan such public con- 
ce... people trust in work 
turned out by“Bear”Equipment. 
pny, LOOK for the“Bear” Sign. 


. ° uipmenten- 
titles you to put He Signs. 


All America is looking for your Sign... 
g\ when it's a“Bear® Sign! 





“Bear” Signs are available in a wide 
variety of styles: 
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RY FREE “BEAR” CATALOG... brings you 48 pages of | 

: pa Money Making, Pay-out-of-Profit Safety Service Equip- 
ment and how to cash in on the famous “Bear” Sign. 

Mail this coupon to: Bear Mfg. Co., Dept. A-14 Rock | 
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Obituaries 


Donald McLouth, 
Steelmaker, at 52 


BIRMINGHAM, Mich. — Donald 
B. McLouth, 52, president of Mc- 
Louth Steel Corp., died July 10 fol- 
lowing a heart attack. He founded 
the firm, which grew into the sec- | 
ond largest steel company in Mich- | 
igan. 

The Trenton (Mich.) plant cur-| 
rently is undergoing a $105 million | 
expansion. 

President at the funeral services | 
were Defense Secretary Charles E. | 
Wilson and Senator Charles Pot-| 
ter, Michigan Republican. 

Representing the auto industry | 
were K. T. Keller, chairman of| 
Chrysler Corp.; John J, Cronin, | 
manufacturing vice-president of | 
General Motors; Ernest R. Breech 
and John 8. Bugas, of Ford Motor | 
Co., and Hugh J. Ferry, chairman | 
of Packard. 

* 


* * 


C. W. Coons, Retired Head | 
Of Illinois Association | 


CHICAGO.—C. W. Coons, 74, for- | 
mer executive manager of the Illi- 
nois Automotive Trade Assn., died 
July 1 in Peoria, II. 

Mr. Coons had served for 29 years 
ag executive head of IATA until his 
retirement in December, 1952. After 
his retirement he continued to serve 
as a legislative advisor to dealers. 

7 ad + 





Leyman’s Death Ends 
40-Year Buick Deal 
LOUISVILLE. — Leyman Motor 
Co., which had held a Buick fran- 
chise for more than 40 years, is 
closing its doors following the 


death of H. S. Leyman, president. |: 


An outstanding auto figure, Mr. 
Leyman was the subject of many 
stories on auto row. According to 
local lore, Mr. Leyman loaned 
money to General Motors in the 
early days and was awarded a life- 
time franchise as a result, He also 
held a Buick franchise in ‘Dayton, 
which ended with his death. The 
Louisville franchise has been 
awarded to Breaux Ballard Co., 
Louisville formerly Dodge - Plym- 


outh dealer. 
* * . 


Lloyd A. Sleeper 

NEWARK, N. J.—Llioyd A. Sleeper, 61, 
president of the Transportation Equ‘pment 
Co., died here July 8. Mr. Sleeper, a pio- 
neer in the truck equipment field, organ- 
ized Transportation Equipment in 1932. 
He was credited with introducing the two- 
speed axle to the eastern seaboard. 

* * 


Edgar B. Fitzpatrick 
CHICAGO.—Edgar B. Fitzpatrick, 60, 
a Pontiac dealer here for 18 years, died 
July 8 following a long illness. Mr. Fitz- 
patrick had been associated with the auto 
industry for 35 years. 
. * * 


James 8S. Marvin 

NEW ROCHELLE, N. Y¥. — James 8. 
Marvin, 83, former traffic manager and 
assistant general manager of the Auto- 
mobile Manufacturers Assn., died July 11. 
He served as AMA traffic manager for 35 
years, until his oe in 1940. 

” 


Philias A. Dionne 
COATICOOK, Que.—Philias A. Dionne, 
76, pioneer automobile dealer, died July 
10. In 1915 he formed Bachand & Dionne, 
Ltd., taking the McLaughlin-Buick fran- 
chise, and later adding Chevrolet and 

Oldsmobile. He retired in 1949. 


* - * 
Charles W. Johnson 
CHATTANOOGA, Tenn. — Charles W. 


Johnson, 74-year-old pioneer auto man- 

ufacturer, died here of a heart attack on 

a downtown street July 12. In 1896, he 

designed the Johnson Steamer, said to be 

one of the first seven autos on the market. 

Later, Mr. Johnson turned to selling cars. 
* * 


Ellis Halford 
SPRINGFIELD, Ill.—Ellis Halford, 65, 
who was said to be Springfield’s first used- 
car dealer, died July 12 in St. John’s Hos- 
pital after a seven-year illness. He sold 
used cars here for more = 35 years. 
* 7 


Forrest L. Dunn 
TRUMANN, Ark.—Forrest L. Dunn, 41, 
partner in Dunn-Powell Chevrolet Co., died 
after a heart attack July 10. 


Bell 


(Continued from Page 3) 
“a wide-eyed and sanctimonious air 
of innocence.” : 

He emphasized that the three 
principal elements of the industry 
—manufacturing, distribution and 
finance—must work together in 
the interest of the consumer and 
on behalf of national economic 
health. 


“Just now,” “in the 


Bell said, 


Island, Illinois. Please write name and address in margin. | eyes of the average citizen, the 
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(auto industry) ... is behaving like 
an odd mixture of frightened child 
and pious fraud; There is hatred 
and suspicion between manufac- 
turers that far exceeds the normal 


61 


boundaries of competition. There is 
fear and distrust among dealers, 
and toward their factories, that 
perpetuate insecurity and the 
silliest possible business habits.” 


One out of ten Portland auto 
families owns two cars!" 


Yes, one-tenth of the families with cars in the ‘City of 


Roses'’ have two of them! 


USE THE OREGONIAN TO SELL 


THIS RICH MOTOR-MINDED MARKET! 


The Oregonion is way out in front of the Oregon Market's 
second newspaper with a daily circulation lead of 40,726 
That's why The Oregonian is first in automotive advertising 


. . . first in sales! 


*Source: 1953-54 Port- 
a Oregon 3 
er inven = an 
E. Clark 1 & Associates. 


229,132 DAILY ° 


the Oregonian 


PORTLAND, CRIGON 


292,332 SUNDAY 


Represented Nationally by Moloney, Regan & Schmitt, Inc. 











Blow-cleaning a carburetor. 


See your ARO Jobber 








ARO 


Cleaning jobs ‘‘under the hood”. @ 


New ARO Blow Gun Model 
7444 delivers air blast with 
absolute control—whisper or 
BLAST—for cleaning opera- 
tions in service stations, gar- 
ages and car dealer service 
departments. Throttle valve 
meters air exactly—just press 
for more pressure. 


Saves labor... reduces costs for 
cleaning out brake drums... 
battery terminals dis- 
tributors ... carburetors... 
gas lines generator 
brushes ... car interiors... 
tires and under fenders . . . 
many more uses. 


THE ARO EQUIPMENT CORPORATION, BRYAN, OHIO 
Aro Equipment of Canada, Lid., Toronto 1, Ontarie 


® 


LUBE EQUIPMENT 
Alse...AIR TOOLS... AIRCRAFT PRODUCTS... 
GREASE FITTINGS 


Xt 
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THE WHELAND COMPANY 


FOUNDRY DI‘ 


ISION 


CHATTANOOGA 2, TENNESSEE 


SELL PRODUCTS, SERVICES, PARTS, ETC. 

TO AMERICA'S MOST LUCRATIVE MARKET 

THROUGH THE CLASSIFIED SECTION OF 
AUTOMOTIVE NEWS 


Don’t Set Valve Gap 


“Close Enough‘... 


re 


_Lff 


...the new precision instrument that utilizes an 
entirely new principle in adjusting valve clearance, 
or “gap” on valve-in-head engines. The Valve- 
Gapper assures micrometer accurate valve clear- 
ance adjustment and instant location of noisy or 
defective hydraulic lifters. 
® Reduce Valve Adjustment Time approxi- 
mately 50 per cent! 
@ Check the Valve Gap Visually and get 
Micrometer Accurate readings BEFORE, DUR- 
ING and AFTER Adjustment. 
®@ The VALVE-GAPPER is Fast, Easy to Use— 
both hands are FREE to make adjustments 
while dial indicator registers exact setting. 
®@ Use the VALVE-GAPPER for instant location 
of defective hydraulic lifters. 
® Use the Dial Indicator for other shop tasks. 


MODEL 201—FOR GM DIESEL ENGINES 


Enables mechanics, owners, operators to— 
®@ Adjust Vaive Clearance 
© Time Fuel Injectors © Balance Fuel Racks 


Order from Jobber or Write P&G Mfg. Co. 


Vatve-Gapper in position on 1954 V-8 Ford 
Engine. 


: 2262 N. Albina Avenue, Portland 12, Oregon 
1 Please send me Valve-Gapper literature and prices. 


OF i ee le. grate 


Maxhoale weing Valve -Gopper on Chevrolet : ENGINES SERVICED 
ne. 


A On iietmeeeeee 


All Makers Offer P 


Car Deliveries Boom 
At the Factories 


(Continued from Page 8) 


cently it had been used for Cor- 
vette production. 
7 * * 

HEVROLET’S customer-delivery 

department, under the manage- 
ment of Paul A. Hulick, provides 
the customer with map service and 
a book about Flint. The waiting 
rooms on the premises are capable 
of handling up to 1,500 customers 
a month. 

Pontiac’s customer-delivery pro- 
gram is now being conducted 
from a new building on the fac- 
tory grounds in Pontiac, In the 
structure are an air-conditioned 
waiting room with television, 
papers, magazines and writing 
desks where postage-paid post 
cards are supplied. 

A service line in the building, 
where the cars are washed and 
prepared for delivery, assures the 
customer his car is ready for the 
trip home. 

Pontiac, as well as other factor- 
ies, naturally provides each buyer 
with a service policy which entitles 
him to service and checkups at 
any dealership along the way. Some 
of the factories furnish extra-lib- 
eral warranties to factory-delivery 
customers. 

* oa + 
PoNtiAces department, under 
the supervision of Don H. Stark, 
will furnish pickup service from 
Willow Run Airport or Detroit. 
Last year Pontiac handled 8,500 
factory-delivery customers between 

April and September. 

By bus, train, plane, motorcycle 
and hitchhiking, customers have 
been coming to Detroit to partici- 
pate in the DeSoto factory-delivery 
program, which is now capable of 
handling 75 cars a week. 

DeSoto is encouraging the pro- 
gram by providing window ad- 
vertisements and brochures on 
the plan to the dealers. A free 
dinner is furnished at the plant 
to each customer, 

Under consideration at present is 
a plan to expand the program by 

providing a larger waiting room, 
refreshments and showers and by 
stationing a fulltime hostess in the 
lounge. 
6 * o 

INCOLN-MERCURY which had 

a very limited program pre- 
viously, initiated a modern factory 
delivery plan at its new plant in 
Wayne, Mich., last year. The L-M 
operation is available to all dealers, 
and is now operating at close to 
capacity, which is about 40 cars 
a day. 

Customers are furnished coffee, 
newspapers, tourist information 
and map service. They wait in a 
modern TV-equipped lounge 
which is manned by a reception- 
ist. On request, customers will be 
picked up at Willow Run Airport 
and hotel accommodations will be 


Models of Attractiveness— 


provided at the customer’s ex- 
pense. 

Buick, which had a customer 
driveaway department before the 
war, resumed it in 1949 and refined 
and expanded the program last 
January in new quarters at the 
Dort Highway branch building in 
Flint. 

7 - * 

URING June, 2,181 Buicks were 

processed through this outlet, 
75 percent of these cars going to 
western states. This approximate 
percentage of western factory-de- 
livery buyers also prevails at most 
other plants. 

Buick customers wait for their 
cars in a luxurious reception 
room which has background mu- 
sic, free coffee, free post cards 
and reading material. 

In addition, each buyer is given 
a map showing him how to get out 
of Flint, a map of Michigan and 
a large-scale map of his own region 
of the country. A porter is available 
to load the customer’s car. 

* - 7 
As AT most factory delivery out- 
lets, an employe also is avail- 
able to give the customer instruc- 
tions in driving the car and in 
handling its equipment. R. R. Ross 
is manager of the department. 


The factory-delivery programs 
of Buick and Chevrolet have had 
real impact on business in 
Flint, with hotels, restaurants 
and Capital Airlines being the 
chief beneficiaries. 

One observer remarked that on 
many of the flights into Flint these 
days, only one thing has to be 


Chrysler’s Ritter 
Gets U.C. Post 


DETROIT.—The appointment of 
Francis F. Ritter as used-car mer- 
chandising manager of Chrysler di- 
vision Was an- 
nounced last week 
by E. M. Braden, 
division general 
sales manager. 

Ritter, who for- 
merly was assist- 
ant used-car mer- 
chandising man- 
ager, succeeds M. 
J. Harris, who re- 
- cently was ap- 
F. F. Ritter pointed assistant 

sales manager. 

Ritter joined Chrysler in 1953 af- 
ter having operated his own indus- 
trial construction business in Phila- 
delphia. He also was an auto dealer 
in Allentown, Pa., from 1946 to 1951. 

Braden said that Ritter was picked 
for the post because his retail sales 
background would enable him to 
give Chrysler dealers maximum re- 
tail sales help. 


Miss Job-Rated, Carol Anders, and a Dodge Town Panel truck were considered the 
two prettiest models in the Dodge truck display at the National Truck, Trailer and 
Equipment Show in Los Angeles. Shown are Bert McFadden (center), president of the 
los Angeles Area Dodge Dealers Assn., and Gerald Graham, los Angeles truck man- 


ager. . 


— 


asked each passenger, “Are you 
going to Chevrolet or to Buick for 
your car?” 
e * s 

A RECENTLY remodeled section 

of a factory zone office rear 
downtown Detroit is the site of 
Packard's factory delivery program 
which is under the direction of Nejj 
C. DeSantis, national car distribu- 
tion manager. 

In an effort to provide friendly 
and personalized attention, each 
Packard factory-delivery customer 
is taken to lunch by some factory 
official. Maps and travel informa- 
tion are provided. 

Under consideration by Pack- 
ard management is the construc- 
tion of a modern Courtesy Build- 
ing on the.site of the company’s 
new Conner plant. This building 
would house the factory-delivery 
department. 

The program at Studebaker was 
available only to west coast dealers 
after the war, but last February 
factory delivery became available 
to buyers throughout the country. 

*” + * 
oo persons, under the di- 
rections of J. H. Dalton, now 
operate Studebaker’s program from 
new quarters across from the ad- 
ministration building in South 
Bend. 

In the event that the car is not 
ready when the customer arrives, 
Studebaker provides free meals 
and hotel accommodations, if ne- 
cessary. Pickup service at the rail 
and air terminals is supplied 
upon request. 

Within 30 days a new building 
will be completed in Lansing to 
house Oldsmobile’s expanding fac- 
tory-delivery department. At pres- 
ent only dealers in the Pacific 
coast region are serviced. Nolan 
Walker, car distribution manager, 
is in charge. 

. «© +. 


SE are given porter 
service, highway information 
and tours through the plant on 
either of two small “trains.” As 
many as 100 cars a day currently 
are being driven away from the 
Olds factory by customers. 

Dodge’s program is capable of 
handling 40 purchasers a day and 
is typical of other programs in 
most respects. The factory-de- 
livery department is located near 
the lobby of the Dodge Main 
plant in Detroit and is under the 
supervision of Herman Ude, man- 
ager of the courtesy department. 
Dodge buys each customer a 
lunch, 


On a small scale, Hudson is con- 
ducting a factory-delivery program 
from its Detroit plant. It is ex- 
pected that the program will be 
continued after final assembly op- 
erations are moved to Kenosha, 
Wis. 

Until last year, Hudson had been 
flying in groups of 60 or 70 west- 
coast buyers to take delivery of 
their cars. The buyers were wined, 
dined and entertained at company 
expense, but the customer paid full 
freight charges. 

” + * 

HRYSLER division has had a 

factory-delivery department 
since its founding. Currently it is 
being operated from lounge at the 
Jefferson Ave. plant in Detroit. 
Customers frequently are taken to 
lunch. 


Cadillac’s courtesy sales depart- 
ment, which handles the program, 
has been in operation eight years 
and is now handling 50 to 55 cus- 
tomers a day. In charge is Harold 
Gillespie. 

An Oldsmobile spokesman re- 
ported that factory deliveries 
Were 20 percent greater during 
the first half of 1954 than in the 
first six months of 1953, At pres- 
ent 50 percent of these cars go to 
Californians. 

Plymouth’s program, which has 
been in effect since the division’s 
founding 25 years ago, operates 
from the retail delivery office at 

| the Plymouth plant in Detroit. Ken- 
jneth Schultz is in charge of the 
department, which handles from 50 
to 75 buyers a day. Lunch igs pro- 
vided to waiting customers. 

Nash’s program, in effect sinc: 
1920, is conducted from quarters 
established on Fifty-second St. in 
Kenosha, Wis., in 1952. Current vol- 
ume is 35 to 45 a day. Writing ma 
terials, postcards and sometimes 
lunch ig supplied to customers. 
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Poli Indicates Big Stockholder Approval... 


OK Seen for S-P Consolidation 


(Continued from Page 1) 


missions, and its facilities could 


the stockholders approve the | be expanded to cover Studebaker 
Studebaker-Packard merger, dis- | transmissions. 


senting stockholders will not have 

right to an independent appraisal 

of the value of their stock. 

A company counsel clarified this 

cs 

“This is a sale of assets of Stude- 
baker pursuant to very express and 
clear statutes in Delaware, which 
authorize sale of all the assets in 
exchange for stock and without any 
appraisal right given by the 
statute.” 

+ * 

THE American Motors consoli- 

dation, in which Nash bought 

Hudson, Hudson stockholders had 

the right to demand cash for their 

stock under the laws of Michigan, 

which set forth appraisal pro- 
cedure. 

The Packard stockholder meet- 
ing will be held at 9 a.m, Aug. 
17 at the company headquarters 
in Detroit, while the Studebaker 
meeting will take place at 10 a.m. 
at the firm’s corporate office in 
Wilmington, Del. 

The companies’ statements said 
major advantages would result 
from the proposal, among the most 
significant of which were: , 

1, The move would bring Stude- 
baker - Packard’s market coverage 
into line with the pattern followed 
by the largest and most successful 
companies in the industry. 

It would create a firm offering 
a line of cars from the Studebaker 
Champion in the low-price field to 
Packards in the high-price field, as 
well as a line of trucks covering 
about 85 percent of the market. 
Thus, Studebaker-Packard would 
provide a full line of cars essen- 
tially noncompetitive with each 
other. The benefits are obvious in 
the advantages to dealers, to the 
Studebaker-Packard sales potential 
and for service to the buying public, 
the statement said. 

= = 


2 Studebaker-Packard would pre- 
* sent a “strengthened organiza- 
tion in this highly competitive in- 
dustry with a broadened line of 
products, lower unit costs and a 
combination of successful man- 
agerial talent.” 

3. The manufacturing and operat- 
ing facilities of Packard and Stude- 
baker “complement each other to a 
considerable degree.” Both Packard 
and Studebaker will be manufac- 
turing V-8 engines for their 1955 
line of cars. Studebaker also has a 
six-cylinder engine. “The engines 
are of such size that there is no 
overlapping.” 

It is expected that there would 
be “substantial direct cost sav- 
ings . . . through integration of 
facilities, unification of manage- 
ment and standardization of 
parts.” For instance, Packard 
makes its own automatic trans- 


Ford Motor Sales 
Surpass Alltime 


Records of 1924 


DEARBORN.—Combined car and 
truck sales of Ford Motor Co. deal- 
ers broke all company records in 
June and for the 
first six . months, 
it was disclosed 
last week by Ern- 
est R. Breech, ex- 
ecutive vice-pres- 
ident. 

The old records 
had stood since 
1924. 

In June, Breech 
said, dealers sold 
222,816 Ford, Lin- 
coln and Mercury 
cars and Ford trucks, topping the 
volume of June of last year by 104 
Percent, It was the biggest sales 
month in all the company’s 51 years, 
he said. 

Sales in the first six months—the 
company’s biggest first half — to- 
taled 1,040,099 units, an increase of 
41 percent over the comparable pe- 
riod of 1953, Breech said. 

The previously monthly record 
Was set in April, 1924, when 211,418 
vehicles were sold. The banner first 
half of that year rang up a sales 
volume of 1,025,396 units. 





E. R. Breech 


Studebaker’s Los Angeles assem- 
bly plant could be expanded to ac- 
commodate assembly of Packard 
cars for West Coast requirements. 
The combined volumes of the two 
lines might also justify installation 
of assembly facilities in the Stude- 
baker plant in New Brunswick, 
N. J., which since is completion 
in 1951 has been used exclusively 
for defense production. 

4. There could be “substantial ad- 
vantages with lower costs in the 
field of research, engineering and 
design” and in tooling costs on new 
designs through the use of inter- 
changeable parts. 

* * * 
Some economies in distribution 

* could be made, “but the more 
important advantage would lie in 
the ability to increase representa- 
tion for both lines by offering a 
dual franchise to dealers in the 
smaller markets.” 


Packard and Studebaker cars 
could be sold through Packard or 
Studebaker dealers in localities 
where a single dealership has not 
been economically feasible, Also, a 
combined Studebaker and Packard 
line “might well justify the open- 
ing of new dealerships in areas 
where neither company now main- 
tains dealers because of insufficient 





Dealer Combine 
Lawton-Nash-Packard - Kaiser- 
Willys-Jeep, Inc., is the name of 
a Lawton, Okla., dealership, 
headed by Jim Gaskins. 
Gaskins has been in the auto 
business for 20 years, the last 
15 as a dealer in Lawton. The 
new firm is located at 407 “E” 
St. 





volume potential.” Selling effective- 
ness “could also be increased in 
other directions by close coopera- 
tion between the two sales organi- 
zations.” 

6. “Studebaker - Packard would 
be in a position to become a 
major factor in defense business. 
Each company has an enviable 
record as a supplier of defense 
products; Studebaker with jet 
engines and military trucks, 
Packard with jet engines and 
marine diesels.” 

7. Studebaker-Packard, “because 
of its combined financial and other 
resources would be in a better posi- 
tion to diversify its products in 
various ways including the possible 
acquisition of other businesses.” 

Both companies expressed their 
belief that a key result of these 
benefits would be a strengthened 
competitive position and an in- 
creasing share of the automotive 
business. 

- a * 

ye completion of the trans- 

action seven Packard directors 
and eight Studebaker directors 
would form the board. They include, 
from Packard: James J. Nance, 
Packard president; Hugh J. Ferry, 
chairman; Earle C. Anthony, presi- 
dent of Earle C. Anthony, Inc.; Ed- 
win Foster Blair, of Hughes, Hub- 
bard, Blair & Reed; James McMil- 
lan, of Boyer-Campbell Co.; W. 
Tom ZurSchmiede, of Federal 
Screw Works, and Homer A. Vilas, 
of Cyrus J. Lawrence & Sons. 

From Studebaker: Harold S. 
Vance, Studebaker president; Paul 
G. Hoffman, chairman; James G. 
Blaine, president of Marine Mid- 
land Trust Co.; J. Russell Forgan, 
of Glore, Forgan & Co.; John Hertz, 
of Lehman Bros.; Maurice T. 
Moore, of Cravath, Swaine & 
Moore; L. Z, Morris Strauss, finan- 
cial adviser, and John H. Watson 
jr, of M. B. & H. H. Johnson. 

As previously announced, Hoff- 
man is listed as chairman of the 
board, Vance as chairman of the 
executive committee, and Nance 
as president and chief executive 
officer. 

Packard proposes to reduce the 
unusually large number of its out- 
standing shares by changing its 
present 14,491,340 shares into 2,898,- 
268 shares of a new common stock 
with a par value of $10 per share. 
After this reclassification each 
present Packard stockholder would 
own one share of the new $10 com- 


mon stock in place of five shares 
of no par common stock with a 
stated value of $2 per share. 

Packard thus would change its 
name to Studebaker-Packard Corp. 
and would issue 3,542,187 shares of 
this same new $10 common stock 
to Studebaker Corp., which would 
distribute the new Studebaker- 
Packard shares to Studebaker 
stockholders. 

Each Studebaker stockholder then 
would receive 1% shares of the 
new S-P common stock for each 
Studebaker share presently held. 
S-P then would have outstanding 
6,440,455 shares of which 3,542,187 
would be held by Studebaker stock- 
holders and 2,898,268 by Packard 
stockholders. 

x * = 
HE statement also drew a com- 
parison between the present 
stock setup and what it would be 
under the proposed change. 

Packard has 508,660 shares 
which have been issued, but 
which are held in the treasury. 
Under the new plan, it would 
have 101,732 such shares. 

Of the shares now held in the 
treasury, 377,500 are reserved for 
issuance under stock options 
granted to Packard officers and 
employes. Under the new plan, 75,- 
500 would be reserved for issuance 
under such options. 

Packard now has 10 million 
shares which are authorized but not 
issued. Under the new stock setup, 
there would be 8,457,813 shares in 
that class. If a proposed new stock 
option plan is approved however, 
400 thousand of those shares would 
be reserved for issuance to officers 
and employes. 

* * 
- ITS statement to shareholders, 

Packard reported on the 1953 re- 
muneration of the top officers of 
both Packard and Studebaker. 

The 19 directors and officers of 
Packard were paid a total of 
$674,892.73 in 1953, while the 18 
directors and officers of Stude- 
baker received $840,166.65. 

Nance received $168,017. Next in 
line was Vance, who was paid 
$145,833.32. 

Other payments were: P. O. Pet- 
erson, executive vice-president of 
Studebaker, $96,000; K. B. Elliott, 
executive vice-president of Stude- 
baker, $96,000; Hoffman, $83,333.33; 
W. R. Grant, Packard treasurer, 
$67,433.63; Fred J. Walters, Packard 
marketing vice-president who re- 
signed to become an Oldsmobile 
dealer, $59,933.59, and Ferry, $52,- 
517.03. 


New Owner Plans 
Reo Expansion; 


Name to Live On 


LANSING. — Expansion of Reo 
Motors was promised last week by 
a spokesman for the pioneer auto- 
motive firm’s new owner, C. Russell 
Feldmann. 

Sale of Reo to Henney Motor Co., 
Inc., which is owned in turn by 
Feldmann’s parent firm, C. Russell 
Feldmann Enterprises, was ap- 
proved by stockholders earlier this 
month in a 40-minute session here. 
The approval was voted by a mar- 
gin of 16 to 1. 

The Feldmann spokesman said it 
is planned to continue operations in 
Lansing. The name of Reo would 
definitely be carried on, he said, al- 
though the firm’s name has techni- 
cally been changed to Reo Holding 
Corp. The name change was a legal 
necessity for completion of the 
transaction. 

The transaction included sale of 
all Reo’s assets except cash on 
hand, cash in the bank and ac- 
counts receivable. 

Reo directors had approved the 
Henney offer in April, but a ratifi- 
cation by stockholders was neces- 
sary. 

The purchase price of $16.5 mil- 
lion represented about $30 a share 
for the stockholders, Reo officials 
said. 


Zwicker Buys Out Cashen 

Alton Zwicker has purchaséd the 
interest of Robert V. Cashen in 
Cashen-Zwicker Motor Co. (Ford), 
Genoa, O. 





Delaware Motor Sponsors Cadillac Salon— 


For the second consecutive year the Cadillac Salon sponsored by Delaware Motor 
Sales Co., Wilmington, Del., has proved its attractiveness. More than 6,000 persons 
visited the display, which included La Espada and other experimental models. Shown 
(from left) are William Saverhoff, president of Saverhoff Motor Sales Co., Salisbury, 
Md.; Roy M. Freck, general manager of Delaware Motor; Post Hammond, president of 
C. M. Hammond & Son, Milford, Del.; Gerry Hallowell, of Hallowell Chevrolet Sales, 
Easton, Md., and Clarence Duncan, of Duncan Bros., Inc., Pocomoke City, Md. 


Dealers Tell Me 


(Continued from Page 3) 





buy motor oil and grease than in 
any other commodity? 


Reason why is because a little 
oil prevents a big repair bill. Oil 
and grease protect the car like 
nothing else can do. 


A really complete, properly done 
lubrication—as we do it—costs no 
more than the “hurry-up-and-get- 
it-done” kind. You can’t hurt your 
car with too much oil, but you 
sure can wreck it with too little, 


many requests from dealers for ad- 
ditional ideas. We are therefore 
suggesting some below with the 
idea that they will contain sen- 
tences and phrases that will be 
helpful in preparing your own 
cards, if you don’t care to use them 
exactly as they were prepared. Here 
they are: 


Stop Wear Lubrication 


Lubrication will prevent more 
motor car ills than an army of 


service men can cure. too late. 
But it must be real lubrication Drive in regularly and get it 
—not just a so-called “lube job,” | done right. 


done in too much of a hurry. 

Here we take lubrication seri- 
ously. Selection of lubricant, and 
its application, are more than just 
work. Trained, responsible intelli- 
gence makes sure that the job is 
done properly. It costs no more. 
Drive in regularly. 

CAR DEALER & COMPANY 


CAR DEALER & COMPANY 
* 2 @ 


Painstaking Lubrication 

There is a difference between 
a lubrication and a “grease job.” 
That difference means much to 
your car. 

Here we treat lubrication needs 
with the knowledge, equipment 


a oe and painstaking care that they 
Careful and Reasonable deserve —oil and grease of the 
ialiiientiien correct grades for your car, prop- 


erly applied to all the joints 
where lubrication should be used. 

Too often a “grease job” is just 
that and nothing more. A lubri- 
cation—as we do it—costs no more 
means much more. Try it regu- 


Oil and grease mean so much 
to your car that you should be 
very particular about the lubri- 
cants used, the way they are ap- 
plied, and the responsibility of 
the one who does it. larly. 


We have the particular selected 
lubricants that should be used in | _CA® DEALER & COMPANY 


your car. And we know all of the ‘ 

places where a lubricant is needed Correct Lubrication 

—not just the easy-to-reach ones. There are two kinds of lubri- 
cation. 


Drive in regularly and give 
your car the benefit of this more One is lubrication. The other is 
Correct Lubrication. 


careful and more responsible job? 

It doesn’t cost you anymore. One means any old kind of oil 
It may save you much. and grease put into the easy-to- 
reach places. 


CAR DEALER & COMPANY 
ees The other means the proper 


Better Value kind and grade of lubrieant prop- 
Lubrication erly applied to every place in the 
Do you know that you get more | “4 where lubrication is required. 


Cars will - 
for your dollar today when you = run when merely te 


bricated. But they run better and 
Packard Will Move 


longer when Correctly Lubricated. 
Final Assembly Line 


Our Correct Lubrication doesn’t 
cost you any more than the other 

DETROIT.—Effective with pro- 
duction of 1955 models, Packard 


kind. 
CAR DEALER & COMPANY 
* * * 
will have completed removal of 
all major auto manufacturing 


Lubrication Requires 
operations from its old plants on More than Oil and Grease 
Grand Blvd. 


The kind and grade of lubri- 
The Studebaker-Packard mer- cant that is best for your car... 
ger proxy statement revealed that Applied in the way that puts 
Packard will move its final as- it where it is needed... 
sembly line to the Conner body Servicing all—not only some— 
plant leased from Chrysler Corp. parts that require lubrication . . . 
Body manufacturing and final That is the only kind of lubri- 
assembly will be under one roof, | cation that can save wear and 
with the assembly line on one | tear on the car, assure safe, de- 
level, The present assembly line | Pendable performance, and pro- 
winds through four floors, En- long its life. : 
gine, transmission and axle manu- That kind of lubrication here 
facturing will be at new facilities | costs no more than the hit-and- 
in Utica, Mich. run ‘ b. 
CAR DEALER & COMPANY 
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°54. Total Passes 3 Million . . . 


New-Car Sales Rise, 
Nearing 53 Pace 


(Continued from Page 1) 


ing 1953, 1950 and 1951—in that 

order—in. first-half totals. 

To 1953 goes the distinction of 
the industry’s record first half, 
when 2,880,025 cars were sold. The 
first-half figure for 1950 was 2,829,- 
952, while in 1951 it was 2,808,586. 

However, 1954 sales have been 
running in advance of the fourth- 
spot average for the past three 
months, after getting off to a slug- 
gish start in January and February. 


H’*? it not been for the modest 
sales performance in those two 
periods, the year right now would 
shape up as second best. 

Sales in April, May, June and 





How They Fared 


New-Car Sales 


May vs. April, 1954 
Pet, 





Ford Motor Co. 





July, to date, have been second 
best. April and May were topped 
only by comparable months of 
1953, while June and July, to date, 
are surpassed by 1950’s pace and 
are slightly ahead of last year. 

In the 1954 sales pattern follows 
the overall-year trend set in 1953, 
and many observers believe that it 
will, 49.82 percent of the total sales 
will come in the last half. 

In that case, 1954 will wind up as 
third best in sales, replacing 1951 
in that niche. If the 49.82 percent- 
age basis holds, the total sales for 
1954 should approximate 5,475,000 
new cars. 

« o * 
ear would represent a healthy 
advance beyond the _ 5,200,000 
sales for 1954, predicted by industry 
leaders at the start of the year. 

Without a doubt, sales are be- 

ing held at high levels with the 
help of factory sales bonuses, 
widespread contests and “extra 
trading allowances.” The latter 
have been newly granted or in- 
creased by several makers. 

Some dealers say that they have 


been able to jack up sales a bit 
with these factory aids, and have 
been able to get back into the profit 
column, in many cases. 

Others have not been quite so 
fortunate. One Detroit dealer said 
he wasn’t complaining — that in 
June, for the first time this year, he 
broke even instead of losing money. 

* * + 


ROPHETS in the used-car mar- 
ket who said early in the spring 
that 1954 should be one of the best 
years ever, are looking better every 
day. Used-car sales are reported 
running at three-year highs, with 
stocks at the year’s lowest point. 

Prices are caught in a prevailing 
downtrend, however. The overall 
average price of used cars sold at 
auction last week declined $6 to 
$789, according to the AUTOMOTIVE 
News Index. 

All individual models except 
64g and ’53s lost ground. The 
price of ’54g went up $7 to $1,967 
and ’58s gained $6 to reach $1,347. 

Losses were: '48s, down $16 to 
$247; '49s, down $15 to $371; ’51s, 
down $14 to $693; '47s, down $9 to 
$171; ’50s, down $6 to $516, and ’52s, 
down $2 to $1,002. 

The price spread between models 
after last week’s adjustments was 
(previous week’s spread in paren- 
theses): '54 to ’53, $620 ($619); 53 
to ’52, $345 ($337); 52 to ’51, $309 
($297); '51 to ’50, $177 ($185); ’50 to 
°49, $145 ($136); °49 to °48, $124 
($123), and °48 to ’47, $76 ($83). 


Chrysler Wins 


Milwaukee Race 


MILWAUKEE. — In the first 
stock car race on the newly paved 
track at State Fair Park here, Tony 
Bettenhausen, veteran race driver, 
took his 1954 Chrysler through the 
150-mile course in two hours, six 
minutes 47.24 seconds, with an av- 
erage speed of 70.9 miles an hour. 

Sam Hanks, national champion 
in big cars last year, finished sec- 
ond in a 1954 Hudson. Walt Faulk- 
ner was third in a 1954 Oldsmobile. 





June Sales in Detroit 


Top Totals for May 


DETROIT.—Detroit dealers sold 
15,399 new cars and 13,416 used 
cars in June, compared with May 
figures of 14,828 new cars and 
12,805 used cars. 

Only makes which sold fewer 
cars than in May were Buick, 
Chrysler, DeSoto, Dodge, Kaiser 
and Pontiac. 

June new-car sales by make 
were: Ford, 5,074; Chevrolet, 
3,272; Buick, 1,518; Oldsmobile, 
1,214; Mercury, 996; Plymouth, 
904; Pontiac, 636; Cadillac, 618; 
Dodge, 271; Nash, 204; Chrysler, 
169; Lincoln, 127; DeSoto, 105; 
Packard, 101; Studebaker, 79; 
Hudson, 73; Willys, 15; Kaiser, 11, 
and miscellaneous, 17. 








Pollard Service Staff Keeps Sharp— 

Almost 40 service department employes of Casa de Cadillac, Sherman Oaks, Calif., 
received certification pins after passing a bimonthly examination. Martin Pollard 
(center, left), president of the dealership, presents a pin to David G. Gannon, service 
manager. 





Monroe Auto Equipment Sales Staff Holds Conference— 


Some 30 sales representatives and engineers of Monroe Auto Equipment Co. from all over the U. S. took part in a two-day 
sales meeting in Monroe, Mich. Executives attending the conference were B. D. Mcintyre, president; W. D. Mcintyre, executive 
vice-president; J. E. Bickel, merchandising manager; Robert Rye, assistant merchandising manager; Walter Nash, sales manager 
of the shock absorber division; William M. Clark, sales manager of the power steering division, and Alan A. Ballantyne, 


advertising manager. 





54 Dealers Yield in Calif, 


(Continued from Page 6) 


Motor Car Dealers Assn. that the 
East Bay salesmen have. No con- 
tract has yet been negotiated by 


the union, 
= * 


* 

Geran ak days ago the union 
stationed pickets at Rudd Buick, 
of Burlingame, the seventh of the 
57 members of the group to be hit 
by the “creeping” strike which be- 

gan May 13. 
However, R. E. Rudd, who is 
president of the dealership and 
chairman of the Peninsula asso- 
ciation, said all of his salesmen 
reported for work despite the 
picket line and that sales volume 
on the subsequent weekend was 
the highest in the past 12 months. 
Other dealers also report that 
sales are holding up and that shop 
personnel is reporting for work as 


usual, 
~ * 


* 
E Tacoma-area strike was still 
on last week, although Norman 
Gordon, president of the Tacoma 
Auto Dealers Assn., said negotia- 
tions are continuing. 

Gordon said that agreement 
was almost reached several days 
ago, but the union committee 
turned down the offer at the last 
minute. 

The dealers said they would go 
along with almost any agreement, 
provided that it does not increase 
their costs. Principal trouble spots 
in the contract are the clauses af- 
fecting night work and insurance. 

New talks began last week be- 
tween the AFL Machinists Union 
and representatives of 45 dealer- 
ships in Cleveland which were 
struck June 25. The union is seek- 
ing an increase in the base rate of 
$2.10 an hour. 

Dealership officials said that new 
cars were being serviced at non- 
union dealerships and. that many 
of the striking mechanics, because 
of the shortage of skilled help, had 
been hired elsewhere. 

* * z 
I DETROIT, the strike against 

Bob Ford (Ford) was still un- 

settled last week. Local 376 of the 
AFL Auto Salesmens Union called 
out 27 salesmen after the company 
fired the union steward. The com- 
pany says he was not fired for 
union activity. 

National Labor Relations Board 
hearings are continuing on peti- 
tions filed by the union for repre- 
sentation elections at some 40 deal- 
erships. The NLRB in Washington 
still has not decided whether it has 
jurisdiction over the dealerships. 

Last week Henry Lower, busi- 
ness agent for the salesmen’s 
union, wrote to all dealers in the 
Detroit metropolitan area, appeal- 
ing for an open debate or meet- 
ing, either singly or collectively, 
with the dealers. 

Lower wrote that his organization 
wanted to improve the earnings of 
both the salesmen and the dealers, 
because the salesmen can’t prosper 
unless the dealers also prosper. 

+ * cm 


“ R. DEALER,’’ he said, 
“wouldn’t you be happier if 


you had a prosperous sales force? 
It would certainly mean you were 
making money.” 

Lower blamed what he termed 
salesmen’s poor wages on the lack 
of dealer income and laid this situa- 
tion to the manufacturer, saying, 
“he has put undue pressure on 
you. Profit or not, the cars must 
be sold...” 

In the strike against 10 Good- 
year plants by 23,000 members of 
CIO Rubber Workers, negotiations 
were broken off last week, but it 
was later announced that the Fed- 


GMC Unveils 
Deck-and-a-Half 
Greyhound Bus 


PONTIAC. — A rear passenger 
deck, elevated above the forward 
seating area, provides unrestricted 
sightseeing in the Scenicruiser 
buses which were placed in pro- 
duction last week by GMC Truck 
& Coach. 


Initial units of a fleet of 500 
Scenicruisers ordered by Greyhound 
Lines will make their appearance 
this year on Greyhound’s long-dis- 
tance “through-service,” according 
to Orville Caesar, president. 

The 40-foot, 43-passenger buses 
are five feet longer than previous 
models. Fully loaded, their gross 
weight is 40,000 pounds. 

Chief coach engineer, Ben Frank- 
lin, said that the combination of 
added length and higher gross 
weight led to one of the major en- 
gineering feats in the new bus. This 
was the introduction of dual rear 
axles to motor coach use, and adap- 
tation of “air suspension” to such a 
design. 

The engine power package, which 
consists of two four-cylinder GM 
diesel engines mounted side-by-side, 
is another engineering innovation. 
Total rated power of the dual en- 
gine unit is 300 horsepower. 

A novel development in the body 
structure is the use of structural 
body framing and side panels as 
air-conditioning ducts for radiant 
heating or for cooling. 

—JoHN BENgpict 





% Be 


Scenicruiser Construction— 


Sales Strike | 


eral Mediation Service had per- 
suaded both parties to resume their 
negotiations today (July 19) in 
Cleveland. 

Although Goodyear is considered 
the exclusive supplier of all the 
Chrysler Corp. divisions, Hudson, 
Nash and Kaiser-Willys, these com- 
panies are not greatly concerned 
about their tire supply at present. 


One spokesman said that most 
firms are partly able to fill their 
needs with purchases from other 
companies and that current limited 
car production also eases the situa- 


tion. 
* 7 om 


Mazey Prefers Ford to GM 
As Annual-Wage Target 


CLEVELAND.—Emil Mazey, sec- 
retary of the UAW-CIO, said last 
week that the union had definitely 
decided to hit either Ford Motor 
Co. or General Motors next year in 
its drive for a-guaranteed annual 
wage, although “TI have a preference 
for Ford.” 


Addressing the CIO Glass Work- 
ers here, Mazey said the UAW al- 
ready had begun its planning of 
strike sustenance for Ford workers 
when, and if, it was necessary for 
them to go out. 

He said he personnly preferred 
to take on Ford, “because fewer 
people would be involved and be- 
cause we have done more pion- 
eering at GM in the past. This 
(a Ford drive), would help equal- 
ize the sacrifice of the workers.” 
Noting that the Ford contract 

would expire May 31, that the GM 
eontract ran out two days later 
and that both companies were in 
a neck-and-neck struggle for sales 
supremacy, Mazey said the threat 
of a strike would be used as a 
weapon since a plant shutdown 
would cut off all chances of sales 
leadership. 

Mazey said the UAW’s drive for 
the guaranteed annual wage was 
in no way affected by the recent 
settlement reached by the CIO 
Steelworkers and U. S. Steel. The 
Steelworkers abandoned their de- 
mand for a GAW. 


“They were merely catching up 


with the Auto Workers,” he added. 
Oo 





This cutaway profile of Greyhounds’ new dual-level bus shows the passenger 
arrangement and major design innovations. A lavatory is located adjacent to the 
short stairway connecting the two seating levels. Arrows in the drawing depict direction 


of airflow for air conditioning. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 





























(0.8. ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same duly, to to 
duly 17, Week, July 10, 1954, July 18, July 17, 
1954 1953* 1954* To Date 1953* 1954* 
OHRYSLER. ................... 13,865 27,520 9,883 30,662 762,979 409,443 
SEED astsnduvectesrsisenath 1,550 3,321 946 3,394 108,693 59,783 
SEED .jowsevebscosstsestivoisis 1,280 2,626 968 2,878 80,111 40,465 
MED. ‘devineadvsesyssenersbiices 3,160 5,109 97 4,817 194,952 72,466 
STEUNGER. socevevcesssesestvese 7875 16,464 7,872 19,573 379,223 236,729 
SEMIN. -, \dandevsenesteteichvecguesctnen 29,495 37,507 26,315 68,114 752,092 993,688 
EEE “dsclipnessddveusisasesivnioert 25,775 28,117 21,737 57,688 576,192 808,033 
MIR. Si sidécsovnes wwevetessates 560 1,011 468 1,281 30,624 23,380 
ee 3,160 8,379 4,110 9,145 145,276 162,275 
GENERAL MOTORS.. 58,665 62,410 45,703 126,685 1,690,754 1,653,333 
ae ares 10,770 10,397 8,407 23,159 302,568 309,480 
SED — cicivascesvicesectecnee 2,600 2,591 2,005 5,924 68,764 67,657 
Chevrolet. .................... 28,900 31,636 22,978 62,905 849,965 824,020 
Oldsmobile _.................. 9,545 8,154 7,653 20,845 215,748 244,029 
a eae 6,850 9,632 4,660 13,852 253,708 208,147 
AMERICAN MOTORS 2,003 836 1,687 4,570 160,085 54,757 
STEN  oscstueseadcntevconsesees 818 836 818 2,040 53,049 16,363 
I Nidsehseausivactsvigeeterevste eee dans 869 2,530 107,036 38,394 
KAISER MOTORS 134 1,384 13 236 47,202 14,452 
RENEE duilivsanisvienscevsivasintin. > “anew ate ous 51 19,692 5,783 
ID Sass caRescisonbaiinsipien 134 1,384 13 185 27,510 8,669 
PACKARD. ...........:::000000. 810 Deen. ede 810 64,043 20,364 
STUDEBAKER ............ 252 5,637 2,042 2,894 109,185 45,476 
Total Cars, U.S........ 105,224 137,150 85,643 233,971 3,586,340 3,191,513 
*Revised 
COMMERCIAL CARS 
(U.S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended July, to to 
duly 17, Week, July 10, 1954, July 18, July 17, 
1954 1953* 1954* To Date 1953* 1954* 
CHEVROLET ................ 6,300 6,405 4,858 13,077 228,695 195,461 
DIAMOND T 60 184 54 140 4,741 1,931 
IED. siikseitociiidsscicsiecsns “Mba. ee nas 28 1,375 2,049 
DODGE 1,820 2,077 1,410 4,385 64,494 51,955 
PUPA, cesscccccsescesscsses —eaaees 73 ies geal 1,149 867 
MN, cickignss cacitvine cccioserens 5,450 9,090 4,307 12,036 146,845 176,035 
NM. cs Ccsandpuaceninoeeaséanasusrtave 1,030 2,034 Bi 2,213 15,978 48,526 
INTERNATION. 1,690 2,944 1,034 3458 68,455 58,706 
MACK paileiea sblesiust 135 201 5 290 6,625 3,300 
Ey coisaunticgnendebesetésicdennsa 60 296 45 123 9,252 5,577 
STUDEBAKER ............ 120 522 352 496 26,505 7,391 
er Te New 15 8,500 5,621 
IIIIED,. \shiesoccdgsiosbaesiesonsns 1,395 2,222 1,281 3,278 44447 34,718 
MISCELLANEOUS ....... 70 272 71 168 8,511 3,368 
Total Trucks, U.S. .. 18,130 26,588 14,244 39,767 695,572 596,005 





Total Cars, Trucks, 








SAME, > A sssedacdiauassbedshced 123,354 163,738 99,887 273,738 4,281,912 3,787,518 
Total Cars, Trucks, 

I ou nsersctanisccecivees 5,155 11,629 6,384 11,539 293,261 258,042 
Grand Total 

Cars and Trucks, 


U.S. and Canada 128,509 175,367 106,271 285,277 4,575,173 4,045,560 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. 8S. totals include cars and trucks for military orders. 





Chicago Dealerships Cut 
By Six in Quarter 


(Continued from Page 2) 


the Studebaker and in the Chrysler- 
Plymouth line. Studebaker was cut 
from 24 to 23, with 14 dealerships 
in Chicago and nine in the out- 
lying districts. 

Chrysler-Plymouth was trimmed 
from 35 to 34, with 23 in the city 
and 11 in the suburbs. 

The reduction of DeSoto by three 
and Chrysler by one, of course, 
cut the number of Plymouth out- 
lets by four—from 108 to 104. There 
are 69 Plymouth outlets in the city 
and 35 in the suburbs. 

Biggest gainer in dealerships 
was Lincoln-Mercury, which went 
up to 29 from 27. There are 19 


Calif. U. C. Dealer Sent 


To Prison on Theft Charge 


HAYWARD, Calif.—cC. J. Schou- 
weiler, 29, former Hayward used- 
car dealer, hag been sentenced to 
one to 15 years in prison on 15 
counts of grand theft. 

Schouweiler stole $19,683 from a 
local bank by using pink slips on 
cars he had already sold as secur- 
ity, or by using bogug pink slips. 


L-M dealers in Chicago and 10 
outside the city limits. 


Ford also added one dealership,. 


as did Kaiser-Willys. Ford now has 
56 dealerships—31 in Chicago and 
25 in the suburbs. K-W boosted 
its dealerships to 25, with 17 in the 
city and eight in the outskirts. 

Dealerships franchised in all 
other lines remained unchanged 
during the quarter. 

Buick has 33 dealerships, 21 in 
the city and 12 outside, 

Cadillac counts 14, eight in Chi- 
cago and six in the suburbs. 

There are 51 Chevrolet dealer- 
ships, 29 inside the city limits and 
22 outside. 

One Crosley dealership still does 
business in Chicago. 

Dodge splits its 39 dealerships 
into 26 in the city and 13 in the 
suburbs. 

Hudson has 11 dealerships in 
the city and seven in outlying areas, 
for a total of 18. 

Oldsmobile’s 34 dealerships are 
divided to give the city 22 and the 
outskirts 12. 

Pontiac has 22 dealerships in 
Chicago and nine in the suburbs, 
for a total of 31. ‘ 





Plymouth Starts Aug. 5... 


Long Chrysler Shutdowns Due 


(Continued from Page 1) 


tice of long periods for changeover 
operations. Then it was a produc- 
tion problem; now it is a sales 
problem. 

Saturday work was almost non- 
existent last week. Even the Ford 
division, which each Saturday 
had been operating at least two 
plants, gave all its assembly work- 
ers a full weekend off, 

Lincoln-Mercury also was respon- 
sible for Ford Motor’s slip last 
week, since its Wayne (Mich.) 


Bootleg Hearings Tuesday 


Senate Subcommittee Calls Witnesses on Bill 


Backed by NADA; House to Follow 


plant was down for two days of in- 
ventory-taking, the first since the 
plant opened in October, 1952. 
+ - * 

HEVROLET also has reduced its 

schedules lately, as have other 
GM divisions. Cadillac, for example, 
has reverted to a nine-hour day 
from a 10-hour operation. 

Though Chrysler Corp. plants 
will close for an extended period, 
all worked at least four days last 
week. 

Dodge, the Chrysler division and 


(Continued from Page 1) 


of key auto dealers from various 
sections of the country who will 
tell the bootlegging story as it has 
unfolded in their respective com- 
munities in past months. 
will appear alone 
for the NUCDA, Other witnesses 
may be heard if time permits. It 
could not be learned whether the 
Automobile Manufacturers Assn. 
will participate. 
NADA has requested its members 
throughout the country to contact 
their congressmen and urge action 


on the measures. 
* ” + 


Anti-Bootleg Bills Pushed, 


Freed Tells ATAM 
By John O. Munn 


OLORADO SPRINGS, Colo. — 

NADA is pushing with all its 
might to secure passage of anti- 
bootlegging bills introduced in both 
chambers of Congress, NADA 
President Charles C. Freed told 
members of the Automotive Trade 
Assn. Managers in convention here 
last week. 

“There will be op position,’’ 
Freed said, “and while we are 
optimistic as to the final outcome, 
we recognize the fact that there 
are many chances for a post- 
ponement of our final victory. 

“We're doing all possible to get 
the bills made into law before 
Congress adjourns. Congress is 
working feverishly to recess by the 
end of July. Thus, time is of ut- 
most importance.” 

Frederick J. Bell, executive vice- 
president of NADA, told the associ- 
ation managers that reception by 
dealers, makers and the Govern- 
ment of the scheduled freight-rate 
conference July 29 in Washington 
had been excellent. 

~ = ® 


jas is an exploratory confer- 
ence,” Bell said. “It is a coun- 
cil-table approach to a serious in- 
dustry problem. We do not know 
what will be the outcome of the 
meeting, but the basic plan of 
holding group discussions on the 
problem has strong appeal.” 

NADA held a similar confer- 
ence last year on consumer credit 

problems. That conference was 
eminently successful. 

“However,” said Bell, “the subject 
was different. We’re hoping for 
good results. We can promise only 
one thing at this time—we’re going 
to know a great deal more about 
transportation charge problems on 
the night of July 29. We think we’re 
taking a progressive step for the 
industry.” 

* * x 

ATAM officers elected at 

the convention, held in the 
Broadmoor Hotel, are: 

President, Elias J. Strong, secre- 
tary-manager, Utah Auto Dealers 
Assn.; vice-president, E. John Leh- 





Auto Stocks 

duly duly 1954 

14 7 gh Low 
Am. Mtrs. 11% 11% 14% tI11 
Chrysler 63 63% 66% 56% 
GM 79% 78% 80% 58% 
Kaiser 2% 2 2% 2 
Packard 3 8% 4% 3 
Stude. 17% 18% 23 14% 


Average 29.42 29.42 
Compiled from reports of trading on the 
American and N. Y. 





Stock Exchanges. 





man, secretary-manager, Akron Au- 
tomobile Dealers Assn., and secre- 
tary-treasurer, Frank R. Broadway, 
executive vice-president, Automo- 
bile Dealers Assn, of Alabama. 
Elected to two-year terms as 
directors were: Charles D. Hen- 
derson, executive vice-president; 
New York State Automobile Deal- 
ers Assn.; J. N. Whitehurst, gen- 
eral manager, Authorized New 
Car Dealers of Dallas, and George 
H. Benjamin, executive secretary, 
Arkansas Automobile Dealers 
Assn, 

Directors elected to one-year 
terms were: Ella W. Ford, execu- 
tive secretary, South Carolina Auto 
Dealers Assn.; Edward Fox jr., gen- 
eral manager, Oregon Automobile 
Dealers Assn., and Leo Faricy, gen- 
eral manager, Minnesota Automo- 
bile Dealers Assn. 

Fifty-five of the 77 members of 
ATAM attended the convention. 
Tuesday and Thursday were de- 
voted to programs related to step- 
ping up association activities. 

Wednesday was given to talks 
by NADA staff members. The presi- 
dent’s dinner was held Wednesday 
evening. 


U.S. Market Looks 
Encouraging to 


British Auto Aide 


NEW YORK.— The outlook for 
the foreign-car market in the U.S. 
is “most encouraging,” according to 
W. J. R. Warren, export sales direc- 
tor of Standard Motor Co., Ltd., 
Coventry, England. 

After a four-week tour of the 
country, Warren said that the qual- 
ity of foreign-car dealers has im- 
proved tremendously, “as the weak- 
er members’ franchises have been 
consolidated with the stronger op- 
erators.” 

“This, in turn,” he continued, 
“has given the consolidated dealers 
a sufficient turnover to trade profit- 
ably and maintain a reasonable 
margin of profit.” 

Warren added that because of 
the lack of factory pressure, for- 
eign-car dealers did not have to 
“indulge in suicidal tradeins or 





heavily discounted prices. Thus, the 
foreign-car dealer in most cases is 
far better off than dealers who are 
handling domestic franchises.” 


Dodge Truck worked five. Plymouth 
is expected to remain on a short 
week until its shutdown. 

* * s 


—— virtually shut down, 
Willys last week slated the 
building of 134 knocked-down ‘cars 
for export, versus 13 in the week 
before. 

Packard returned to the work 
scene last week after two weeks 
of downtime, while Studebaker 
operated its Los Angeles facility 
only. 

Three truck makers were down 
last week. White will reopen today 
(July 19) after a two-week vaca- 

tion; Divco will remain closed 
through Aug. 2 for a month off, 
while Federal will be out of produc- 
tion until its new owners decide on 


its future, 
+ 
U S. MAKERS so far this year 
have produced 3,191,513 cars 

and 596,005 trucks, down 11.0 per- 
cent and 14.3 percent, respectively, 
from the comparable 1953 totals, 

The Big Three last week pro- 
duced 97 percent of the car total, 
against 95.6 percent in the pre- 
ceding week. GM accounted for 
55.8 percent, compared with 53.4 
percent; Ford Motor slipped to 28 
percent from 30.7, while Chrysler 
Corp. rose to 13.2 percent from 
115. 

Canadian output of cars and 
trucks slipped last week to 5,155 
units from 6,384 in the week earlier. 
The cutback was due mainly to the 
closing of Ford’s car-assembly lines 
for the entire week “to permit a 
balancing of production in line with 
current demand.” 


So far this year Canadian firms 
have turned out 258,042 cars and 
trucks, compared with 293,261 in 
the comparable period last year. 


— Output of Dodge car 
bodies has been terminated as 
the first step in the shutdown of 
the Chrysler Corp. plant at San 
Leandro, Calif. Operations will be 
consolidated at the Los Angeles 
plant ... The Ford division will 
close its Richmond (Calif.) assem- 
bly plant Feb. 25, 1955, and will 
open its new facility at San Jose 
March 1. Full production at the 
new plant is slated for mid-1955... 


Ford Motor has announced plans 
to build a one-story addition to its 
Hamburg (N. Y.) stamping plant. It 
will contain 80,000 square feet. 





Truck Output 


Production through July 17: 


1954 Pos. Make 1953 Pos. 
1—195,461 Chev. 228,695— 1 
2—176,0385 Ford 146,345— 2 
3— 58,706 Intern’l 68,455— 4 
4— 51,955 Dodge 64,494— 5 
5— 48,526 GMC 15,978— 3 
6— 34,718 Willys 44,447— 6 
I— %7,391 Stude. 26,505— 7 
8— 5,621 White 8,500— 9 
9— 5,577 Reo 9,252— 8 

10— 3,800 Mack 6,625—10 
1ll— 2,049 Divco 1,375—12 
12— 1,931 Dia.T 4,741—11 
13— 867 Federal 1,149—13 
3,368 Misc. 8,511 
596,005 Total 695,572 








Winners in Nash Sales Contest— 


Nash dealers of the Los Angeles zone who won a trip to Mexico with over-quote 
sales in the national “Par Busters" contest are shown with L. T. Kouns (third from left), 


western division sales manager. From left 


are Charles Siebenthal jr. (who sold 186.7 


percent of quota), Mike Ricker (186.7), Kouns, Al Jensen (236.7), Damon Pauley 


(100.5) and Spencer T. Honig (131.3). 
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GM Move Called Progressive on 


Industry View of Dealer Heirs 


(Continued from Page 1) 
will permit a dealership to remain 
in the hands of a person whom it 
considers incapable. 

s > > 
, they say, it is up to the 
dealer to pick a suitable heir 

and train him in the business, whe- 
ther the proposed successor be a 
son, son-in-law, a cousin or a gen- 
eral manager. 


Next, even though it may be 
an unpleasant task, it is manda- 
tory for the dealer to lay the 
proper groundwork in his will, 
giving the matter careful thought 
and seeking out competent legal 
advice. 

In too many cases, say these fac- 
tory people, a dealer wants to re- 
member everybody in his will, and 
the specific bequests splinter up his 
assets. Or perhaps he will not take 
full cognizance of possible tax re- 
quirements which shrink an estate. 


One factory man asserted that 
clauses of the GM type could lead 
to “embarrassment” for both the 
maker and the dealer's family, if 
the heir named is not a competent 
businessman. 

* * * 

LTHOUGH there was no sign 

last week that any other auto 
producer would follow GM’s ex- 
ample in restating its contract, 
each factory affirmed that it would 
continue to pursue what it believed 
to be an equitable procedure for 
determining a dealer’s successor. 

Said A. vanderZee, Chrysler Corp. 
vice-president: 

“In the event of a dealer’s death 
or incapacitation, Chrysler han- 
dles each case on its individual 
merits. Of course, our company 
is always striving to encourage 
dealers to develop capable man- 
agement personnel who will lend 
continuity to the business.” 

VanderZee said a deceased deal- 
er’s wishes are respected, and not- 
ed that occasionally a dealer pre- 
ferred to have his wife and other 


heirs dispose of his dealership when 
he died. ba & 


ORD MOTOR CO. sources de- 

clared that in reactivating a 
terminated franchise, Ford custom- 
arily gave preference to qualified 
dealer heirs. The word “qualified” 
was stressed, as was the dealer’s 
responsibility in familiarizing his 
heirs with his business. 

Packard’s sales vice-president, 
Clare E, Briggs, said that dealer 
sons made promising candidates 
for future dealerships. He said: 

“One of the richest traditions of 
our American way of life is the 
reasonable expectation any father 
may have that his sons or sons-in- 
law may carry on in his footsteps, 
whether the father be a butcher, 
baker or candlestick maker. 

“Packard has given great respect 
to that tradition throughout its 55- 

year history, and such an attitude 
is a part of existing company policy. 
+ * - 


“PACKARD invariably has found 
that where a dealer becomes 
physically incapacitated or dies, 
there is no need to look further for 
mutually beneficial representation 
than to a son or a son-in-law, who 
has been prepared to take advan- 
tage of the opportunities inherent 
in the automobile business.” 
Pointing up the less formal na- 
ture of a smaller maker’s ties to 
its dealers, Studebaker said that 
one of its longtime goals was to 
encourage family participation in 
dealerships. 

“We've been in existence for over 
a hundred years,” said a Stude- 
baker aide, “and we've been able to 
watch successive generations at 
work. To help our dealers bring in 
men they'll be proud to select as 
their own successors, we offer in- 
tensive sales and service training 
at our plant in South Bend.” 

7 


TUDEBAKER franchises differ 
from most in that they are as- 
signed to a company and not an 
individual. This, the spokesman 


California Dealers Present 
Equalized Freight Case 


(Continued from Page 3) 


the franchise-dealer system of dis- 
tribution is at stake and that deal- 
erships as presently organized 
“cannot weather the storm,” the 
statement makes these other find- 
ings: 

1. The greater the distance 
from Detroit, the greater the abil- 
ity to undercut price because of 
the freight differential. The bonus 
plans in current use “add to the 
bootleg volume.” In 1953, cars 
were being brought into Cali- 
fornia at a rate of 411,000 per 
year. Although California had 
more than 10 percent of the na- 
tional registrations, franchised 
dealers sold only 7% percent in 
the last 10 years. 

2. The wholesaling of late-model 
used cars by new-car dealers in 
low-freight areas contributes sub- 
stantially to the present demoraliz- 
ation. The resulting low cost over- 
the-road movement accelerates new- 
ear depreciation in the high freight 
areas. Thus, it slows or stops one 
and two-year trades, reduces sales 
opportunity and increases the field 
in which the cut-price dealer can 
operate profitably in both new and 
used units. 

3. The situation is “equally seri- 
ous” for the manufacturer. He loses 
his freight profit “but more impor- 
tant he is already finding fewer and 
fewer men with capital willing to 
invest in dealerships where there is 
competition across the street un- 
derselling as much as $200 to $500 
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buyers, large 


small, are informed of the freight 
savings they can make, with full- 
page factory ads in magazines and 
newspapers helping it along. One 
San Francisco “broker” was report- 
ed to have delivered 509 cars of two 
popular makes in one year. 

5. Many dealers have retired to 
conserve what they have, believing 
that there will no longer be an 
adequate profit because of bootleg- 
ging. Others would retire if a buyer 
could be found or if they were free 
of lease and other commitments. 

“Without good, well-financed re- 
placements, what becomes of the 
distribution, the service and sales 
volume for a manufacturer?” the 
statement asks. 

6. Territorial security is not the 
answer, because even if desirable, 
it is not enforceable. 


7. In almost all cases, bootleg cars 
are sold without the supporting 
service warranty. 

The situation has developed since 
the war because of increases in 
freight costs, the statement de- 
clares. “This was a small problem 
when freight was $135. It becomes 
a real problem when freight on the 
low-cost cars becomes $270 or $290. 

“A bootlegger can buy a car in 
the East, pay full recommended list 
price and pay to have it brought 
here at a saving of $175 or more. 
On higher-price cars, the discrep- 
ancy is greater. In one day in one 
town and for one line, there were 
22 new cars of one make caravaned 
in out of 76 red.” 

The statement adds that fairness 
of the dealer profit setup can be 
debated. It was found that a dealer 
in a factory city was receiving a 
discount of 21.6 percent, while in 
San Francisco the discount on the 
same line was 18.7 percent, the 
statement said. The eastern mark- 
up on out-of-pocket cost is 27 per- 
cent; in San Francisco, 23 percent, 
it added. 


said, facilitates extension of the 
sales agreement for family mem- 
bers or business associates of a 
dealer who dies. 

According to H. C. Doss, sales 
vice-president, Nash’s efforts in 
protecting a dealer’s interests 
upon death go beyond any re- 
quirements that he have a son 
or other male heir. 

Should only the widow survive, 
he said, Nash can provide her with 
advice and counsel for maintaining 
operations under the guidance of a 
capable manager. 

“This is a matter of practical 
policy with Nash,” Doss said, “and 
is based on mutual understanding 
between ourselves and our dealers.” 

* * « 

UDSON officials were not avail- 

able for comment. 

Despite the GM developments, 
Kaiser-Willys said it still believed 
it had one of the top deals in the 


Walters Appointed 
Capital Rep in 
Nash Realignment 


DETROIT. — Appointment of a 
Washington representative and zone 
manager and a transfer of zone 
personnel were announced last week 
by H. C. Doss, Nash sales vice- 
president. 

H. L. Walters, formerly Washing- 
ton zone manager, has been ap- 
pointed Government sales repre- 
sentative and national fleet man- 
ager. 

M. F.. Beamer, formerly assistant 


industry from the standpoint of 
contract security. 


Rather than being renewable 
every year, the K-W franchise is a 
lifetime arrangement. The dealer 
or heir who gets a K-W contract 
need not worry that he is on “pro- 
bation,” with an annual expiration 
date confronting him, K-W people 
said. 


New York zone manager, now is 
Washington zone manager. 

Zone personnel transfers included 
the following: 

R. J, Sanford, former Cincinnati 
zone manager, to Dallas; R. M. 
Hendrixson, former Dallas zone 
manager, to Cincinnati; R. J. Good- 
year, former Memphis zone man- 
ager, to Milwaukee; E. D. Stebbins, 
former Milwaukee zone manager, 
to Memphis. 

Also, R. W. Light, former assist- 
ant Cleveland zone manager, to 
Philadelphia as assistant zone man- 
ager; A. R. Seaburn, former assist- 
ant Charlotte zone manager, to 
Pittsburgh as assistant zone man- 
ager, succeeding R. T. Lingle, re- 
signed; L. M. Pursley, former as- 
sistant Philadelphia zone manager, 
to New York as assistant zone man- 
ager; J. A. Huff, former Charlotte 
zone manager, to Cleveland as as- 
sistant manager, and L. R. Whittle, 
former assistant Oklahoma City 
zone manager, to the central office 
sales staff. 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 
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Reaching an estimated 150,000 readers engaged in all branches of. the automotive industry from Maine 


to California 
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of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 
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HELP WANTED 


EXCELLENT OPPORTUNITY for manag- 
ing Chrysler Division agency in one 
of the larger county seat towns in south- 
ern Oklahoma. Applicant must be ex- 
perienced, with record of successful op- 
eration as manager of an automobile 
agency. References required. Salary and 
liberal portion of profits. Tom Cooper, 
2516 First National Blidg., Oklahoma 
City, Okla. 


SERVICE MANAGER. Large DeSoto- 
Plymouth dealer, Chicago, has opening 
at once for Al, experienced man quali- 
fied to assume complete responsibility 
of large service operation. All latest 
equipment. Must have even tempera- 
ment. Excellent potential, remuneration 
commensurate with ability. 
Motors, Inc., 3161 N. Clark S&t., 
cago, Ill. 


WANTED—FIRST CLASS Oldsmobile Hy- 
dramatic man and mechanic. Paid vaca- 
tions, health and accident insurance and 
ideal climate. Permanent employment 
with old established dealer. Must have 
first class references. Call or write. W. 
B. Johnson, Santa Maria, Calif. 


GENERAL SALES MANAGER for only Ford 
dealership southeastern city — approxi- 
mately 100,000 population; replacing man 
voluntarily retiring after 20 years on job. 
Prefer native southerner. Must be sober, 
capable, aggressive and with a proven 
record of volume at profit. Good salary 
and percentage profits to qualifying party. 
Give age and full particulars. Applica- 
tions confidential, if so requested, pend- 
ing further correspondence. Box 3952, c/o 
Automotive News, Detroit 26. 


WANTED — MOTOR EQUIPMENT SUPT. 
Beginning salary from $7,100 to $7,700 a 
year depending upon training and experi- 
ence. Annual increases are automatic. 
Manage municipal garage. Motor vehicle 
fleet maintenance required. Position open 


Eastgate 
Chi- 


to residents of Michigan, Illinois, Iowa, 
Minnesota and Wisconsin. Applications 
will be accepted until the needs of the 
service are filled. Write Personnel Divi- 
sion, City Hall, Madison 3, Wis. 


WANTED TO HIRE! Combination parts 
man and bookkeeper for small Pontiac- 
Cadillac dealership in Excelsior Springs, 
Mo. Box 1014. 
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HELP WANTED 


WANTED 
SALES MANAGER AUTOMOTIVE 
PRODUCTS 
Going to car dealers, fleet owners, 
independent service stations. Must 
be experienced handling salesmen 
and distributors. Past work in tires 
or automotive lubricants or batteries 
er accessories preferred. 50 year 
old company, AAAI! rating. Semi- 
national distribution, location East- 
ern Ohio. Substantial salary plus in- 
centive bonus. State education, past 
record in detail. Replies held con- 
fidential. Application through third 
party acceptable. Reply Box 3973, 
c/o Automotive News, Detroit 26. 





SALES ENGINEERS 
$7,500 to $25,000 


We have a number of immediate openings 
with top-rated national concerns for men 
experienced at MANUFACTURING level in 
sales of equipment to the Original and Re- 
placement Automotive Trade. Submit a re- 
sume of your background and interests in 
complete confidence to: Miss Ruth A. Cook, 
Vice President, Executive Sales Division. 


EMPLOYMENT COUNSEL, INC. 
Room 1021, 7 W. Madison, Chicago 2, Ill. 


POSITION WANTED 





ACCOUNTANT - BUSINESS and credit 
manager, 38. Large volume dealer experi- 
ence to assume heavy responsibilities and 
will guarantee reduced expenses now 
when needed most. Daily operating re- 
ports; taxes; prompt, accurate, realistic 
financial statements. Broad automotive 
background with GM and Chrysler deal- 
ers. Highest recommendations. Will re- 
locate east coast. Write Box 3940, c/o 
Automotive News. Detroit 26. 


YOUNG, AUTOMOTIVE ENGINEER, col- 
lege graduate with excellent background 
in service, sales and management, de- 
sires position as service salesman and 
assistant service manager. Reply Box 
3963, c/o Automotive News, Detroit 26. 


TRUCK MANAGER: Chevrolet, Ford 
trained. Outstanding ability to develop 
successful truck sales organizations. Pro- 
duced 250% volume increase, 1953 over 
1952, in less than one year. Excellent 
references, sincere, honest, hard work- 
ing, clean living, respectable, family 
man. Experience also includes car and 
truck equipment sales. Only permanent 
position considered. Box 3964, c/o Auto- 
motive News, Detroit 26. 


TRUCK MANAGER OR sales manager. 
Experienced retail, wholesale, used truck 
merchandising, servicing, etc. 20 years 
major truck factory branch. Five years 
Ford and Dodge. Best references. Box 
3966, c/o Automotive News, Detroit 26. 





POSITION WANTED 


CHEVROLET PARTS MANAGER desires 
position with aggressive dealer. Eight 
years’ parts experience, five of it man- 
aging department doing over 100,000 
dollar yearly parts business. Twenty-five 
years old, married with two children. 
Can furnish references. Inquire Box 
3965, c/o Automotive News, Detroit 26. 


NO WHEEL AND DEAL. College grad- 
uate, family, age 34. Former new car 
dealer, now sales executive in related 
field at $12,000 per year. Interested in 
eventual buyout or partnership in sub- 
Stantial ‘‘Big 2’’ agency not using high 
pressure selling technique. Would like to 
hire and train salesmen to sell the 
dealership not the deal. Willing to in- 
vest after suitable period of mutually 
satisfactory relationship. Box 3967, c/o 
Automotive News, Detroit 26. 


SALES, SERVICE or general manager, 
qualified to assume full responsibility 
Experienced in all phases of the automo- 
bile business. Chrysler and Plymouth 
dealership of medium size preferred. 36 
years old, married with two children 
Future security more important than sal- 
ary. Reply Box 3953, c/o Automotive 
News, Detroit 26. 














EXECUTIVE TYPE SALES manager wants 
a challenge. A man who has built com- 
plete sales organizations. A man who has 
had 11 years outstanding success in the 
automobile business desires a change 
where experience and ability and aggres- 
sive leadership will get proven results. 
Prefer a partnership with Ford or GM 
dealer that needs help to compete in 
today’s buyers’ market. Can invest mod- 
erate funds. Box 3954, c/o Automotive 
News, Detroit 26. 





GENERAL SALES MANAGER. Ten years’ 
experience in all phases of automobile 
business. Best of references, 30 years old, 
married, hard worker, sober and reliable 
= 3955, c/o Automotive News, Detroit 
6. 


GENERAL SALES MANAGER. Ten years’ 
experience in all phases of automobile 
business. Best of references, 30 years 
old, married, hard worker, sober and re- 
liable. Box 3955, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER or new. car man- 
ager and assistant to dealer. Seventeen 
years’ experierce. Prefer southeast. 
Chester Edwards, 618 McRorie, Lakeland, 
Fla. 


GENERAL MANAGER FOR Ford or Chev- 
rolet dealership. Located in town over 
25,000 population. Young, aggressive, 35 
years of age and having ten years’ ex- 
perience in sales management capacity 
with top selling automobile manufacturer. 
Available immediately. Excellent refer- 
ences. Box 3956, c/o Automotive News 
Detroit 26. 


EXPERIENCED, YOUNG MAN, 33, single, 
with automobile and truck sales and serv- 
ice background—desires opportunity as 
manufacturer's representative in automo- 
tive or related fields. Will travel any- 
where. Available immediately. All replies 
acknowledged. Please write or wire. Box 
3957, c/o Automotive News, Detroit 26. 

ARE YOU LOOKING FOR someone 
qualified to help you with your responsi- 
bilities? Experienced in all phases of 
dealership operation. Trained during 
competitive period. Middle aged. Box 
3972, c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE handling 


Lincoln ~ Mercury. Southern California, 
irrigated desert area—approximately 100 
miles from Los Angeles, Calif. No rea! 
estate involved. Box 3969, c/o Automo- 
tive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


LOCATED, LONG established used 
gar and rental business. Goodwill in- 
gudes active list repeat rental custom- 
= Lot completely equipped. Present 
inventory, if desired. Good oppor- 
Seity, particularly for party experienced 
fm used car business. Located in Fort 
Lauderdale, ‘‘Venice of America,’’ fast- 
est growing city in Florida. No short 
sais season because of slush and 
gnow. If interested, write Box 3968, ¢/o 
Automotive News, Detroit 26. 


ag 2 eg REND 
DEALERSHIP FOR SALE handling Pon- 
tiac in the northwest. Good trading 
area. County seat town, now selling 60 
cars per year. $15,000 will handle. Ad- 
dress inquiries to Box 3970, c/o Automo- 
tive News, Detroit 26. 


SSNS 
DEALERSHIP HANDLING STUDE- 
BAKER, 120 car franchise. 60 miles 
from Milwaukee, Wis. 150,000 trading 
area population. Will sell at book value. 
Box 3971, c/o Automotive News,, De- 
troit 26. 


LERSHIP HANDLING PONTIAC- 
GMC trucks in southern Louisiana. Rich 
l, rice and sugar cane town of 15,000 
population. A going business with excel- 
nt parts and service sales. Sell or trade 
for larger General Motors dealership. Box 

58, c/o Automotive News, Detroit 26. 


LERSHIP HANDLING WILLYS. One 
the best in the east. Only one in 
punty. One hundred percent service ab- 
orption. Modern equipment and build- 
ings. Penetration in community equal to 
’ A profit maker since es- 



















receivables. Box 3959, c/o Automotive 


News, Detroit 26. 


FARM MACHINERY, McCormick Deering- 
International Harvester, auto - truck 
agency handling DeSoto-Plymouth-Inter- 
national; sales $288,000 year; eastern 
town; with property, attractive price. 
Apple Co., Brokers, Cleveland, Ohio. 


——— 

GM DUAL FOR SALE handling Cadillac- 
Oldsmobile-GMC trucks. Located on U. S. 
401 in North Carolina. Beautiful building 
on reasonable lease. No accounts receiv- 
able, no used cars. Under $50,000. Mod- 
ern facilities. Reply Box 3960, c/o Auto- 
motive News, Detroit 26. 


AGENCY HANDLING FORD near Kansas 
City and Topeka. Very profitable oper- 
ation. No real estate, balanced parts 
gtook, modern equipment. 1953 volume 
over $500,000. Low investment. Box 3961, 
Wo Automotive News, Detroit 26. 


HANDLING CHRYSLER - PLYMOUTH — 
Kansas. Established 1929. Fine building 
and used car lot at low rent—now net- 

about $2,800 monthly. Sell all or 


motive News, Detroit 26. 


DEALERSHIP A VAILA BLE handling 
Dodge and Plymouth. Located in north- 
western Ohio in a good farming territory. 
This is a profitable, going business. Pres- 
ent owner with Dodge since 1914. Modern 
building with adjoining used car and 
parking lot. Building well equipped for 
car and truck service. Will sell at book 
value and lease bidg. and lot. Box 3946, 
c/o Automotive News, Detroit 26. 





WHEN BUYING or SELLING 


an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 


LEO J. KLEM 


412 Fisher Bldg. Detroit 2, Mich. 








DEALERSHIP WANTED 








WANTED 
FORD—GM SINGLE POINT 
DEALERSHIP 


#0 units or more. Have liquid cash. Factory 
approval in writing. Sell to your best ad- 
vantage tax wise. All inquiries will be an- 
swered confidentially, 


box 3938, c/o Automotive News, Detroit 26. 





BUSINESS OPPORTUNITIES 


AUTO DEALERSHIP—Best »2f shop equip- 
Ment, new front end machine, two post 
lifts, Sun motor testers, etc. Modern 
parts department, 27 bins loaded with 
parts, 3 offices full of good equipment 
and supplies. Sacrifice for less than $10,- 

due to owner moving to Florida. 
George DeMent Motors, Inc., 2015 Ave. 
E, Ensley, Birmingham, Ala. 


AUTO WASH 
AND 


POLISH RACK 


BUSINESS: 
Wash operation keyed to 500 per day. 
Polish operation is production line 
method and one of the nation's most 
progressive. Department to sell auto 
accessories. 

LOCATION: 
One of Detroit's busiest eastside inter- 
sections. 


EQUIPMENT: 
Blower system. Industrial vacuum clean- 
er and instantaneous jet water heater 
with storage tank and instantaneous 
steam cleaner, air compressor, shop 





New and modern, 50'x90'—45 feet of 
plate glass, stone and brick front and 
sides, glass block partitions, solid ma- 
sonry wall separating the two opera- 
tens. Excellent lighting throughout the 
| Building. Three lavatories. Double heat- 
_ ing system. 
3974, </e Automotive News, Detroit 26 


wr 
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enn SERVICES 

— Y SERVI 124 
a. Woeeward. Birmingham, Mich., Mid 
west 4-5355. 


SAN FRANCISCO 
Dealers’ Auction 
Every Tuesday 11:00 A. M. 


2150 GENEVA AVE., $.F. 


Near Cow Palace 
Dealers Only 





GM DEALERS 
STOP A.F.A. LOSSES 
Our booklet explains a simple, time saving 
method of accurately handling A.F.A.'s. 
$5.00 postpaid 
A.F.A., BOX 113, NEWTOWN, OHIO 








INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 
@ Buy Right 
Parts—Accessories—Equipment 
ee on none aa ae Saas a 


"DONT SuEss—_sE. SURE 
Call or write for service details. 
AUTOMOTIVE INVENTORY 


SERVICE CO. 
10040 Freetand, Detroit 27, Mich., WE 3-6445 








INVENTORY SERVICE 
PARTS, wg & EQUIPMENT 
YEAR OBSOLESCENC 
Fast aeuhe 
Coll or write for details 
ae SRVENTORY co., INC. 
1916 E. 79th Chicago 49, Iii. 





CARS FOR SALE 


1952 JAGUAR MARK VII sedan. Excellent 
condition, 16,000 miles. Will trade for late 
model car. Abner Motor Sales, 536 W. 
Main St., Knightstown, Ind. Phone 5-3585. 

REPOSSESSED CARS at wholesale prices. 
New York dealer having connections in 


buying repossessed cars would like to| Will be sold far below loan value. 


contact out of town dealers who may 
be interested at wholesale prices. Box 
3962, c/o Automotive News, Detroit 26. 





SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informo- 
tion: 


Robinson Auto Rental, Inc. 
229 S$. Hanson St. Philadeiphia, Pa. 


1. &. Spetig, Used Car Manager 
Sherwood 8-1500 








ATTENTION DEALERS ! ! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New . 
BUY NOW — LOWEST PRICES EVER 
1950-1951 
Plymouths — Fords — Chevrolets 


1 te 500 
MORRIS FREEDMAN 


Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 SHERWOOD 7-1700 








AUTO AUCTION 
TIM ANSPACH 
“Midway,” Stop 20 
Albany-Schenectady Road 

Y. 


ALBANY, N. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ame west of Grandville, 


EVERY TUESDAY 
At 1:00 P.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill Nagy 
“Michigan's Best’ 
Phone: ARdmore 6-4720 








SYRACUSE AUTO AUCTION 
Chey dastave ents 
We guarantee and tities 
hogtes oe SS red. aay a 
of Routes 20 and I! ( service). 
Auctioneer: A. Y. 
lrving C. Mondore, 


fr 





@ Sell Right aj cars MUST BE SOLD to make 


E REPORTS | 1-7660 and make offers on what 
/you can use. DON’T DELAY. 


| 


*| EVERY TUESDAY—11:00 A.M. 














CARS FOR SALE 





100 
‘52 Plymouth 4 Drs. 


Used as taxicabs 
Priced to Move—Will sell in Groups 
Available Soon 


R. J. YOUNG MOTOR CO. 
1331 So. Broad St. New Orleans, La. 











FORDS, CHEVROLETS, OLDSMOBILES 





67 





CARS WANTED SHOP EQUIPMENT FOR SALE 


WANTED 50 te 100 Equipment - Signs - Wrecker 
1952 MODELS AND UP OF at 


Sacrifice Prices! 
or PONTIACS 


Wire or Telephone 


DeSoto-Plymouth Dealer 
liquidating Like-New Equipment, 


S. C. STONE Holmes-Equipped Wrecker, 
c/o E. B. Stone Finance Companies Beautiful Signs .. . 
LINCOLN V-12 910 S. Tryon St. Charlotte, N.C. oy -- 
CONTINENTAL Phone 4-086! Everything Must Go! 
Convertible 
1948 model, 32,000 miles, A-! condition MODERN MOTORS 
TIRES FOR SALE 


Beautiful black paint—New tires 
one price $2,000 






























Roanoke, Va. 











SELLING OUR 
BUILDING 


room for new tenants. 


1952 and 1953 PLYMOUTHS 
FORDS - CHEVROLETS 
(STANDARDS and DELUXES) 


Must go at bottom dollar to clear 
the premises now. 


iCall Bert Keenan at Winton 


THE R. A. COMPANY 


13315 Brookpark Rd. Cleveland 11, Ohio 











150 CHEVROLETS 
1953 TUDORS 


Cars have many extras. 
Excellent condition. 
Immediate delivery promised. 
Real money makers. 


Phone - Wire - Write 
LOU FERRIS SID LAVENE 
Agents for 
POTAMKIN CHEVROLET 
Cco., INC. 

St. 7-8185 
Warehouse 
1202 Franklin Street 
Philadelphia, Pa. 








TINNIN AUTO AUCTION 


A closed dealer auction 


BUCKWALTER STADIUM 
Meridian, Miss. 
Telephone 5524 - 9533 - 9274 
All checks and titles insured by Fidelity 
Insurance Co. of Tenn. 

All cars listed at auction first come first 
served according to models — inning at 

Prewars and on down to 1954 models. 
Plenty of clean cars to pick from 
BILL TINNIN, Owner 






DEALERS 
Want Some Money Makers 
1951 — 1952 
PLYMOUTHS 
USED FOR HIRE 
LOWEST PRICES YET 


Centrally located. We arrange 
transportation. 


BENSON AUTO SALES 


9503 Detroit Ave. Cleveland 2, Ohio 
Atlantic 1-3337 Atlantic 1-2000 


















OLDSMOBILES 
WANTED 


Wanted — 100 new, 1954 Oldsmobile 
96 sedans and Codiflocs, preferably 
with Frigidaire. Also 96 Holidcys, 
super and 88 sedans. We transport. 
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TIRES—NEW FACTORY SECONDS. 





—— 
1954 CHBVROLET AND FORD school bus 


<erccinenhsebnsesnjeegcin sarees pein 
REBUILT AND BLOCK tested engines— 





RING AND PINION set MoPar Dodge 


ee 


GORDON BUICK 








NS 
AMMCO AUTOMOTIVE HONING machine, 


222 N. Lafayette So. Bend, ind. 





Black and white sidewall. Truck and 
Passenger. Morrie Bloom, P. O. Box 193, 
Mansfield 3, Ohio. 


MISCELLANEOUS 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce &t., 
Lynchburg, Virginia. 

chassis at Richmond, Indiana for im- 

mediate delivery. Hudson Body Co., Dal- 

las, Texas. 


PARTS FOR SALE 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 
MOTO-MATIC 
TOW ® GUIDE 


and 
BRAKE-MOBILE 


TOW « PILOT 


Plymouth, DeSoto, Chevrolet, 
Ford, Mercury. Crankshaft grinding. 
Competitive prices. Sharp Manufacturing 
Co., Nelsonville, Ohio. 


No. 1189867, %, % and 1-ton. 1941-54 
inclusive. Set $10.00. Quantities less. 
Blaine C. Watson, Linesville, Pa. 


ONE SOURCE FOR 
GM & UMS PARTS: 


JOBBER DISCOUNTS 
as high as 50% on 
UMS parts 


DISCOUNTS INCREASED with Automatic Brake 
ON i. PARTS Cannot Be Matched 


At Any Price 
Write Today For 
illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept’s. 


“Leaders In The Industry” 
Since 1939 


(Example: Buick Muffler lists at 
$10.00. Your cost only $4.69) 


Send For FREE CATALOG. One day serv- 
ico. Special cash allowance on Phone 
Orders. All Shipments C.O.D. 


(formerly Robertson Buick) 
1000 $. Wabash Ave. Chicago 5, til. 
WAbash 2-1030 


SHOP EQUIPMENT FOR SALE 





model No. 2500. Used only few times. 
Make offer. Westmont Automotive Parts, 
2424 W. Montrose, Chicago, Ill. 


COMBINE BUSINESS WITH PLEASURE 
. ENJOY YOURSELF IN THE 
“CONCRETE JUNGLE” of NEW YORK CITY 
Metropolitan New York's 
FIRST REAL STEADY WEEKLY AUTO AUCTION 
EXCLUSIVELY FOR AUTO DEALERS—INSURED AUTO AUCTIONS 
EVERY TUESDAY — 12:30 P. M. at 
AUTO AUCTION ASSOCIATES, INC., (affiliated with) 
SPIELMAN CHEVROLET 


Greenpoint Avenue & Provost Street Brooklyn 22, N. Y. 


Tel. EVergreen 3-4800 Auctioneers—David B. Spielman 
John W. Becker 
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New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 [] 
for which check is attached [] or send bill [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


, RRR nisedeeras Lwwaes eee Cac bdaa'es00%s%eiabaaseusieaaeaaee 
eeeeeeeseeee eeeeeeereseee eeeeereseeeeeeses eeeeeree eereeee eee 1 
eae at Be ed Jdeividvvicathiae les ieuigs ona Cee So ay ; 
Street Address...... ac aak ot ee ts Sessdess GOED Cbs cce “ao F 
Me, de. cccas ba sie a ie vids se, Williaa s bcs Gnd cie 
TRADE CONNECTION: 
Cer Dealer [) Truck Dealer [) Maavtedurer [) | 
Jobber (1) Insurance [) Financial ( Supplier (1) j 
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PORCELAINIZE 


“Here, in Nature’s cathedral, a basic business truth looms up as 
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enduring as the nearby mountain. To get the business we want—and 


SSS 


to keep the business we have—we must give quality. 


“When the service or operation is something the customer can 


see, quality is doubly important. 

“In the appearance field, Porcelainize is the top quality product. 
It has a policy of protecting the Dealer from cut rate competition. It 
has a complete program to assist the dealer in building sales. 

‘You can promote Porcelainize with the full confidence of customer 
satisfaction and the certainty of many happy and profitable future 
relations.” 
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